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1917 STATISTICS FOR 
WESTERN TERRITORY 





Year’s Increase in Premium In- 
come Over 1916 Was 
$16,427,611 





LOSS RATIO WAS _ 53.47 








Tables Prepared From Advance Sheets 
of Argus Comparative Chart Are 
Unusually Interesting 





Premiums of fire companies in so- 
called Western Union territory in- 
creased $16,427,611 in 1917 over the 





With this issue THE NATION- 
AL UNDERWRITER introduces 
a new feature which it believes 
will prove very popular with its 
subscribers. It is an Agents’ 
Educational Magazine Supple- 
ment and it occupies the last 
eight pages of part three of this 
issue. It will appear from time 
to time and will, we _ believe, 
prove both valuable and interest- 
ing. It is just another extension 
of the service which this publica- 
tion is rendering the business as 
a whole. 











previous years. The increase of 1916 
over 1915 was $9,565,183, showing that 
1917 from the standpoint of income in- 
crease was much better than 1916. 

The loss ratio for last year of all 
companies* was 53.47 percent as com- 
pared to 53.82 percent in 1916. 

The total premiums on fire business 
last year amounted to $140,041,878. 
Five years ago the total premiums were 
$109,128,449. This indicates the long 
strides that are being made in the fire 
insurance field today and shows that 
it is a constantly growing business in 
which there are bigger possibilities in 
the future. 

Some very interesting figures for in- 
dividual companies in Western Union 

(CONTINUED ON PAGE 14) 





THE 
ZEtna (Fire) Insurance Co. 


OF HARTFORD, CONN. 


Has entered the one hundreth year of its existence and has during that time paid 
more than $165,000,000.00 in losses. A Company that has faithfully carried out 
every obligation assumed during so long a period may be regarded as an important 
part in the foundation upon which our country’s prosperity rests. Its agents may 
be found in all cities and towns. 


Western Branch: INSURANCE EXCHANGE, CHICAGO, ILL. 


WM. B. CLARK, President L. O. KOHTZ, Asst. Genl. Agent 
THOS. E. GALLAGHER, General Agent R. B. IVES, Asst. Sec’y 








Great American 
Insurance Company 


New Dork 


ORGANIZED IN 1872 


STATEMENT JANUARY 1, 1918 
CAPITAL 


$2,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


$12,927,269.91 


NET SURPLUS 


$8,527,719.31 
$23,454,989.22 


Western Department, Chicago 


WALTER H. SAGE, General Manager INGRAM & LERCH, Managers 
WALTER E. MILLER, Assistant Manager 











EDWARD MILLIGAN, President 


JOHN B. KNOX, 

GEORGE C. LONG, JR, 4 
HENRY P. WHITMAN, Ass’t Sec’y 
EDWARD V. CHAPLIN, Ass’t See’y 
Surplus to Policy-holders . « . $ 9,756,000 
Total Losses Paid . 2 84,600,000 


Cash Capital - Three Million Dollars 


> Reinsurance Reserved : p . $5,996,730 
‘ : Reserve for Outstanding Losses and all other 


THEODORE F. SPEAR, Ass’t Sey 
FRED C. GUSTETTER, Ass’t Sec’y 


a 


Claims Be ee a rg 658,699 
NETSURPLUS . . . «6,746,963 
Total Assets - - $16,503,963 











F. C. WHITE TALKS ON 
USE AND OCCUPANCY 


Talks to Wisconsin Association 
of Insurance Agents on Im- 
portant Problem 








COMPREHENSIVE ADDRESS 





Says Subject Should Be Broached 
Only to Property Owners Who 
Are Insurable 





MILWAUKEE, July 10—F. C. 
White, of the New York Underwriters, 
who has propably underwritten or su- 
pervised the underwriting of more use 
and occupancy insurance than any 
other one man in the country, ad- 
dressed the Wisconsin Association of 
Local Agents at their annual meeting 
here on this particular line of indem- 
nity. His address was comprehensive 
and naturally long. It was so instruct- 
ive and interesting, however, that he 
held the large audience that had been 
attracted to the meeting by the an- 
nouncement of his appearance. 

In defining use and occupancy insur- 
ance he said that it was nothing more 
nor less than insurance against loss of 


‘ net profits. The statement sometimes 


heard that use and occupancy insur- 
ance was never intended to include 
profits is only the result of a total mis- 
understanding of the purpose of this 
form of indemnity. Under this form 
the company undertakes to reimburse 
the policyholder for whatever loss he 
may sustain because he is prevented 
from using his plant by reason of the 
disaster named in the policy—fire, tor- 
nado, explosion or any other cause as 
the policy may be written. The only 
purpose a person has in operating a 
business is profit, and the valuable 
things he may lose when business is 
interrupted is ability to make profits. 
Use and occupancy insurance bridges 
the gap and pays the profit until the 
plant can be restored to operating con- 
ditions. Limited use and occupancy 
policies occasionally are issued which 
do not cover profits. 


Three Forms Differentiated 
Use and occupancy policies provide 


a per diem indemnity for the loss of 
(CONTINUED ON PAGE 14) 
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United States Branch Statement January 1, 1917 


HESE FUNDS are held solely for the protection of 
a a a T policyholders and creditors in 


Net Surplus above all Liabilities in the the United States 


NORTH BRITISH & MERCANTILE 


UNITED STATES BRANCH—76 WILLIAM STREET, NEW YORK CITY 
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FUND ALREADY USED UP 
PAY SMALL CLAIMANTS FIRST 


Prospects Not Bright for Reimburse- 
ment of Companies for Losses in 
Halifax Explosion 


TORONTO, CAN., June 18.—Ac- 
cording to a late statement by the Ca- 
nadian Fire Underwriters Association 
the government commission appointed 
some time ago to deal with Halifax 
claimants, has not yet considered the 
reimbursement to fire and plate glass 
insurance companies of monies paid 
out for losses suffered through the ex- 
plosion in December last. From pres- 
ent indications, it is doubtful if such 
refund will be made, the $11,000,000 ap- 
propriated by the Dominion _ Parlia- 
ment having been practically used up 
in settling the claims of small mer- 
chants whose properties were either 
ruined or badly damaged as a result of 
the disaster. 


Small Claimants First 


It will be recalled that when the re- 
lief grant was made it was accompanied 
by the stipulant that adjustment be 
made first with claimants for $5,000 and 
‘under. Presumably these have largely 
exceeded in number the original esti- 
mate, for the suggestion at the time 
was that there would be a comfortable 
margin left over with which to settle 
the larger losses, including those of the 
insurance companies. 

In the light of Canada’s present 
financial condition, when every avail- 
able or procurable dollar is being used 
for war expenditures, the prospect for 
an additional government allowance 
for Halifax sufferers is not considered 
particularly bright. 





News of the Mutuals 








Northwestern Mutual Organized 


The Northwestern Mutual Fire has 
been organized at Hibbing, Minn. A. L. 
Gerry, the secretary, is the underwriter 
and general manager. The company has 
been incorporated and expects to get its 
affairs in order so that it can be licensed 
in November of this year. Mr. Gerry 
has been for some time a partner in the 
local agency of H. P. Reed & Co. at Hib- 
bing. He formerly traveled in the north- 
ern part of Minnesota as special agent 
for the Germania Fire. Mr. Gerry is a 
live insurance man who is on the job all 
the day. The officers of the company are 
all up-to-date and progressive business 
men of Hibbing. R. W. Hitchcock is 
president; F. H. Holladay, Jr., vice-presi- 
dent; B. B. Beal, assistant secretary, and 
S. S. Blacklock, assistant treasurer. 


McIntire Made Secretary 


Following the death of John Weyer, 
the veteran and beloved secretary of the 
Retaii Druggists Mutual Fire of Cincin- 
nati, the directors have elected C. L. 
McIntire of St. Marys, Ohio, as his suc- 
cessor. Mr. McIntire comes to the home 
office in Cincinnati well equipped to fill 
the duties of his new position. He has 
been in the active service of the company 
in several different capacities, managing 
the secretary’s office during Mr. Weyer’s 
illness. For a time he acted as field 
organizer for the Ohio State Pharmaceu- 





“Alien Enemy’ Clauses 


Ready for Use In Pads of 100 


PRICES: 500, $1.25 


1,000, 2.50 


Special Rates in Larger Quantities. 


The National Underwriter Co. 
CINCINNATI CHICAGO NEW YORK 


The Rough Notes Co. 


INDIANAPOLIS 
[Associated] 


tical Association and thus has a good 
acquaintance among the membership. 
After the company had thoroughly de- 
veloped Ohio it decided to enter Indiana, 
and Mr. McIntire was sent into the new 
territory, where he did good work. 

The Retail Druggists is one of the most 
successful of the class mutuals. So far 
this year it has increased its business 
nearly 25 percent over the same period 
last year. The company works along very 
closely with stock companies on inspec- 
tions and it cooperates with other com- 
panies in every way making for the good 
of the business. 


ae) 
R. L. Adams Dies 


MADISON, WIS., July 8—Richard L. 
Adams died last Friday, aged 63 years. 
Prior to entering the insurance busi- 
ness some 15 or 16 years ago, Mr. Adams 
was a traveling salesman. He estab- 
lished the Mutual Fire Insurance Co., of 
which he was the secretary up to his 
death. The death of Mr. Adams removes 
the second officer of the company within 
a month. Adam Blind, president, died 
only a few weeks ago. Mr. Adams also 
was connected with other insurance in- 
terests, being a member of Adams & 
Cass and later a member of the Adams & 
Fox Company. He sold his interest in 
the firm last spring, as did also Mr. Fox, 
but the name of the firm was not 
changed. 

* * * 
Mutual Inspectors Meet 


The annual meeting of inspectors of 
the Associate Mutual Lumber Insuring 
Companies was held in Philadelphia last 
week, the Pennsylvania Lumbermen’s 
Mutual Fire acting as host. The Chicago 
delegation from the office of the Central 
Manufacturers Mutual gave a luncheon, 
prior to its departure, at the Hotel La 
Salle, Chicago, in honor of H. G. Kem- 
per, manager of the inspection depart- 
ment, who is entering the aviation serv- 
ice, and H. M. Hutchinson, who has been 
assigned to a machine gun company. The 
Chicagoans attending the convention 
were Graham Rudd, O. E. Southwick, 
Fred W. Stevens and George _ Giles. 
Charles Peters of Minneapolis and F. A. 
Barker of Milwaukee, connected with the 


* 
American Mutual Examined 


an examination of the American Mutual 
Fire of Indianapolis, which began busi- 


it started business. While the depart- 
ment has not yet made its report, it is 


pany were 
condition. John W. McGinety, the secre- 
tary, was formerly a _ successful local 
agent in northern Indiana. The Ameri- 
can Mutual does not operate through lo- 
cal agents generally, but often appoints 
as its representatives the secretaries of 
farm mutuals. They thus can write town 
as well as farm property. 
* * * 


Will Change Its Name 


INDIANAPOLIS, IND., June 18.—The 
annual nomination meeting of the In- 
dianapolis German Mutual Fire was held 
at the home office Tuesday of this week. 
The annual meeting will be held July 16, 
at which time a vote will be taken upon 


Mutual Fire of Indianapolis. It is also 
proposed that the records and books 
thereafter be kept in the “language of 
the United States of America.” This 
change will have to be made by a change 
of the company’s articles of constitution. 





Indiana Notes 


L. F. Summers, who has been con- 
nected with the Indiana Inspection Bu- 
reau at Indianapolis, has taken a posi- 
tion with Fred S. James & Co. of Chicago. 

Thomas Holloran, a clerk in the office 
of the Grein Dealers National Mutual at 
Indianapolis, has joined the navy and 
has reported at the Great Lakes train- 
ing station. 


The apportionment of the Indiana field 
has been made by the Hartford among 
its three field men for the state. Carl 
V. Nipp takes the northern section, Jo- 
seph Gauer the southeastern and D. J. 
Monro several central counties and a tier 
of counties on the southwestern bound- 
ary. 





Hereafter the style of the insurance 
department of the Petersburg Savings & 
Insurance Company will be the Peters- 
burg Insurance Company, while the 
banking end of the company will be the 
Petersburg Savings and Trust Company. 
Decision to operate the two departments 
under separate company names was 
reached recently. There will be the same 
management as heretofore. 


The Wisconsin Brotherhood of Thresh- 
ermen Insurance Co., Limited Mutual, 
which has had its headquarters at Mad- 
ison, Wis., since its organization, is 
transferring its general offices to Fond 
du Lac, Wis. The company writes acci- 
; dent, health, death and property insur- 
ance on the mutual plan. . 





same office, joined the party at Chicago. ' 
* x 


The Indiana department has finished ! 


ness in October, 1916. This is the first | 
examination made of the company since | 





understood that the affairs of the com- ' 
found to be in satisfactory ; 


the proposal to change the name to the ' 








THE AIRPLANE— 


is the military eagle, aptly termed the Eyes 
of the Army. Rising above and before the 


battle line, it watches for coming attacks. 


FIRE gives no warning of its coming. No 
eye can see where it will strike next. 


ADEQUATE Insurance is the airplane of 
protection. Use foresight instead of actual 
vision. 











** AMERICA FORE”’ 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY OF NEW YORK 
Cash Capital—One Million Dollars HENRY EVANS, President 


Home Office: Pacific Coast Dept. 


80 Maiden Lane, New York Insurance Exchange Bldg., Francisco 





AMERICAN EAGLE FOR AMERICAN PEOPLE 
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and Foreign companies and at Lloyds, London. 
RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED ; PROMPT ATTENTIOS) 
F. 'R. THOMPSON 


Insurance Exchange, Chicago, Ili. 








THE LIVERPOOL & LONDON & GLOBE 


Insurance Company Limited 


Its United States assets are $16,153,068.57, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policy holders and subject to strict 
NGirdles&eChbe’ supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI, DEPT., 401 Fourth Nat. Bank Bldg., CINCINNATI, OHIO 














LIVE AGENTS WANTED 
TO WRITE HAIL AND CYCLONE INSURANCE. 
TERRITORY OPEN IN ALL NORTHWEST STATES. 
TWENTY PER CENT COMMISSION. 


WRITE ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
TODAY 805-6 Pioneer Bldg., St. Paul, Minn. 

















ORGANIZED 1854 
The Mechanics "URN of Philadelphia 


JANUARY 1, 1918 


Cash Capital, $250,000 Net Surplus, $358,700.31 
Surplus to Policyholders, $608,700.31 


EASTERN DEPARTMENT HoME OFFICE WESTERN DEPARTMENT 

D. H. DUNHAM, PRES. J. A. SNYDER, SEC’Y NEAL BASSETT, VICE-PRES. & MGR. 
JOHN KAY, VICE-PRES. PHILADELPHIA, 

A. H. HASSINGER, SEC'Y PENNA. W. T. BASSETT, ASST. MGR. 


NEWARK, N. J. CHICAGO, ILL. 





ORGANIZED 1855 | 
FIREMEN’S 'NSURANCE OF NEWARK 
JANUARY 1, 1918 
Cash Capital $1,250,000 Net Suplus $2,384,971.20 
Surplus to Policyholders, $3,634,971.20 


EASTERN DEPARTMENT WESTERN DEPARTMENT 


D. H. DUNHAM, PRESIDENT NEAL BASSETT, 
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NEW YORK, July 10—Secretary C. 
S. S. Miller, of the National. Associa- 
tion of Insurance Agents is back at his 
office from an extended tour embrac- 
ing Georgia, Kentucky, Arkansas and 
Iowa, and reports very enthusiastic 
meetings everywhere and more than 
satisfactory results. 

Craig Belk, president of the Texas 
association, is credited with having 
done some wonderful work in _ his 
state. He is in line to win, for the 


Texas association, National President 
Allen’s cup, offered the state associa- 
tion showing the largest percentage of 
increase in paid membership in the 
fiscal year ending Aug. 31, 1918. To 
date the membership of the Texas as- 
sociation has been increased more than 
200 percent. President Belk has also 
taken the lead in Texas in a really very 
systematic and comprehensive cam- 
paign for fire prevention through the or- 
ganization of local agents’ units for the 
voluntary inspection of all plants in the 
local field. President Belk had at the 
Texas meeting an exhibit of fire pre- 
vention propaganda. 


President Allen’s Great Work 


It is generally commented upon that 
the National association has never had 
a president who has worked so hard, 
traveled so much and produced such re- 
sults as has President E. M. Allen. Thus 
far this year he has covered the state 
conventions of the Carolinas, Georgia, 
Michigan, Minnesota, Missouri, Texas, 
Illinois, New Jersey, Vermont, New 
Hampshire and Kentucky. There is now 
a call for him to go out to the Pacific 
Coast, where Vice-President Mac O. Rob- 
bins has done notable work in holding 
the membership. No member of the Na- 
tional association has been out to the 
Pacific Coast in some five years. Several 
requests have come to President Allen 
to go there before the National conven- 
tion meets at Cleveland to stir up in- 
terest and especially to assist in the or- 
ganization of local insurance clubs—a 
pet hobby of President Allen’s—in the 
work of doubling the membership of the 
National oganization. It is a notable 
fact that in every state in which the Na- 
tional organization has done organization 
work in conjunction with a systematic 
preliminary canvass the membership has 
been more than doubled. 


Walsh Is a Live One 


The new president of the Iowa associa- 
tion, Eugene Walsh, of Davenport, is a 
live wire who. certainly will be heard 
from. At the annual convention at Keo- 
kuk, by long odds the biggest and best 
meeting ever held in Iowa, President 
Walsh gave a splendid address. As an 
aftermath of the convention, President 
Walsh proposes to organize the state by 
congressional districts, and already 
Waterloo and Ottumwa have asked 
President Walsh and Secretary P. J. 
Clancy to go there and help organize 
local clubs. In the northern and western 
part of the state where Secretary Miller 
was not able to go in the recent cam- 
paign, there will unquestionably be or- 
ganized strong local units at Council 
Bluffs, Mason City, Sioux City, Fort 
Dodge, Marshalltown. 


All Roads to Cleveland 


When they met in Georgia recently 
President Allen and Secretary Miller 
went over the plans for the National 

















from the number of pledges made at the 
state conventions of Iowa, Kentucky, 
Georgia, Minnesota, Texas, Arkansas, 
and North and South Carolina, that the 
attendance at Cleveland will be the 
largest on record. The program will be 
notable for the omission of the custom- 
ary addresses of welcome, responses, 
and other perfunctory details, as well as 
for the avoidance of long speeches and 
canned addresses. In their place there 
will be substituted snappy short talks 
and rapid fire oral discussion of prac- 
tical up-to-date topics. 


Will Be Business Convention 


The National convention has thus far 
lived up to its promise of an aggressive 
strictly business administration and pur- 
poses to make the National convention 
the best series of real business, and busi- 
ness only, gatherings the organization 
has had in its 23 years of experience. Itis 
expected that there will be a bigger 
gathering of the “old guard” than ever 
before. Former National Presidents A. 
G. Simrall of Covington, Ky., and A. H. 
Robinson of Louisville, and Capt. Alfred 
Pirtle—three of the original five men 
who organized the National organization 
in 1895—have expressed their intention 
of being present, as well as former Presi- 
dents Hildreth of Freeport, Ill.; E. W. 
Beardsley of Hartford, Conn.; Geo. D. 
Markham of St. Louis, Thomas H. Geer, 
and A. W. Neale of Cleveland, John C. 
North of New Haven, and several other 
living ex-presidents who are expected to 
attend, Secretary Miller having made 
personal oral pleas to them to show 
their loyalty to the organization and give 
it the benefit of their mature knowledge 
and experience at a time when all in- 
surance interests are menaced by gravest 
perils. 





Changes in the Field 











C. W. Wagner 


C. W. Wagner, who was recently ap- 
pointed special agent for the Marquette 
National Fire of Chicago in the east, 
has resigned and returned to Chicago 
owing to the condition of his wife’s 
health. 


J. M. Coyley 


J. M. Coyley, of Sioux Falls, S$. Dak., 
special agent of the Hartford Fire, has 
resigned to enter army service. 


Donald E. Chilcote 


Donald E. Chilcote, who has been 
connected with the western office of 
the Hartford, has been appointed as 
special agent for Oklahoma. He suc- 
ceeds George F. Frickel, who is trans- 
ferred to the marine and live stock 
department for Oklahoma and Kansas, 
with headquarters at Wichita, Kan. 


William Howard 


William Howard, special agent for 
the North British & Mercantile, Penn- 
sylvania Fire and the Commonwealth 
for Virginia and North Carolina, with 
headquarters at Richmond, has re- 
signed, effective Aug. 1, to accept a 
partnership with Baldwin Bros., general 
insurance, Norfolk, Va. 


Bert C. Ellis 
Bert C. Ellis, of Valparaiso, Ind., has 





convention, and there is every indication 


Westchester for Indiana. Mr. 
an experienced local agent. 


H. M. Falling 


H. M. Falling has been appointed spe- 
cial agent of the Great American and 
American Alliance in Indiana, assist- 
ing State Agent B. J. Gilmore. Mr. 
Falling is a graduate of Rose Poly- 
technic Institute and has been connect- 
ed with the Indiana Inspection Bureau. 


H. B. Allen 


H. B. Allen has been appointed agent 
of the Northern of New York for In- 
diana, succeeding W. P. Ray, who goes 
to the home office Aug. 1. H.R. Prince, 
who has been assistant to Mr. Ray in 
Indiana, has been appointed special 
agent for Illinois and will make his 
headquarters in Decatur. Mr. Allen has 


Ellis is 


Inspection Bureau at Terre Haute. 


Michigan Notes 
Pontiac, Mich., will vote Aug. 27 on 
the issuing bonds for $60,000 i- “‘puild a 
second fire station and buy new equip- 
ment. 


The water supply and pumping facil- 





been branch manager of the Indiana , 


ities of Muskegon, Mich., will be given 
careful study, under city direction. The 
water supply is low and it is proposed-to 
add new pumps and new intake pipes. 


Eastern Notes 


United States Lloyds, Inc., has been 
admitted to do a marine business in 
Massachusetts. 

The Atlantic Mutual Fire of Philadel- 
phia has applied for admission to do a 
fire business in Massachusetts. 


Dr. Loring W. Puffer, for many years 
head of the Brockton, Mass., agency of 
Loring W. Puffer & Son, died last week. 

Ralph G. Hinckley, assistant manager, 
and John T. Trefry, of the Henry J. Ide 
tae at Boston, have signed with the 


4 Cc. A. for work in the army camps. 


William E. Briggs, who for eight years 
has been an inspector for the Board of 
Fire Underwriters of Allegheny county, 
at Pittsburgh, has been appointed spe- 
cial agent for the Norwich Union for 
western Pennsylania, with headquarters 
in Pittsburgh. Mr. Briggs succeeds Reed 
Calhoun, who has entered the army. 


The Worcester, Mass., board of under- 
writers has passed a resolution to pro- 
tect the business of any member of the 
board who has entered war service, and 
to refrain from soliciting or molesting 
same, and assist in all ways possible 
those left in charge of such business, 
that it may be in good business condition 
on his return. 








you. 


“T’ll think it over’ 


with prompt decisions. 


good repute. 





been appointed special agent of the 


In this age you're fighting a constant battle with Time— 
you can’t win by letting Time have all the advantages. 

In the race for Success your strongest competitor is TIME— 
your keenest adversary is HESITATION—your bitterest en- 
emy is “WAIT TILL TOMORROW.” 

“Put it off” and you are merely welding a link in the chain 
of HABIT that will sooner or later render your judgment 
| QUAKY and UNSUBSTANTIAL. 

Acquire the HABIT of putting things off and very soon you 
will find the path of progress blocked. 
has cursed many a man and wrecked 
many a CAREER. THINK FAST! 

The world has no opportunities for the LAGGARD—the 
man who is AFRAID TO ACT. Strengthen your character 
i What is wanted is men who have 
i the “habit” of doing things—and doing them NOW. 
Correspondence welcomed from Agents of experience and 
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TODAY IS THE DAY— 


For what? ForACTION! Todo the thing that lies before 


















DECIDE! 
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Price, Complete, Only 


$4.00 
In Canada $4.50 


That 
Locks the Box 
and 
Locks the Casing 
Covering the 

Switch 


PATENT 
APPLIED FOR 








The Improved DEFENDER Auto Lock 





The Double Lock .——™ r 
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FOR FORDS 


Keeps the Thief at a Distance 


A thief would just as soon try to steal a Ford guarded by a bull- 
dog as to try to steal a Ford guarded by a DEFENDER LOCK 
which double locks the car. Thieves only steal cars that are 
easily and quickly driven away. It would require so muchtime 


and tampering for a thief to force a DEFENDER 
LOCK—if indeed he could force it—that his ac- 
tions would arouse suspicion. ‘Thieves don’t 
bother DEFENDER equipped Fords. They look 
for cars that are EASY TO STEAL. 


FIVE BIG POINTS THAT MAKE SALES EASY 


Dealers everywhere are finding that DEFENDER LOCKS 
are easily and quickly sold because of the five big points for 
which they are famous: 


1. Locks and protects coil units with hardened steel bands. (Patent Pending.) 

2. <A beautiful, polished solid aluminum casing; locks over switch. (Patent Pending.) 

3. Operates against the ignition by special grounding device. (Patent 
Pending.) 

4. Guaranteed for the entire life of car, and backed by a company ful- 
filling every sound business principle to the last ditch. 

5. Recognized and used as a standard of perfection by insurance under- 
writers and saves 15% on insurance. 


Dealers—W rite for complete information 


DEFENDER 


Sth FLOOR, MARQUETTE BLDG. . 
DETROIT, MICHIGAN 
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WISCONSIN AGENTS 
MEET AT MILWAUKEE 


Twentieth Annual Convention of 
State Association Takes Up 
Many Subjects 


LEGISLATION PROPOSED 


Fire Prevention Work Urged as a War 
Duty—Commissioner Cleary Criti- 
cizes Lack of Cooperation 


NEW OFFICERS ELECTED 
President—Frank Hoffman, Manitowoc. 
Vice-Presidents—George Heller, Jr., Sheboy- 

gan; Miss Mabel Downie, Merrill; Henry John- 
son, Edgerton; Alvin W. Fox, Oshkosh; 
Joseph Koffend, Appleton; Frank J. Meyer, 
Milwaukee; E. H. Palmer, Antigo. 

Secretary-Treasurer—Frank Fassold, Mil- 
waukee. 

Executive Committee—Loyal Durand, Mil- 
waukee, chairman; alter Hartshorn, Wau- 
kesha, and J. D. Rowland, Racine. 

airman Legislative Committee—August 
Rebhan, Milwaukee. 


(FROM A STAFF CORRESPONDENT) 

MILWAUKEE, JULY 10—Some 
fifty local agents and many field men 
assembled Tuesday and Wednesday for 
the twentieth annual meeting of the 
Wisconsin Association of Insurance 
Agents, held in the Milwaukee Board 
rooms today and yesterday. 

Fire prevention activities as a war 
duty -of local agents came to the fore 
in the report of the executive commit- 
tee by Loyal Durand of Milwaukee, in 
the remarks of President Frank Hoff- 
man of Manitowoc. and the report of 


the resolutions committee by Chairman 
John N. Manson of Wausau. Commis- 
sioner M. J. Cleary also took up the 
subject and remarked that fire insur- 
ance owed to the public which sup- 
ported it this sort of service. Mr. Du- 
rand said that the time had come when 
local agents should render this sort of 
war service in addition to their Liberty 
bond, Red Cross, Y. M. C. A. and K. C. 
activities because they were peculiarly 
filled and situated for this necessary 
work. 
More Cooperation Needed 


Past year difficulties over the book of 
rules were mentioned occasionally. 
President Hoffman deplored the un- 
willingness of the companies to confer 
with agents on important matters of 
this kind. Commissioner Cleary de- 
clared that there must be more co- 
operation between companies, agents 
and state departments in the future. 
There must be frank conferences, he 
said, which deal only in facts. 


Discuss 10 Percent Surcharge 


Mr. Cleary also stated that the 10 
percent surcharge would probably come 
up again in the near future. He still 
holds that the average 46 percent loss 
ratio of Wisconsin during the past fif- 
teen years warrants the state’s refusal 
to approve the surcharge. He points out 
that 41 states have had such high loss 
ratios that the surcharge is justified in 
view of increased federal taxes, increased 
traveling expenses, increased office costs 
due to increases in clerks’ pay and 
higher prices for supplies. 

In the new book of rules which will 
go out Aug. 1 a simplified rating sched- 
ule for unrated mercantiles, no differ- 
ential in farm rates between southern 
and northern Wisconsin and no differ- 
ential in rates as between registered and 
grade livestock. 


Where the Danger Lies 


While the federal government has en- 
tered the life and marine insurance fields, 
said Mr. Cleary, these invasions were 
necessary. Several further invasions 


have been proposed that are entirely un- 
necessary. The danger to insurance lies 
in the public’s ability to recognize the 











(Established in 1782) 


PHOENIX ASSURANCE COMPANY, Ltd. 


OF LONDON 


_The company believes in giving its agents the very best service and counsel that can be had. 
found its local representatives worthy of confidence, and desiring to advance in their calling. 
many agents to increase their income by becoming interested in constructive business-building methods. 
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difference between necessary war meas- 
ures and socialism. Business men must 
look to the future and protect the Ameri- 
can republican form of government 
against socialism as they are now de- 
fending it against an autocracy. 


Rebhan Makes Report 


August Rebhan of Milwaukee, chair- 
man of the legislative committee, re- 
ported two bills, one an agents’ qualifi- 
cations law, which is to be redrafted and 
presented to the next legislature, and the 
other an antiunderwriters’ agency and 
single. agency law which will probably 
not be presented. H. H. Friedley, Indi- 
ana state fire marshal, was unable to 
address the session, being detained in 
Indianapolis by a lawsuit in which he is 
a witness. ° 

Tuesday evening the Milwaukee agents 
entertained the association at an in- 
formal dinner at the new athletic club. 


Miller Stars at Banquet 


National Secretary Chauncey S. S. 
Miller.made a decided hit at the ban- 
quet on Tuesday evening. Mr. Miller is 
enthusiastic over the progress the asso- 
ciation is making, has had an opportu- 
nity to survey agency conditions in many 
of the states and delivered an interesting 
message. 

C. L. Bort, president of the Milwaukee 
Board, presided at the evening festivi- 
ties. Other speakers were: Frank Hoff- 
man of Manitowoc, president of the Wis- 
consin association; Charles R. Street, 
western manager of 'the Fidelity-Phenix; 
James F. Joseph, of the Western Union; 
J. N. Manson, of Wausau; Mrs. West, of 
Oshkosh; M. J. Cleary, Wisconsin com- 
missioner; C. L. Prideaux, of Elgin, IIL, 
who brought greetings from the Illinois 
association, and C. W. Van Beynum, ‘of 
The National Underwriter. 


Joseph Sounds Warning Note 


There was a large turnout on Wednes- 
day morning to hear the talk on use and 
occupancy insurance by F. C. White of 
the New York Underwriters. He was fol- 
lowed by James F. Joseph, of the West- 
ern Union. Mr. Joseph had as his sub- 
ject “The Relation Between Companies 
and Agents.” He said that insurance men 
were facing a crisis at the present time. 
Mr. Joseph, in his able remarks, re- 
minded the local agents that the main 
interest of the companies and agents are 
identical. He asked that the Wisconsin 
agents, or any other state agents’ organi- 
zation, refrain from pushing any insur- 
ance legislation at this time, and said 
that the whole effort should be toward 
the elimination of unessentials. Mr. Jo- 
seph was sincere and earnest in deliver- 
4} ing his remarks and made a vital im- 
pression. 


Frank Fassold Reelected 


Although Frank Fassold has resigned 
as secretary of the Milwaukee Board to 
re-enter field work, he was unanimously 
reelected secretary-treasurer of the Wis- 
consin association. During Mr. Fassold’s 
term of office the membership was in- 
creased from 134 to 258. It is felt that 
Mr. Fassold can be of even greater bene- 
fit to the association in traveling about 
the state and visiting the various towns 
and agents. 

In the resolutions adopted the associa- 
tion went on record as favoring the 
agents’ qualification law, but no legisla- 








tion of this character will be pushed in 
Wisconsin this year, owing to the desire 
to present a united front. 





Indiana Blue Goose Social 


INDIANAPOLIS, IND., July 10—A 
delightful social gathering of the -In- 
diana Blue Goose was held last Mon- 
day evening at the Indianapolis Canoe 
Club. The party was about equally 
divided in its preferences for cards and 
dancing and these features were very 
successful. At the card tables the prize 
winners were Mrs. A. J. Wohlgemuth, 
H. B. Allen, A. J. Wohlgemuth and W. 
J. Grimmell. Three new members were 
elected: O. G. Hesselgren, Eliel & 
Loeb companies; John I. Lind, Colum- 
bian, and Albert J. Wohlgemuth, Rough 
Notes Co. Tuesday, Sept. 3, was set 
for the annual meeting. 


Object to Surcharge 


A committee from the Chamber of 
Commerce of Evansville, Ind., went to 
Indianapolis on Monday of this week to 
place a protest with Governor Goodrich 
against the war surcharge which insur- 
ance companies have placed. It is un- 
derstoog that the governor, following the 
interview, had a conference with the 
attorney-general. Evansville has had a 
bad loss record generally, though the 
past two years have been better than 
its average. 


Lack of Water Supply 
There is a lack of water at Le Roy, IIl. 
It is stated that for two-thirds of the 
time there is -no water in the standpipe. 
The situation there is alarming. 





Made Assistant Secretaries 


John C. Furniss and William K. Owrey 
have.been appointed assistant secretaries 
of the Western of Pittsburgh. They 
have been with the company for the 
last 12 years. 


Trading With Enemy Clause 


NEW YORK, July 10.—The Sprinkler 
Leakage Conference has adopted the Na- 
tional Board’s form of ‘“‘trading with the 
enemy” clause. The attachment of the 
clause to all sprinkler leakage policies 
issued on and after July 9 was voted 
obligatory. 


Commissioners Will Meet 


A meeting of state insurance superin- 
tendents having jurisdiction over com- 
monwealths with antidiscrimination laws 
has been called in Chicago Thursday of 
this week. It is understood that the 
meeting is called by Commissioner Gray 
of Kentucky. Just what matters will 
come up is not known. 


SPECIAL AGENTS WANTED 


High class men with undrwriting experience and 





possesing ability to solicit direct from the assured | 


will find we have an attractive position open in 
several western states. Replies treated confiden- 
tially. Salary and Commission. 


B. H. McGarvey & Co., Kansas City, Mo. 





Illinois Blue Goose 
Makes Supreme Gift 














Thomas MacMillan Weddell, son of 
T. R. Weddell, insurance editor of the 
Chicago Tribune was killed in an avia- 
tion accident in France July 1. Young 
Weddell enlisted in the aviation service 
in April of last year and was stationed 
on the French coast. He was among 
the 100 flyers who preceded Pershing 
to France. 

At the time of his enlistment he at- 
tracted the attention of the Chicago 
daily papers. But 21 years oid and five 
pounds underweight he was on first 
application rejected. He spent the next 
day eating food containing the maxi- 
mum number of calories, reached the 
weight standard, and was accepted, or 
as the article by Jack Lait said, “Ate his 
way to glory.” CAT 

“Mac” acted as associate editor of 
the Insurance Field in Chicago for 
about a year. At the time of his en- 
listment he was with the western de- 
partment of the Sun. He was an en- 
thusiastic member of the Illinois Blue 
Goose, and had a huge blue goose 
painted on his flying machine. Of a 
happy, lovable disposition, young Wed- 
dell made a place for himself and 
achieved great distinction in the serv- 
ice. He is thought to be the first Blue 
Goose from the United States to take 
wing beyond the western hills. ‘Mac’s 
last letter home indicated some of his 
thrilling experiences and he added that 
he would have a decidedly interesting 
story to relate. : 

5 lel service will be held in the 
Union Church at Hinsdale next Sunday. 
There will be five speakers, among 
them Wade Fetzer of W. A. Alexan- 
der & Co., representing the Hinsdale 
Club, and W. S. Crawford, of the Insur- 
ance Post, representing young Wed- 
dell’s insurance journal friends. 





Insurance Held Essential 


NEW YORK, July 10—Underwriters 
here were. pleased to be advised to- 
day that Provost-General Crowder 
had officially advised the New York 
district draft board that banks, trust 
companies and insurance officers are 
not to be considered in Class E but 
are to be regarded as esesntial. The 
federal district board of California had 
held differently so General Crowder’s 
position is very gratifying. 





Sherman, Tex., has completely motor- 
ized its fire department and has made 
improvements in water works extension 
system and in the pumping plant, all of 
which will net a reduction in the key 
rate, which reduction is yet to be an- 
nounced by the state fire commission. 
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IMPORTANT STATISTICS 


In Part III of this issue will be 
found the annual premiums of 
Western Union, Western Insurance 
Bureau and nonaffiliated companies 
in Union territory. This table given 
in The National Underwriter each 
year is of particular interest and is 
widely studied. 











GRAND NEST MEETING 


The grand nest officers of the Blue 
Goose have begun making arrangements 
for the annual cackle, which will be held 
in Chicago in connection with the Fire 
Underwriters’ Association of the North- 
west. The dates of the latter organi- 
zation’s annual gathering are fixed by 
the by-laws for the first Wednesday 
and Thursday in October, which means 
Oct. 2 and 3, and this will no doubt 
result in arrangement of the Blue Goose 
event for Tuesday evening, Oct. 1. 

* * * 
REVENUES CURTAILED 


The actuarial committee of the West- 
ern Union and Western Insurance Bu- 
reau have considerably curtailed the 
revenues of the different field organiza- 
tions. In some cases the assessment 
has been cut down to about one-half. 
Some of the field clubs have a salaried 
assistant secretary and rather comfort- 
able quarters. This has necessitated 
a readjustment in the expenses. In 
some Cases more economical headquar- 
ters have been secured and the salaried 
assistant secretary is usually devoting 
her time to part of the inspection bu- 
reau work so that the expense can thus 
be divided. 


* * * 
WANT CLAUSES WAIVED 


A demand is received now and then 
from assured who desire the electrical 
exemption clause waived under a use 
and occupancy policy. Occasionally an 
application is received for one who 
wishes the building contingency clause 
also waived, so that the policy will 
cover a case where the building laws 
or ordinances require property badly 
damaged to be torn down entirely and 
in case of a new building, material of a 
more fire resistive character to be used. 
These cases are rather infrequent, but 
some companies are willing to waive 
them if a proper additional rate can be 
secured. 

* * * 
GET THE U. & 0. LINE 


In some of the large risks the mu- 
tuals find that their fire line has ex- 
hausted their capacity and the stock 
companies are getting requests for use 
and occupancy insurance on these risks. 
This especially applies to sprinklered 
properties. The mutuals are rather con- 
servative in their writing and frequently 
do not stretch a point to cover. use and 
occupancy, or at least all of it where 
they are full on the property line. They 
suggest that the assured go to the stock 
companies for use and _ occupancy. 
Most of these risks are usually very 
desirable. 

* * * 
CHICAGO BOARD LUNCHEON 


Vice-President W. E. Higbee, of the 
Chicago Board, presided at the quar- 
terly luncheon held Monday. The 
quarterly meeting will be held Thurs- 
day of this week. The meeting was 
of a patriotic character. Napoleon 
Pickard, Jr., son of the manager of the 
Insurance Exchange building at Chi- 
cago, who is a sailor in the United 





States navy, told of his experiences 
when the President Lincoln was tor- 
pedoed by German submarines. S. J. 
Duncan-Clark, military expert of the 
Chicago Evening Post, analyzed present 
war conditions and prospects for the 
future in a very graphic and interesting 
way. A tribute of respect was read to 
MacMillan Weddell, who when he en- 
listed in the service was connected 
with the western department of the 
Sun. He fell in a hydroplane off the 
French coast and was killed. 


* kK Xx 
TO LOOK FOR A LIBRARIAN 


The library committee of the Fire 
Underwriters Association of the North- 
west will cast about for a successor to 
Miss Abbie B. Gantz, as librarian. It 
is hoped to have a competent librarian 
installed by the time of the annual 
meeting, Oct. 2-3. It will be difficult 
to secure anyone to fill Miss Gantz’s 
place as she was particularly adapted 
to this work. 


* *K * 
COOK COUNTY FIELD CLUB 


At the monthly meeting of the Cook 
County Field Club, held last Monday, 
it was decided to continue the regular 
meetings throughout the summer season. 
The classification of Cook county agents 
was continued and this work will be 
completed in one or two more meet- 
ings. 

A committee was appointed to in- 
vestigate what action can be taken 
against assureds in certain sections of 
the county who have been ordering 
policies from a local agent, holding 
them for 60 days and when the policy 
becomes void for nonpayment of pre- 
miums ordering another policy from 
another agent. Policyholders who have 
offended in this respect several times 
will be listed, and an effort made to 
void them by the local agents. 


ANALYTICAL SUPPLEMENT 


A supplement is being prepared for 
the Dean Schedule and will be printed 
this month. It adjusts the system to 
the new National Board classification 
of towns, which provides for ten in- 
stead of six classes with modifications 
agreed upon at the recent conference 
of raters. When the new supplement is 
finally ready for distribution it is prob- 
able that a conference of all the state 
raters will be called by the Western 
Actuarial Bureau. At this meeting the 
changes in the schedule will be ex- 
plained and discussed, placing the rat- 
ers in a position to post their assistants, 
and to explain the changes to local 
agents and policyholders in the various 
states. 


* * * 
IMPORTANT POINT ARISES 


One of the local draft boards in Chi- 
cago has notified an examiner in the 
Hartford Fire’s western ‘department 
that he must go into a different kind of 
work because his labor is nonessential. 
The western managers of the Hartford 
have filed a protest with this local 
board, calling attention to the fact that | 
the duties of a daily report examiner re- | 
quire a long period of training and the 
work is of a technical nature. It is 
‘pointed out that it would be impossible | 
to replace examiners with inexperienced 
help and that their work is vitally im- 
portant not only to the insurance com- 
panies, but to the nation at large. 

A number of inquiries have been 
made at the provost-general’s office at 


COUNTER MAN WANTED 


Wanted—Counter man in one of the important 
Chicago local agencies who is acquainted with the 
business in the city and has a good knowledge of 
insurance, This is an excellent position for the 
right man. Send full particulars as to experience, 
salary desired, age and so on. Address 1-P, 
care The National Underwriter. 
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Washington as to whether insurance is 
essential and the universal reply has 
come that it has not been placed on the 
nonessential list. The American Life 
Convention had Senator Hitchcock of 
Nebraska personally interview General 
Crowder on the subject and his reply 
was that insurance was essential and 
would not be interfered with. It is 
not thought that the local board in Chi- 
cago will press its action so far as the 
examiner in the Hartford office is con- 
cerned, but if it does, no doubt this 
issue will be made a test case, as in- 
surance companies are put to it for 
employes these days and would be exceed- 
ingly embarrassed if their men of mili- 
tary age in deferred classifications were 
forced to seek other lines of employ- 
ment. 
* OK x 
EFFECT ON FIRE PROTECTION 


Insurance men who are giving pretty 
close attention to fire protection and 
fire department work, feel that it will 
be very necessary to keep close tab on 
what is going on in every city these 
days, because so many firemen are en- 
tering other lines of work since they 
can get higher wages, or they are go- 
ing into military service. Many de- 
partments are now under-manned, due 
to these causes, and also to the double 
platoon system which has been put in- 
to effect in some of the cities. 

Many younger men are not attracted 
these days to fire department work be- 
cause of the low pay in comparison to 
wages that can be secured in other 
lines. Municipalities have always at- 
tempted to get younger men to become 
firemen, but they now find the field very 
limited owing to so many men having 
enlisted or they are getting high wages 
in factories. Furthermore, these men 
now being taken into the department 
have not had any experience, and can- 
not be given the training which has 
been furnished under peace conditions. 

Many municipalities that were con- 
templating adding to their fire depart- 
ment or increasing their fire protection 
facilities find that public opinion op- 
poses any bond issue or additional ex- 
pense. Water mains, hose, etc., have 
gone up greatly in price. Raw mate- 
rials are being diverted to government 
use, so that it is difficult to get suffi- 
cient quantities to make repairs. Fire 
department apparatus has increased in 
price. Fire insurance men say that the 
inspection work inaugurated in a num- 
ber of cities should be kept up, although 
in some municipalities the firemen that 
were given this work have been shifted 
to the regular fire fighting forces. 
Many excellent results were being se- 
cured by the inspection system, even 
where the fire protection facilities were 
sub-standard. The fact that certain 
men of the department were kept busily 
engaged in making the rounds and hav- 
ing bad conditions corrected, removed 
many of the fire dangers. 


SPRINKLER CONFERENCE MEMBERS 


Question.—Kindly give us names 
of members of the Western Sprinkler 
Leakage Conference. 

Answer.—Aetna Casualty & Surety, 
Citizens, Mo., Commonwealth, Rs 
Continental, American Eagle, Fidelity 
Phenix, Globe & Rutgers, Hartford, 
Home, Liverpool & London & Globe, 
New York Underwriters, North British 
& Mercantile, Norwich Union, Phoenix, 
Eng., Providence-Washington, Rhode 
Island, Royal, Scottish Union & Na- 


CLASSIFIE D | 
ADVERTISEMENTS 


Advertisements in this column are at the rate 

of 30 cents per line, payable strictly in ~ 

vance. Approximately seven words per line. 
inimum charge, $1.50. 





























Wanted—Clerk in large Fire Insurance 
office, Cleveland, Ohio. Must be experi- 
enced and capable. Good position for 
competent person. Answer in own hand- 
writing; state salary expected. Address 
2-Q, care The National Underwriter. 





tional, Springfield, St. Paul, West- 
chester, American Lloyds, Northern 
Eng., Phoenix Ct., Queen, North Amer- 
ica, Great American, National Union, 


Rochester Department, Milwaukee 
Mechanics, Concordia, Agricultural, 
London & Lancashire, Northwestern 


National, Glens Falls, New Brunswick, 
Sun, New Hampshire, Pennsylvania 
Fire, Fireman’s Fund, National Liberty, 
Connecticut. 
* ££ 
DECISION OF INTEREST 


A paragraph of considerable interest 
to insurance companies is found in the 
decision that has been rendered by the 
ae supreme court in the case of 

I. Felsenthal Company of Chicago, 
aelal the Northern Assurance. This 
concern had a fire March 7, 1912. It 
seems that Morris L. Fox, a dealer in 
metal at Racine, Wis., helped out the 
concern in a financial way and was 
given one-half the stock. The Felsen- 
thal company got in further serious fi- 
nancial straits and in the trial it was 
claimed that Fox arranged with Ben 
Fink to fire the premises, his compen- 
sation being 10 percent of the insurance 
collected. The court held that there 
was no doubt but what Fox instigated 
the fire. In its decision the court says: 

“It is true that the general rule of law 
is that the wilful burning of property 
by the stockholder in a corporation is 
not a defense against the collection of 
insurance by the corporation and that 
the corporation cannot be prevented 
from collecting the insurance because 
its agents wilfully set fire to the prop- 
erty without the participation or author- 
ity of the corporation or of all of its 
stockholders.” 

* he) % 

Mrs. H. T. Brown, for the past six 
months assistant secretary of the Fire 
Insurance Club of Chicago, has resigned 
and returned to Columbus, Ohio, where 
she will again engage in the fire insur- 


ance business. Mrs. May C. St. John 
succeeds her. 
* * xX 


W. A. Chapman of Chicago, assistant 
manager of the western department of 
the Fireman’s Fund, has returned home 
after an extended trip to California, the 
Pacific Northwest and Canada. 


* * * 

Sergeant James Liston, formerly in the 
western department of the Ohio Farmers, 
is on a furlough at. home and is calling 
on his friends in the Chicago insurance 
offices. He is now in the 34th infantry, 
United States regulars, at Camp Mc- 
Arthur, Waco, Tex. Sergeant Liston 
hopes to get over the seas at an early 
period. 


; * * * 

Manager H. H. Gildden of the Chicago 
Board is still confined to his home in 
Highland Park, Ill. Mr. Glidden hopes to 
get into condition so that he can be taken 
to a hospital in Chicago for a rather 
exhaustive examination. 

* * * 

Superintendent of Agencies John F. 
Stafford, of the London & Lancashire at 
Chicago, went to a hospital this week for 
an operation on his throat. He rested in 
Michigan for a week before having the 
work done. During his absence, Assist- 
ant Superintendent Foster B. Saunders 
is taking his place, having been called in 
from the Wisconsin field to do the need- 


ful. 
* * * 

Lieutenant Charles A. Dean was killed 
in action last week. Before entering the 
service Mr. Dean was connected with the 
Western Actuarial Bureau in Chicago. 
Previous to this he served for one year 
as an inspector for the General Inspec- 
tion Company of Minneapolis. He was a 
graduate of Armour Institute. 

* 


* OX 
Mrs. Charles E. Affeld, wife of the 
junior member of the Chicago local 
agency firm of Affeld, Tonk & Co., died at 
her home in ae are Ill., last week. 
* 


* 

President Otho E. Lane is on a western 
trip. He was in Ohio onday and 
reached Chicago the middle of the week. 


Hail Losses Mount Up 
The hail losses for the last two weeks 
have been exceedingly heavy and with 
some companies were as severe as all 
the rest of the preceding season. Hail 
storms struck the west and northwest, 
doing heavy damage, and claims were 


FIELD POSITION FOR LADY 


Lady of refinement with experience in un- 
derwriting fire risks and capable of person- 
ally soliciting the assured will find we have 
a very attractive nesitiens open where you will deal 
with cultured people only. Salary and Commission. 
Replies treated confidentially. 


B. H. McGarvey & Co., Kansas City, Mo. 





sent in at a lively rate. The hail season 
up to that time had been one of the best. 


Good Work Is Done 

WASHINGTON, D.'C., July 10.—Chair- 
man W. H. Merrill, of the fire prevention 
section of the War Industries Board, 
in his report, says in part: 

Our work to date since April 11 has 
covered 380 munition plants having large 
government contracts. These we have 
classified according to their qualities as 
fire risks, as follows: 


Good or no action required......... 216 
eee eee eer 60 
POE Ce tia ctccegueedtuascdweseedadas 59 
NE coe Dee e ede eect maidde nec Kee ee eee 45 

PRUE oa ceed ccc t Csuuees Cae uenreeas 380 


Our recommendations have been pre- 
sented through war and navy depart- 
ment channels, as a result of which im- 
provements are reported completed or in 
progress on 24 plants covered in reports 
sent out between April 11 and June 18. 
These improvements include: Installa- 
tion and extension of sprinkler protec- 
tion; extension of yard pipe, hydrant and 
hose systems; increase in watch services; 
additional first aid appliances; improve- 
ment in electric wiring; protection for 





openings in fire walls; minor changes in 
building construction; substitution of 
metal for wooden partitions, cupboards 
and lockers; enforcement of rules pro- 
hibiting smoking; new for old sprinklers 
and improevd housekeeping. 


Carrying the Insurance 


The United States government is noti- 
fying all railroads to drop their insur- 
ance on expiration, it seemingly having 
definitely decided to carry its own insur- 
ance all along the line. While the con- 
tract between the government and the 
railroads has not been drawn up and 
executed yet, the directors, bankers and 
trustees all interested in railroads, feel 
perfectly safe, as the government has 
guaranteed all losess of any kind. There 
are some properties like grain elevators 
which some of the railroads own on 
which insurance will be carried, as they 
are not directly a part of the railroad 
system. Otherwise no insurance will be 
earried. It was thought that the gov- 
ernment might protect some of the large 
freight shipments where there were 
heavy values, but recently it was no- 
ticed that it did not insure consignments 
of silk that were shipped across the 
country and which were very valuable. 
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KEEP THE HOME FIRES BURNING 


Nor long since in a certain western 
city a fire occurred in the home of a 
family whose son was at the front in 
France. In due course he was ad- 
vised of the momentous event at home, 
but was assured that the was 
“well covered by liberal insurance.” 
The youngster’s comment in his next 


loss 


letter home was as follows: “That’s 
right, mother, keep the home fires 
burning.” 





MR. SAGE’S FINE WORK 

INSURANCE companies and agents, but 
far more the country at large owe a debt 
of gratitude to Watrer H. Sacre, of the 
Great AMERICAN, who has resigned as 
chairman of the western conservation 
committee of the Nationat Boarp. In or- 
ganizing the state conservation societies 
and directing the very important patriotic 
work of saving vital resources Mr. SAGE 
labored faithfully and earnestly. He was 
very anxious to do something really worth 
while for the country, so when this op- 
portunity came, he did not hesitate to 
grasp it. The pioneer and initial work 
required diplomatic and very intelligent 
handling. Mr. Sace and the secretary of 
the committee James F. Josep carried 
the brunt of the burden and did the work 
well. No one can tell in actual dollars 
and cents the result of this labor. A 
movement of this kind cannot be measured 
in money because the actual supply of 
material and food of various kinds is 
worth more than the mere currency. The 
conservation committee will continue to 
have Mr. Sace’s counsel and co-operation. 











TRADING WITH ENEMY ACT 

AGENTs are receiving special letters from 
their companies urging them to exer- 
cise care in placing where necessary 
the special clause absolving the com- 
panies from any liability for loss to 
property owned by “enemy aliens,” as 


emy Act.” Agents in some cases are 
very much undecided as to just when 
the special form should be used. Some 
have thought that in order to protect 
the companies beyond doubt, it would 
be well to stamp the clause on all poli- 
cies. Others are opposed to this and 
would use it only where it must be 
used. 

While the definition of an enemy 
alien in the “Trading With the Enemy 
Act” is stated clearly in legal verbiage, 
there is some confusion of understand- 
ing because in the popular conception 
of the term, enemy alien has been used 
to designate anyone who was compelled 
to register with the federal authorities 
as such. The “Trading With the En- 
emy Act” does not, of course, include 
all unnaturalized persons of enemy 
countries, for to do so would be to 
cut off means of livelihood of thou- 
sands of people living in this country 
who are loyal at heart but who, through 
their own carelessness or that of their 
parents, are not legally citizens. 

For general purposes it is sufficient 
to understand that an enemy alien as 
defined by the “Trading With the 
Enemy Act” is one that resides in Ger- 
many or its allies, one who resides out- 
side of Germany and who does busi- 
ness with Germany and those Germans 
or other aliens in this country who 
have been interned for the period of 
the war. When it comes to the pay- 
ment of claims, if there is any doubt as 
to whether or not a company can 
legally pay the claim under the act, the 
alien property custodian may be called 
upon for information as to the stand- 
ing of the claimant. For one thing, 
attachment of the special clause on 
policies where all parties to the con- 
tract are not named, will protect com- 
panies against any civil suit which 
might be brought under the policy in- 
volving the validity of the law creat- 
ing the office of enemy property cus- 
todian. Some companies are advocat- 
ing that the clause be placed on all 
policies to avoid trouble. 





SERVES NO USEFUL PURPOSE 

MANAGING underwriters deprecate all 
discussion upon the academic question as 
to whether insurance is an essential in- 
dustry or not, holding that speculation 
thereupon can serve no useful purpose 
and may prove distinctly harmful to the 
business and those engaged ‘in it. 

Under authority vested in him by Con- 
gress the President specifically noted cer- 
tain industries, the continuation of which 
was not essential to the successful prose- 
cution of the war—the supreme task now 
confronting the Government. As insur- 
ance is not included in the list the proper 
assumption is that President Wutson 
deems it a necessary business, the oper- 
ation of which must not be unduly inter- 
fered with. It is pointed out that in- 
surance furnishes a substantial basis for 
mercantile credits, and without the pro- 
tection it affords the whole economic 
practice of the country would be upset, 
a condition that would prove fatal to the 
war plans of the United States, and per- 
haps to its allies as well. 

Furthermore, insurance. offices are 
working short handed just now, the draft- 
ing of thousands of their employes into 
the military branches of government serv- 


Personal Side of the 
Insurance Business 
Frank M. Pond, state agent of the 
Fidelity-Phenix Fire for Nebraska cele- 
brated his thirtieth anniversary with 
the company July 2. He received a 
number of telegrams from the officials 
at Chicago and his office force deco- 
rated his offices in ag abundance of 
flowers for the occasion. Mr. Pond 
became associated with the Old 
Phenix of Brooklyn when T. R. Burch 
was general agent. At 15 he started in 
as file boy in the farm department of 
the Chicago office and worked up to 
examiner. He left the Chicago office 
in 1903 to become special agent for 
the farm department in Nebraska. In 
1910 he was made state agent for the 
Fidelity-Phenix. He has never been 
in the employ of any other person or 
company since he began working. 
He has been secretary of the Ne- 
braska State Fire Prevention Associa- 
tion since its organization, and was 
one of the charter members of the 
Nebraska Blue Goose. 





Manager Neal Bassett and Assistant 
Manager Wells T. Bassett, of the Fire- 
mens in the west, are receiving the 
condolences of their friends, owing to 
the death of their mother, Mrs. Caro- 
line Bassett, who passed away last 
week. Mrs. Bassett and her son, Neal, 
had apartments in the Hotel Plaza in 
Chicago. The body was taken to 
Huntsville, Ala., the old home of the 
Bassett family, for interment. Mrs. 
Bassett was a woman of many accom- 
plishments and charms. Her sons were 
particularly devoted to their mother 
and the blow falls very heavily on 
them. 


Miss May Quinn, manager of the 
insurance department of the American 
Trust & Savings Bank of Evansville, 
Ind., is visiting in Chicago. Miss 
Quinn is one of the most popular 
“lady agents” in Indiana. She is a 
thoroughly competent business wom- 
an, and is making the agency of which 
she is the head an important factor in 
Evansville. 


Lieut. Robert L. Barnard, son of 
C. F. Barnard, manager of the West- 
ern Adjustment at Cleveland, is at an 
Atlantic port for embarkation for over- 
seas duty. 


The officers of the grand nest of the 
Blue Goose decided not to accept the 
resignation of Most Loyal Grand 
Gander Gus M. Wise, who, in order 
not to embarrass the order, offered to 
retire from office when he became a 
partner in the management of an in- 
terinsurer at Kansas City. Most Loyal 
Grand Gander Wise was in doubt as 
to whether it would be consistent for 
him to continue at:the head of the 
order in view of his business change 
in entering the interinsurance business. 
The grand nest officers insisted that 
Mr. Wise continue in his office and 
serve at the coming meeting. 

The annual meeting of the Blue 
Goose will be held in Chicago, Oct. 1, 
which is the day before the annual 
convention of the Fire Underwriters 
Association of the Northwest. The 
annual good fellowship dinner will be 
held that evening. The chairman of 
the entertainment committee is B. A. 
Lehnberg, of the Schroeder agency of 
Milwaukee. W. J. Sonnen, of Chicago, 
superintendent of the improved risk 
department of the St. Paul, is now 








dling of routine affairs. This condition 
is sure to be intensified as time passes. 
Underwriters are hopeful that their re- 
maining staffs may be recruited from the 
ranks of the various industries, specific- 
ally held to be non-essential, but realize 


that such desired result will not be at- 
tained if agents and head-office employes 








defined in the “Trading With the En- 


ice having seriously embarrassed the han- 


continue the fruitless discussion as to the 

















GEORGE G. MAGNUSON 


George G. Magnuson of St. Cloud, Minn., 
the well known local agent, is candidate 
on the Republican ticket for clerk of the 
supreme court. He has been engaged in 
the insurance business for the last 12 
years. Mr. Magnuson is prominent in 
civic affairs. He served as a member 
of the state central Republican commit- 
tee two years and was a member of the 
sixth district congressional committee 
for four years. At the present time he 
is city commissioner of St. Cloud, being 
superintendent of the department of 
finance and accounts. He is city treas- 
urer and acting mayor of the city. Mr. 
Magnuson formeriy served his city as 
fire chief and city clerk. He is treas- 
urer of the Central Minnesota Auxiliary 
National Parks Highway Association and 
vice-president of the League of Minne- 
sota Municipalities. During his adminis- 
tration in the city he has paid particular 
attention to building safety to protect 
lives and property. He studied fire pro- 
tection very vigorously and has done 
much to put St. Cloud in a favorable po- 
sition from a fire standpoint. It is stated 
that Mr. Magnuson’s efforts have re- 
sulted in the fire losses in St. Cloud be- 
ing reduced more than 50 percent. It is 
claimed that Mr. Magnuson was the most 
efficient fire chief that St. Cloud had. He 
performed his duties without fear or 
favor. 








grand supervisor of the flock and is in 
line of succession for the chief office 
in the order at the annual meeting. 


F. W. Offenhauser, of Texarkana, 
Ark., has written a little poem which 
expresses the sentiments of many of 
the native sons of that state. It is writ- 
ten in James Whitcomb Riley style and 
“reads well.” 


LIFE IN ARKANSAS 


When the frost is on the highball and 
the julep is in hock, 

When you have to keep your “licker” 
well protected under lock; 

When the corkscrew’s out of fashion and 
the mint bed’s gone to grass, 

And a sip of sody water is the strongest 
stuff they pass— 

O the time is then a feller ’bout the 
first of old July 

Will be chasin’ in a circle with his 
tongue a-hangin’ dry, 

As he starts out for his toddy and dis- 
covers with a shock 

That the frost is on the highball and 
the julep is in hock. 
Farewell to “mornin’s mornin’” and to 
“night caps,” too, farewell; | 
Farewell to days of frolic and to nights 
o’ raisinel; a1 

The stubble’s in the rye patch and it’s 
still around the stills,: 

And the glasses’ clink is mournful as the 
wailin’ whip-o-wills; a 

The colonel’s up agin it and .his: spirit 
sinks because 

The sinkin’ down of spirits will soon be 
agin’ the laws; : 

He'll still dream of his toddy, but he’ll 
wake up with a shock 

When the frost is on the highball and 
the julep is in hock. 


U. S. AND US 

Uncle Sam, we'll fast or freeze 
To help you win the war. 

We'll walk and talk or stand and sneeze, 
Eat fish and grits galore 

And hand you cash in wads and stacks— 
At this you’re safe to trust us. 

But, so we'll have some coin to tax, 
Don’t legislate to bust us. 





future status of the insurance business. 


—John Dreihs, Chicago. 
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OHIO AND WEST VIRGINIA 


———— 


PLAN OF LICENSING AGENTS 








Review of Methods Employed by the 
Department Under the New 
Laws of Ohio 





COLUMBUS, O., July 9—The Ohio 
department is making a thorough ex- 
amination of each company’s licenses 
this year, “weeding” out the unqualified 
agents and requiring complete licenses 
for all agencies doing business. This 
is the first year of the new laws, which, 
for the most part, affect the licensing 
system. Every agent doing business in 
Ohio must be a resident of the state 
and be qualified to act as an agent. The 
insurance department has on file a list 
of all qualified agents and each set of 
licenses is checked so that none may 
have an opportunity to do business who 
have heretofore been guilty of bad 
practices in soliciting business. It has 
been the-case, often, that an agent who 
has gotten in “Dutch” with the insur- 
ance department, would change his 
name and do business as usual. This 
practice is now impossible. The de- 
partment does not only keep a “black 
list,” but also has a “white” list which 
an,agent must be on before he can do 
business. 

Brokers outside of the state are per- 
mitted to do business, but only through 
resident agents. Such brokers may 
conduct direct insurance or reinsurance 
providing they are licensed and have 
filed a sworn statement with the de- 
partment as to their competency. While 
the law thus permits business to be 
done by outside brokers, it can at least 
be said that it affords a regulation of 
this business. 

Under the terms of the new law, the 
status of a solicitor and an agent are 
clearly defined. The agent writes the 
policy, the solicitor does not. The agent 
may solicit, but the solicitor cannot act 
as an agent of a company, but only for a 
duly licensed agent, providing he himself 
is so licensed with the department. 

Heretofore the solicitor had to be li- 
censed for each company for which he 
conducted business. In fact, there. were 
no licensed solicitors. The department did 
not distinguish between them and agents. 
This will possibly involve a loss in reve- 
nue this year of $30,000, which may be 
made up in part by means of a rigid en- 
forcement of the license law, for none are 
going to get away without paying $2. 
Even partnerships are required to have 
license. If John Jones and William Smith 
are operating as Jones & Smith, they will 
have to procure licenses for each member, 
as well as one for the partnership, and 
these for each company. By a system of 
filing licenses, it is watched to see that 
all companies get licenses for the com- 
plete list of agents connected with a 
corporation or a partnership, which in a 
good many cases may have been over- 
looked in previous years. As an agent re- 
insuring business with another agent is 
not now required to get a license for the 
other company, the revenue may be fur- 
ther cut down. 

The cost of getting these records in 
shape and writing thousands of letters to 
the different agents to straighten out the 
tangles is great. When the department 
once has the information in good shape 
and has a good list of qualified agents, 
the expense in future years will be re- 
duced, while the insurance department 
will have some valuable and useful rec- 
ords. While the law is clear as to agents, 
Solicitors and brokers, its operation re- 
garding the licenses would be ineffective 
unless the records were filed efficiently. 
In this respect, it can be said that never 
before have the licenses been taken care 
of as well as this year, and that the rec- 
ords are being made useful as well as 
ornamental. The good results attained 
are largely due to the personal attention 
given to the work by Superintendent Tom- 





Minneapolis 


sentation. 





JOHN D. McMILLAN, Vice-President 


FIRE AND 
MARINE 


The underwriters are former field who had had long experience in agency operations. 
There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to you. 


Insurance Company 


MINNEAPOLIS, MINNESOTA 
This company wiil be glad to receive agency applications and will take up with union offices the question of its repre- 


WALTER C, LEACH, 








linson, who justly attaches importance to 
the correct handling of the licenses. 


Pass Up the Responsibility 


The West Virginia Association of In- 
surance Agents passed a resolution at its 
annual meeting refusing to accept the 
responsibility of making rates for dwell- 
ings under the dwelling house schedule 
promulgated by the West Virginia In- 
spection Bureau. This would mean an 
inspection of every dwelling. The agents 
took the position that this work is the 
business of the inspection bureau and it 
should not be passed up to them. 


May Abandon the Phrase 


It has been an extremely common prac- 
tice in Cincinnati for agents to use the 
descriptive phrase, ‘as the firm is now 
or may hereafter be constituted” in poli- 
cies following the name of the firm. 
Probably the necessity for placing on 
policies the special clause relating to 
payment of claims to enemy aliens will 
result in less use of.this phrase since, if 
all parties to the contract are named, it 
need not be used. The Cincinnati Fire 
Underwriters. Association will consider 
the interpretation of the new order re- 
lating to use of the special form at its 
meeting, July 11. 


Ankenbauer at Cedar Point 


Friends of John F. Ankenbauer in Cin- 
cinnati are receiving letters from him 
indicating that he is enjoying himself 
thoroughly on his vacation at Cedar 
Point. In fact, Mr. Ankenbauer reports 
that he is enjoying himself too thor- 
oughly to take time off to write much. 
He will return to his desk as secretary 
of the Cincinnati Underwriters Associa- 
tion, July 17. 





L. J. Schweer Again on Deck 


Leo J. Schweer, superintendent of the 
Cincinnati office of the Ohio Inspection 
Bureau, is back on duty after having 
been in the hospital for a few days re- 
covering from an operation. His brother, 
Louis H. Schweer, who has been unable 
to leave his house because of rheuma- 
tism, is not much improved and has not 
been able to reach his office. 


W. .B. Shaw’s New Connection 


W. B. Shaw has resigned his position 
with the Cleveland office of the Western 
Adjustment, and after July 15 will be 
associated with Charles E. Curtis, as in- 
dependent adjusters, in charge of the 
Toledo office, 1102-3 Second National 
Bank building. Mr. Shaw has been with 
the Western Adjustment for six years. 
He was manager of the Grand Rapids 
office prior to locating at Cleveland, Pre- 
vious to that he was with the Conti- 
nental and Connecticut as adjuster. 


Ohio Field Men Meeting 


PUT-IN-BAY, OHIO, July 10—The two 
Ohio field clubs and the Ohio Fire Pre- 
vention Association are meeting here this 
week. The field clubs held the boards 
today with only routine business trans- 
acted. The fire prevention association 
will meet tomorrow. This year all at- 
tempts were abandoned to have a social 
session, owing to war time conditions. 
The sessions were just for business. 





Swift Agency Moves 


The C. J. Swift Company, one of the 
leading local agencies at Cleveland, O., 
has moved to the ninth floor of the Ar- 
cade building and will occupy the entire 
east end of that floor. This agency was 
established in 1894. The same telephone 
number, 1084, has been used ever since 
the agency started business. Mr. Swift 
says that this is a lucky number, al- 
though it totals 13. He has the same 
number on his automobile license, and 





the street number of his home is 1084. 
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oe my, The Great American 
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Special low rates to small town auto owners 
F. B. BLACK, Pres. 
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FIRE, THEFT, COLLISION, 
PUBLIC LIABILITY 
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PROPERTY DAMAGE 
AND 
HEALTH and ACCIDENT 
INSURANCE 


H. R. ENDLY, Sec’y 











WHEELING fixe 


INSURANCE COMPANY 


OF WHEELING, W. VA. 
Organized in 1867 


Cash Capital $200,000 
Assets $623,570 Net Surplus $158,925 


WM. F. STIFEL, Pres. 
F. RIESTER, Secy. | OSCAR E. STRAUCH, Asst. Secy 
. A. KEELER 
714 Hippodrome Bldg. Cleveland, Ohio 
Special Agent for Ohio, Indiana and Penna. 
Herrick & Auerbach, Managers 
Western Department 


Insurance Exchange Bldg., Chicago, Ill. 


Cincinnati Underwriters 
121 East 3rd St., CINCINNATI, — 


Eureka F. & M. Ins. Co. 


é Security Ins. Co, 
Organized 1864 


Organized 1881 





COMBINED STATEMENT 





Capital + % : - $250,000.00 
Assets ° - . . 942,227.90 
Surplus to Policy Holders : 624,198.79 
F. A. ROTHIER, Prest. ADAM BENUS, Secy. 


F.C. BARTON, Asst.Secy. R. B. HEATON, State Agt. 





1898 Twenty Years of Service 1918 


Security Mutual 


Fire Insurance Company 
Chatfield, Minnesota 

An unsurpassed record for prompt 
adjustment and payment of 
honest losses. 
Admitted in the State of Minne- 
sota, North Dakota, South Dakota 
and Montana. 


Insurance in force over $17,000,000 


Columbiana County 
Mutual Fire Ins. Co. 


Lisbon, O, 
1837 
Wm. M. Hostetter, Sec. and Treas. 


Ohio's oldest company doing a genera} 
business. 








Premiums in force over 260,000 . 
asa. teiitis CHAS. L. THURBER |, OU! contracts have been good for three» 
President etary fourths of a century and are still good. 
3 6sth ANNUAL STATEMENT 
se Capital e e - aa woe ° 3 = 
Assets (to protect policy holders) - = 000.08 
Sumwance Compamy — Net Surplusto policy holders. = - «= «= 574,008.08 
of Waterton: Net surplustostockholders - -~- +> 2,650,983.09 


STUART MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, Gen’l Agents, Colorado, Denver 
N. T. JULIAN, State Agent, Ohio and W 


est Va., Columbus 


F. G. HERMAN, State Agent, Indiana and Kentucky, Indianapolis, Ind. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, P. O. Box 225, Chicago 
H. F. WATERMAN, State Agent Missouri, Kansas and Oklahoma, Kansas City, Mo, 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 














Our insurance covers Fire, Theft, Public Liability and Property 
Damage in one Policy. 


Cars listing $ 500.00 or under, $ 8.70 
Cars listing 1,000.00 or under, 


Live agents wanted in Wisconsin. 


The Badger State Limited Mutual Auto Ins. Co. 


RHINELANDER, WISCONSIN. 


15.00 


Good commissions. 
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CENTRAL WESTERN STATES 


ILLINOIS FIGURES FOR 








1917 





Premiums of Stock and Mutual Com- 
panies Were $34,032,100, With 
$15,958,860 Losses 





Superintendent Potter of Illinois in 
his preliminary report shows that the 
Illinois stock companies had premiums 
of $264,824 and losses $108,237 in 1917. 
The Federal Union was the leader, with 
premiums $59,292, the Metropolitan 
coming second with $45,458, and the 
Merchants National third with $41,552. 

The total premiums of United States 
stock companies of other states in IIli- 
nois last year amounted to $23,384,426, 
with incurred losses of $11,145,854. The 
premiums of the foreign companies 
amounted to $8,136,419 and losses 
$4,109,706. This makes the total pre- 
mium of stock companies $31,785,669 
and losses $15,363,797. 

The premiums of the Illinois general 
mutuals amounted to $455,926, with 
losses $231,939. The Millers National 
led in this list, its figures being $169,448. 
The Retail Merchants and Millers Mu- 
tual of Alton ran neck and neck for 
second place, the Retail Merchants’ 
figures being $65,047 and the Millers 
Mutual $65,024. The Millers Mutual’s 
losses were $53,374 and the Retail Mer- 
chants $26,590. The mutuals of other 
states had premiums of $1,790,505 with 
losses $363,123. The outside mutuals 
having more than $100,060 in premiums 
in the state were the Boston Mutual, 
$121,319; Firemens of Providence, 
$118,791; Ohio Farmers, $136,566. 

The Illinois interinsurance exchanges 
wrote premiums of $126,539 and had 
losses of $42,593. The interinsurers of 
other states had $162,280 premiums and 
$40,471 losses. The Lloyds of this coun- 
try had in premiums $95,299 with losses 
of $27,506. The London Lloyds had in 
premiums last year $209,769 with losses 
of $56,607. The group of which A. F, 
Shaw & Co. of Chicago are correspond- 
ents had premiums of $45,416. One of 
Marsh & McLennan’s groups had $63,719 
premiums and the other $37,214 pre- 
miums. The Fred S. James & Co. group 
had $28,657. premiums. The following 


are companies with more than $500,000 
premiums: 


Prems. Losses 

Prems. Losses 

MO Fi, SS oc SL Re $1,364,173 $688,779 
PIVOTIGAN: <2 0o0)o0sdes 1,175,178 538,398 
Continental»... ...< 0.» 793,826 346,456 
Fidelity-Phenix 1,147,375 501,182 
Great Amer, ........ 714,159 332,509 
OS | ee aries 1,398,629 -691,644 
ee eee 1,206,876 593,403 
ane; 00.-0F M.A. .6% 987,077 656,162 
i) }: a 893,870 428,883 
ce |, eS ES 509,776 205,105 
Springfield ......... 576,105 270,882 
| FEC Ss ere 855,785 592,190 
Be ae Gk 557,345 282,190 
Dom. Wnion: ......+. 596,526 315,085 





MOSS MADE SUPERINTENDENT 





Wisconsin Inspection Bureau An- 
nounces Promotion of One of the 
Prominent Rating Men 





T. Sears Moss, formerly with the 
Kentucky Actuarial Bureau at Louis- 
ville, has been appointed superintendent 
of rating of the Wisconsin Inspection 
Bureau by Manager Clem E. Wheeler. 
In the old days when the Kentucky 
Board supervised the rating work in its 
state, Mr. Moss entered that office as 
clerk at Louisville. He started at the 
bottom, therefore, and has been pro- 
moted to various positions in the of- 
fice, finally going into the field as in- 
spector, then branch manager, and 
now rating superintendent. He has 
invariably shown marked ability to his 
work, faithfulness and courtesy in per- 
forming his duties. 

His father, Capt. U. F. Moss, for 
many years Kentucky state agent of 
the National of Hartford, possessed 
many qualities that have been inherited 
by the son. Captain Moss had a large 
following in Kentucky and Tennessee 





and was universally respected and 
loved. In his new work Mr. Moss will 
have the responsibility of educating a 
number of new men in schedule rating 
and will also have charge of the re- 
rating of towns. 





Takes Over Western Agency 


INDIANAPOLIS, IND., July 10—The 
Farmers Trust Company of Indianapolis 
has absorbed the Western’ Insurance 
Agency of that city. Edward B. Miller, 
of the latter, goes with the trust com- 
pany, to be associated with E. H. Forry 
in the insurance department. Mr. Forry, 
who is a vice-president of the trust com- 
pany, has managed the insurance depart- 
ment for eighteen years. Mr. Miller has 
a wide acquaintance, which will be help- 
ful in his new connection. 





Tolles Sells Out Interest 


F. W. Tolles, president of the Tolles- 
Bort-Nurnberg Company, fire insurance 
adjusters at Milwaukee and Beloit, Wis., 
has sold all except a small interest in 
the business to Lee W. Bort, the secre- 
tary and treasurer. Mr. Tolles will re- 
tain the presidency of the corporation 
and keep his office with the company. 
Mr. Tolles has been suffering with an 
affliction during the last few years that 
has affected his hearing. He has been 
obliged to go to Florida for the last two 
winters. Mr. Tolles is one of the veter- 
ans in the Wisconsin field, and for a 
long time was connected with the old 
Phenix. He has the confidence of all the 
men who know him. 





Fred P. Thomas Company Outing 


CLEVELAND, O., July 9.—The annual 
outing of the Fred P. Thomas Co., here, 
given to its employes and brokers, was 
held Friday at the Rossmore Inn. About 
thirty were present. Raymond M. Weil, 
secretary of the company, presided and 
addresses were made by President Fred 
P. Thomas and John M. Neuberger, state 
agent of the Atlas. 

Mr. Thomas referred to the fact that 
this was not only the annual outing, but 
that it was also his thirtieth anniversary 
as senior member of the agency. He 
spoke of his early days in the business 
when the agency was very small and then 
referred to the splendid growth of the 
office and the great prosperity that has 
come to it. He thanked all of his asso- 
ciates and employes for their coopera- 
tion. 

Mr. Neuberger made some happy re- 
marks regarding the Fred P. Thomas 
Company. He especially referred to the 
executive ability of Mr. Thomas and his 
personality in maintaining harmonious 
relations throughout the office. 





New Audit Bureau 


Office quarters for the new Illinois 
Audit Bureau have been secured in the 
First National Bank building, Chicago. 
C. D. Mackenzie, who is in charge of the 
new bureau, is making preliminary ar- 
rangements, and headquarters at the 
new location will be established July 15. 
It is expected that the new bureau will 
commence to receive daily reports about 
Aug. 15. The stamping offices at Cairo, 
Champaign, Danville, East St. Louis, 
Jacksonville, Joliet, Paris and Wauke- 
gan will be closed. 





Illinois Notes 


The Citizens Fund Mutual 
Wing, Minn., 
nois. 

W. E. Dickens has_ purchased the 
agency of S. A. DeMoulin, at Mulberry 
Grove, Ill., the latter having engaged in 
Yr. M. C. A. work. 

H. T. Crawford and Calib Busick have 
formed a partnership under the name of 
Crawford & Busick and will transact a 
general insurance business at Waukegan, 
il. 


of Red 
has been licensed in Illi- 


E. N. Ketchum has purchased the 
agency of James P. Beckett at Paris, IIl. 

The Beckwith Bros. Co. agency at East 
St. Louis, Ill., has purchased the agency 
of Robert W. Sikking. 





H. M. BARFIELD 
President 


H. S. BASSETT 
Secretary 


Buckeye National Fire 
Insurance Co. 


CHARLES H. HARRADEN 
Managing Underwriter 





ECON 


Writing Business Through Ohio Agents 
OMIC MANA\ 


Conservative Underwritin 
MENT MAKING SPLENDID PROGRES 








OHIO AGENTS WANTED! 




















Capital $300,000 





F.R. Ormsby, Pres. G.F. Hutchings, Secy. Joseph Winum, Treas. & Asst. Secy. 


Industrial Fire Insurance Co. 


AKRON, OHIO 
Surplus to Policyholders $330,600 


An Ohio Company writing business through Ohio Agents. 
Farm Department. Why not represent an Ohio company? 


AGENTS WANTED 














A. C, CUMMINS, President 


Richland Mutual Insurance Company 
MANSFIELD, OHIO: 
Incorporated 1850 
TOTAL ASSETS, - - - - - - $2, 
BUSINESS CONFINED TO OHIO 





445.48 
R. SMITH, Secretary 








INSURANCE CO. 


J. B. RATERMAN, President 


MINSTER MUTUAL FIRE 


Inc. 1849 


VERNON B. ARNOLD, Special Agent, Lima, Ohio 


MINSTER, OHIO 
JOS. E. SCHMIEDER, Secretary 











Incorporated 1906 
ANDREW HAAS, President 


NORTHWESTERN MUTUAL FIRE 
INSURANCE COMPANY 


FARGO, N. D. 
J. H. DAHL, Secretary 




















Dayton Mutual Fire 


Insurance Co., s%to" 


B. C. COLEMAN, Secy. 


Conservative and Careful 
Managemeut 


AGENTS WANTED 
Address Home Office. 











E, J. Forney, Pres. J, M. Cook, Sec’y. 
Incorporated 1873 


Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 


Total Assets 412,915.16 





An Agency Company 








ORGANIZED 1905 








Ohio Retail Grocers Mutual Fire Insurance Co. 
SPRINGFIELD, OHIO 


W. H. COOK, Secretary and General Manager 
BUSINESS CONFINED TO OHIO 




















Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. 


Standard fire and theft floaters 
Broad Policy and Liberal Commissions 
An Attractive Proposition for Indiana and Ohio Agénts 


UNION MUTUAL INSURANCE COMPANY 


Rentschler Building 


HAMILTON, OHIO 
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IN MISSOURI VALLEY FIELD 


WITHDRAW THE APPLICATION 





No Further Attempt to Secure the 10 
Percent Surcharge in 
Kansas 


TOPEKA, KAN., July 10—The war 
surcharge of 10 percent on the fire in- 
surance business will not go into effect 
in Kansas for some time to come. The 
companies which asked for the’ sur- 
charge have withdrawn their applica- 
tion and announced that no further at- 
tempt to make the 10 percent increase 
for the period of the war would be 
made. ,Judge Bates of the Western 
Union appeared before the depart- 
ment last week and agreed to the with- 
drawal of the application. Carey J. 
Wilson, insurance commissioner, had 
announced that he would not permit 
the companies to put the increase into 
effect upon the showing made upon the 
application. 


New Rates Being Applied 


Agents are now getting accustomed 
to the use of the new rates in this state. 
The companies have completed the fil- 
ing of the new schedules for Kansas 
except in the unrated towns, where 
temporary rate schedules have been 
filed. The new rates are in effect every- 
where. 


The actuaries for the department have 
been checking over the new schedules 
and believe there wil be less than 2 
percent variation in the aggregate pre- 
mium income from the old rates. This 
does not consider the new farm schedule, 
which is a 10 percent increase in all farm 
tates. The adoption of the 1914 analytical 
schedule with the new term rule applies 
only to the city and town risks in the 
state and has no relation to the farm 
schedules. 

There are many increases and de- 
creases on the three-year term, but these 
practically balance. The new rates may 
give the insurers of Kansas a slight ad- 
vantage over the old schedules, but it 
will be very small. The chief change 
apparent on any Single class is in school- 
houses and churches, where there ap- 
pears to be an increase in the rates, but 
where a coinsurance clause is attached 
to the policy this may act as a reduction 
from the old rates. 


SIOUX CITY LOSS ISSUE UP 





Coroner’s Jury Is Now Hearing Tes- 
timony in Case Involving the 
Recent Disaster 


SIOUX CITY, IOWA, July 10— 
Denial of liability is expected under 
fire policies, general liability and pos- 
sibly workmen’s compensation, as a 
result of the collapse and subsequent 
fire in the Oscar Ruff and adjoining 
stores, June 29, which cost forty lives 
and destroyed over $100,000 of prop- 
‘erty. 

An inquest begun Monday morning 
to fix the blame is still progressing 
and may last a week. Prof. M. G. Clark, 
city superintendent of schools; H. D. 
Brown, a real estate man, and D. E. 
Kirby, loans and insurance, are the 
jury. Lawyers galore are in attendance 
and “chipping in” to glean information 
which they will need in future damage 
suits of which there will be many. 

“Passing the buck” is the chief pur- 
pose of the testimony of those involved 
in possible responsibility for the disaster. 
The city’s building inspector dodged 
blame and the Western Iowa Company, 
owner of the building judged the con- 
tractor was fully competent to say 
whether the work was in the realm of 
safety. 

Insurance companies are waiting the 
findings of the jury before saying any- 
thing. Attorney Hicks of Bates & Hicks 
of Chicago is here with J. B. Newmark, 
representing the Western Adjustment, 

















F. H. Hawley, Presiden 


70TH ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


LE ROY, OHIO 


MMI S558 vie inn das-asi edsicews ueeesueeans $4,266,724 
yO OE CCE CT Cee a 276,728 
Reserve for Reinsurance................... 2,523,332 
Imcrease ...............- Beever Sie ee weet ‘ 55,556 
INOCEIIII 6 anne es os ctor cceeecons - 1,473,483 
UNGNOUS 6 ons see cid oe cece cee Seieea eaee au o.- -54, 


CHAS. L. HECOX, Manager Western Department, Chicago 





W. E. Haines, Seeretary 











to protect the rights of the fire compa- 
nies, which have over $100,000 involved 
in the issues. 

General liability policies, of ordinary 
$5,000-$10,000 limits, are said to exist, 
but that no permission had been secured 
to cover remodeling, and liability will be 
denied because the policies specifically 
exclude “extraordinary repairs.” 

Claim departments for compensation 
companies are making diligent search 
for court decisions, and there appear to 
be a number of them, which may be 
used as a basis for denying liability be- 
cause the injuries and death “sustained 
by an employe did not arise’ “out of 
and in the course of the employment.” 
But on account of the fact that most of 
the companies involved cover the “em- 
ployer’s liability,” they may decide that 
their best bet is to pay the compensation 
and seek to recover from those respon- 
sible for the catastrophe, under subro- 
gation of rights. 

The coroner’s inquest has proceeded 
far enough to definitely disprove the ex- 
plosion theory. The building collapsed 
while being remodeled and the jury is 
getting evidence to assist it in placing 
blame on the owners of the building,,. 
contractor or city for lax inspection. 


Hail Fund’s Troubles 


OMAHA, NEB., July 9—Nebraska’s 
State hail insurance law continues to 
give trouble. Only growing grain can be 
insured under the law, but precinct as- 
Sessors, acting as local agents, have been 
wrongfully writing insurance on sugar 
beets, alfalfa, potatoes and beans. At a 
meeting of the board last week these 
agents were instructed to return all pre- 
miums paid on crops other than growing 
grains. It was also learned that adjust- 
ers, allowed under the law an expense 
limit of $7.50 a day, have been filing 
claims ranging as high as $20 a day for 
automobile expense. The law allows the 
local agents of the state a fee of half 
a cent an acre for writing the insurance. 
Many farmers have been going directly 
to the county clerks, who are authorized 
to act as district directors, and who col- 
lect no fees. 





Hold Mid-Summer Splash 


DES MOINES, July 9.—The annual 
splash of the Iowa pond of the Blue 
Goose at Okoboji will be next Thursday 
and Friday. This midsummer splash is 
not only for ganders. Every field man 
in the territory has been asked to attend. 
Business sessions have been called for 
early Thursday morning for the follow 
ing organizations: Iowa pond of the 
Blue Goose, Iowa Fire Prevention Asso- 
ciation, Conservation Association of Iowa, 
— Field Club, Iowa State 

oard. 


Nebraska Notes 


The Automobile of Hartford has been 
admitted to Nebraska. 


Lincoln, Neb., will soon add a 1,000,000- 
gallon capacity reservoir. This will give 
the city a total storage capacity of 5,300,- 
000 gallons. 

The Nebraska insurance board has 
ruled that all companies operating in 
the state must carry on all of their 
affairs, keep all their records and print 
all of their forms in the English lan- 
guage. 


W. D. Hemingway, manager of the In- 
surance Agency Company of St. Louis, is 
suffering from blood poisoning caused by 
a scratch on his hand. An infection of 
the arm has developed. 





The United States Lloyds of New York 
has been licensed in Wisconsin. 


SOUTHWESTERN STATES 


RESOLUTION BEEN SUSPENDED 





Governing Committee of the Western 
Union Holds Back Special Dwell- 
ing House Policy Action 


At the semi-annual meeting of the 
Western Union, in Philadelphia, last 
April, the following resolution was 
adopted, which the governing commit- 
tee of the Western Union has suspend- 
ed until the next meeting: 

“Resolved, That the use of a special 
dwelling house policy be abolished in 
Oklahoma from and after this date.” 


RUSSIAN COMPANIES BACK 


Commissioner Austin of Texas Finally 
Decides to Relicense Them — 
Managers File Affidavits 


AUSTIN, TEX., July 10—Commis- 
sioner Austin has finally relicensed five 
Russian companies heretofore denied 
renewals on the ground their home of- 
ficers are under enemy German influ- 
ence and local premiums would find 
their way to German users. The five 
relicensed companies filed affidavits by 


not under German domination and will 
not send funds to Russia. They are the 
First Russian, Second Russian, Mos- 
cow Fire, Salamandara, and Russian 
Re-Insurance. The federal government 
authorities had taken the subject up 
with Mr. Austin, seeking his reasons 
for refusing to license these companies. 


Rees Visits Oklahoma 


Vice-President Henry E. Rees, of the 
Aetna has been on an Oklahoma trip, 
having previously visited Georgia and 
Alabama. Mr. Rees handles Oklahoma 
from the home office. It is the first trip 
he has found time to make in the state 
for six years. He visited some of the 
agents, accompanied by State Agent Fred 
Cc. Clarke. 


Will Not Follow Jalonicks 


That any considerable number of com- 
panies will follow the example of the 
Jalonick offices and file new dwelling 
house schedules in Texas is highly im- 


their United States managers they are. 





probable, the class never having proven 
profitable. As a matter of fact, com- 
panies only write Texas dwellings be- 
cause they are forced to in order to se- 
cure a fair share of mercantile risks. 
It is not anticipated that the bid of 
the Jalonick offices will prove effective 
in attracting any particular volume of 
business away from competing offices, for 
advices from the Texas field indicate that 
the local agents generally resent rather 
than welcome action that tends to un- 
settle conditions in their territory. 


Water Supply at Tulsa 


The water supply at Tulsa, Okla., is 
getting very low, so that it has been 
necessary to limit the sprinkling of 
lawns from 12 o’clock midnight to 1 
o’clock in the morning. Chief Alder, of 
the fire department, is in dread of a large 
fire. At the present time it is impossible 
to get pressure enough to reach the sec- 
ond story of a dwelling. 


Minnesota Fire Loss 


The state fire marshal of Minnesota 
shows that the fire loss in Minnesota in 
May was $401,473. In St. Paul the loss 
was $18,730, in Minneapolis $31,670 and 
in Duluth $6,450. 


Attitude on Russian Companies 


Russian insurance companies licensed 
in Massachusetts will be asked for a 
semiannual statement by the insurance 
department. This precaution will be 
taken in order to further safeguard the 
interests of policyholders in view of the 
unsettled conditions in Russia at this 
time. 





Pointers for Agents 


Of the many practical fire insur- 
ance books that have been pub- 
lished none has exceeded in inter- 
est “Pointers for Local Agents,” 
this being a reprint and readjust- 
ment of the many pointers that 
were published from time to time 
in THe NATIONAL UNDERWRITER. 
This book consists of information 
covering all phases of fire insur- 
ance. It is carefully indexed and 
cross indexed, so that any ques- 
tion that comes up can be readily 
answered. The book has proved 
one of the most popular sellers 
in the local agency field. It is 
practical and gives many sugges- 
tions of real value. It is sold by 
THE NATIONAL UNDERWRITER at a 
cost of $2. 

















y A 
MARK 
OF QUALITY 


DeKalb and Trudeau Streets 











TRADE MARK 


St. Louis Lightning Rod Co. 


IT 
INSURES 
THE BEST 


ST. LOUIS, MO. 











UNDERWRITING OFFICE 
{611 Insurance Exchange 
CHICAGO 


GAIUS W. HUBBARD, 
Underwriting Manager 


J. C. MOHLER, President 


THE CAPITAL LIVE STOCK INSURANCE COMPANY 


THE BIG 


TOPEKA, KANSAS 


COMPANY 


STATE DEPOSIT OVER ONE-THIRD OF A MILLION DOLLARS 


R. G. REYNOLDS, Secretary 


Writes Every Form of LIVE 
STOCK INSURANCE Issued 
by Any Company and Several 
Forms Written by No Other 
Company. 
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KENTUCKY AND THR SOUTH MOUNTAIN AND COAST FIELD 





NEWS FROM THE EAST 





TO CONTINUE ORGANIZATION 


Kentucky Fire Underwriters Associa- 
tion Decides Not to Go Into the 
Bone Pile 


LOUISVILLE, KY., July 9—At a 
special meeting of the Fire Underwrit- 
ers Association of Kentucky today, 
plans were made for continuing the as- 
sociation, which is one of the oldest 
organizations of field men under the 
jurisdiction of the Western Union, and 
in the past one of the most noted or- 
ganizations among company managers. 

At one time this association had 
charge of all rates and rules, as well 
as forms in both Kentucky and Ten- 
nessee, but conditions have been chang- 
ing and the association has been en- 
deavoring to fit itself to the changed 
conditions. On account of recent im- 
portant changes in conditions, the offi- 
cers of the association at a meeting of 
the executive committee tendered their 
resignations, which were passed up and 
refused at a meeting of the members 
today. 


The membership refused to accept the 
resignation of President F. H. Scott, 
Vice-President L. C. Riker and others, 
and they were withdrawn pending reor- 
ganization of the association and adop- 
tion of a new constitution and set of 
by-laws, which in all probability will be 
adopted after consideration at the regu- 
lar annual meeting in Noember. 

After an all-day session, the members 
named the following committee to ar- 
range for reorganization: 

M. B. Russell, Firemans Fund, chair- 
man; F. G. Snyder, Liverpool & London 
& Globe; B. F. Weitzel, Phoenix of Hart- 
ford; W. T. Sweeney, Queen, and O. E. 
Green, Providence-Washington. 

Reorganization will include plans for 
financing the body. The cost of financ- 
ing the body under the new organization 
will not be as great as in the past. Last 
fall the question of continuing the or- 
ganization was taken up, and it was al- 
lowed to continue. Later it was discov- 
ered that the companies were not espe- 
cially interested in continuing the or- 
ganization, as it cost $1,200 a year, and 
much of its work had been taken over by 
the Kentucky Actuarial Bureau. How- 
ever, the reorganization plans fully cover 
the financial end. f 


Expect Early Decision 


LOUISVILLE, KY., July 10.—An early 
decision is promised by the Kentucky 
court of appeals in the case of the State 
Insurance Rating Board to restrain State 
Auditor Greene from appointing a state 
superintendent of rating to be clothed 
with the powers of the insurance board. 
In the arguments Judge E. C. O’Rear, 
representing the board, contended the act 
empowering the auditor to appoint vio- 
lates section 51 of the constitution, in 
that the delegation of the power sought 
to be conferred is accomplished by ref- 
erence to another act. Assistant Attor- 
ney-General Myatt insisted the act was 
an original one and the intent of the 
legislature in its enactment is: plainly 
apparent. 


Fire Hazard Increased 


With the construction of the new gov- 
ernment powder plant at Louisville, it is 
expected that a lot of new small resi- 
dences will be erected in the city and 
around Pleasure Ridge Park, just south 
of the city, while practically all Louis- 
ville realty will be filled up. Pleasure 
Ridge Park is out of the city limits, 
and has no fire protection. At West 
Point, Ky., where a temporary military 
camp is in overation, and where a big 
plant is to be constructed at once, a 
number of new retail stores are going 
up, and a regular town is in prospect. 
At present there is practically no fire 
protection at that point. 


Tells of Nashville Loss 


LOUISVILLE, KY., July 10.—M. B. 
Russell, state agent for the Firemans 
Fund, is back from Nashville, Tenn., 
where he went to look over the havoc 
wrought by the collapse of a five-story 
brick addition of tobacco warehouse of 
the H. W. Elrod Co. The building was 
85x70 feet, and went down with 400 hogs- 
heads of tobacco, two tanks, ete. The 
tobacco is buried in debris, and probably 
almost worthless. The collavse is said 
to be due to overloading. The collapse 
broke the water mains, resulting in the 
balance of the plant being without 
sprinkler protection, and an advance in 
rates from 27 cents to $2.36 under new 








WILL NOW WRITE FIRE LINE 


Marsh & McLennan Get Pacific Coast 
General Agency of Federal of 
New Jersey 


SAN FRANCISCO, CAL., July 10.— 
Marsh & McLennan have been appoint- 
ed Pacific Coast general agents for the 
fire department of the Federal of New 
Jersey. The company has been writing 
marine and automobile lines in Cali- 
fornia, but fire insurance is a new de- 
parture. H. A. W. Dinning has re- 
signed as vice-president of Marsh & 
McLennan at San Francisco and will 
probably become connected with the 
firm’s Chicago office. E. B. De Golia, 
a well-known San Francisco broker, 
has been elected vice-president and will 
have charge of the marine branch of 
Marsh & McLennan, while E. Detrick, 
another broker, has also been elected 
vice-president and will have charge of 
the brokerage business. C. C. Kinney 
continues as vice-president and will 
have charge of the underwriting. 


Sloan & Co. Fined $1,000 


SAN FRANCISCO, CAL., July 10.—C. B. 
Sloan &. Co. have been fined $1,000 for 
infractions of the constitutional rules of 
the Brokers Exchange of San Francisco. 
The charges were investigated three 
weeks ago and the firm fined $250 and 
expelled from the exchange. The firm 
appealed its case, with the result that 
the arbitration committee increased the 
fine to $1,000, but allowed the firm to 
retain its membership. 


Milton E. Pinney’s Charge 


Milton E. Pinney is apnointed snecial 
agent for the Niagara, Detroit Fire & 
Marine and Niagara-Detroit Underwrit- 
ers in Montana, eastern Idaho and Utah, 
with headquarters at Great Falls, Mont. 
This is part of the field formerly cov- 
ered by Special Agent John A. Carlson 
of Spokane, who has been called to de- 
partment headquarters at San Francisco. 
Mr. Pinney has been special agent for 
the Commercial Union in the mountain 
field, but formerly operated in the Pa- 
cific Northwest. 








policies on the undamaged portion of 
the plant and stock, the old policies hav- 
ing been cancelled immediately. Five 
companies were storing tobacco in the 
big warehouse, and insurance was car- 
ried with a number of underwriters. 


Kentucky Notes 


That business is good in the Kentucky- 
Tennessee district is shown by the fig- 
ures of one of the special agents, who 
reports a 50 percent increase in pre- 
miums for the year so far. However, 
the cost of traveling has mounted con- 
siderably. 


Eight members of the fire department 
of Ashland, Ky., and the chief have re- 
signed their positions. The men gave 
as their excuse for leaving that the coun- 
cil refused to increase their wages from 
$80 and the hours of service were too 
long. Mayor Dysard has taken personal 
charge and says that the city will have 
sufficient men to protect the city. 


As a result of the recent increase of 
25 percent in freight rates considerable 
lumber, tobacco, whisky, etc., was sold 
and shipped to consumers of other dis- 
tricts during late June, resulting in can- 
cellations and renewals of policies. 
Large quantities of hardwood lumber 
moved from the southern states into the 
northern and eastern districts prior to 
the increase. 


Paul H. Eastham of Catlettsburg, Ky., 
operating one of the largest agencies in 
that section, who was in a deferred draft 
classification, has applied for service in 
the marine aviation service, and if de- 
nied expects to enlist in the navy. No 
change will be made in the firm of East- 
ham & Co., and arrangements have been 
made whereby Miss Jenka Kennedy will 
look after the active management of the 
business. 


Have 125 in Service 


One hundred and twenty-five employes 
of the American Eagle, Continental and 
Fidelity-Phenix are now serving the na- 
tion either in, the army or navy. This 
number includes men enlisted or drafted 
from the home office and from the de- 
rartment offices in Chicago, San Fran- 
cisco and Montreal. July 3 new service 
flags bearing the number 125 outlined in 
stars. were sent from the home office to 
the various departments. 


WILL INCREASE ITS FUNDS 





Eagle Fire of Newark Plans to Build 
Large Surplus to Meet Rein- 
surance Demands 





NEW YORK, July 10—The Eagle 
Fire of Newark, N. J., 9 order to pre- 
pare itself to handle a larger volume 
of reinsurance premiums, is now pro- 
ceeding with ‘its plans to enlarge its 
capital and surplus. The plans orig- 
inally contemplated an increase in cap- 
ital from $200,000, as it stood in May, 
1918, to $400,000, with the payment of 
additional surplus at the rate of 80 
percent of the new capital paid in. 
After the payment of $50,000 new cap- 
ital and $40,000 new surplus early last 
year, war conditions made it necessary 
temporarily to suspend further enlarge- 
ments. 

In May of this year the directors de- 
cided the great need of a reinsurance 
company was surplus rather than cap- 
ital, and therefore recommended that 
the par of its stock be reduced from 
$25 to $20 per share, but that further 
shares of stock be continued at $45 a 
share, thus producing 125 per cent sur- 
plus with each increase in capital. 

The stockholders ratified this action 
and the company proceeded with its 
plans. It has applied to the capital is- 
sues committee at Washington for au- 
thority to increase its capital to $1,000,- 
000, which if granted will be sold at 
$225. Pending approval of its plan by 
the committee the Eagle has offered for 
immediate subscription $100,000 of stock. 
This offer was made early in June and 
$50,000 new capital and $62,500 additional 
surplus were paid in and verified by the 
New Jersey department June 29. The 
rest of the $100,000 will be paid in in 
the near future. 

The Eagle adopted the retrocession ar- 
rangement having a number of compa- 
nies to which it retrocedes the larger 
portion of its entire business. Its own 
assets plus the recent. increase totaled 
approximately $850,000, of which $484,000 
is surplus to policyholders. The com- 
bined assets of the Eagle and its retro- 
cession companies amounts to $5,051.846, 
of which $3,222,206 is surplus to policy- 
holders. 


IMPORTANT ISSUE AT HAND 


Local Board Controversy at Roches- 
ter Over U. & O. Risk Develops 
Into a Prodigious Altercation 


ROCHESTER, N. Y., July 9—What 
began as a local board controversy 
over the failure of the James Johnston 
Agency of this city to use the state 
association use and occupancy form in 
writing a $225,000 line on a local blank- 
book manufacturing concern has de- 
veloped into an issue between the big 
companies. The executive committee 
of the New York State Association 
may settle the matter finally this week 
when it makes a report at the meet- 
ing in Syracuse. 

Charges were filed by interested spe- 
cial agents at the last meeting to the 
effect that the agency in question had 
taken the business away from two other 
Rochester agencies on a form which vio- 
lated the U. & O. rules materially. The 
Johnston agency was ordered to cancel 
its policies. This it did. 

The next development in the situation 
was the promulgation by the association 
of a 10 cent rate on the building of the 
blank book concern on the basis of new 
figures submitted. This action took the 
risk out of the jurisdiction of the U. & O. 
rules, which only apply to risks rated in 
excess of 10 cents per annum on building. 
The risk can now be written under any 
form acceptable to the interested com- 
panies. 

Protests have been made by company 
managers, special agents and _ local 
agents over the action of the state asso- 
ciation in removing the disputed risk 
from the operation of the rules. The 
question of criticised daily reports has 
been a disturbing factor in Rochester for 
some time. The U. & O. violation is be- 
ing used as a test case to ascertain 
whether the state association will per- 





mit a member’s agent to continuously 





and deliberately write its policies in vio- 
lation of the rules. 





Use of Enemy Endorsement 


NEW YORK, July 10.—Some companies 
have notified their agents to attach the 
alien enemy endorsement to all policies, 
inasmuch as they find that their agents 
are experiencing difficulty in knowing 
just when to use it. The New York Fire 
Insurance Exchange recommended that 
its members use the clause on all poli- 
cies. The companies that are asking its 
universal use say that it can result in 
no injury to the assured, whereas its 
omission may cause a great embarrass- 
ment. 





Will Go Further Afield 


NEW YORK, July 9.—John E. King 
of New York City has been appointed 
general United States agent for the East- 
ern Fire of Atlantic City. The company, 
which has a present capital of $200,000 
and a net surplus of $115,000, transacted 
a.modest general business throughout 
the country prior to the San Francisco 
conflagration, following which it rein- 
sured its entire risks in the Camden Fire. 
the latter office issuing the Eastern Un- 
derwriters policy to care for the added 
liability. For the past few years the 
Eastern Fire has restricted operations 
closely to its home territory, until now, 
when with assets of over $350,000, its 
management feels warranted in going 
farther afield. 





Two Companies to Merge 


NEW YORK, July 9.—The Knicker- 
bocker, which is increasing its capital to 
$400,000 and surplus to $600,000, being 
managed by Wilcox, Peck & Hughes, will 
eventually take over the New York Equit- 
able, managed by.R. A. Corroon & Co. 
This will give a larger institution and 
it will be managed jointly by the two 
prominent brokerage firms. The Equit- 
able was organized by the Corroon of- 
fice to take over the business of a Lloyds. 

The capital of New York Equitable, 
being promoted by R. A. Corroon and 
associates to take over the business of 
the Equitable Underwriters of New York, 
will be $400,000, and not _ $100,000, as 
stated erroneously last week. 





Losses of the Week 





AIL and tornado losses have been 
H heavy during the past two weeks. 
Fire claims on all classes of business 


have been lighter. 
* * 

Kansas City, Mo., July 6—A 20 per cent 

loss is reported on the Altman Bidg., 101 

Walnut St. There is also a rents loss of 


20. per cent. ‘ 

Seat Ex. ..$12,500 Eng. Am. Un.$ 2,500 
Connecticut... 3,750 Penn. ....... 2,500 
National .... 20,000 Ger.-Amer 1,000 
Mich. Com... 3,500 Niagara..... 1,000 
Niaga. Det... 4,000 Fireman’s F. 10,000 
Palatine .... 4,750 N.-Deutsche . 5,000 
Northern.... 7,500 Nat. Union... 5,000 
N. W. Na 5,000 W’msb’g City 10,000 
Com. Union 5,000 Amer. Cent.. 5,000 
Home ....... 3,000 Royal Ex. ... 5,000 
N.-Deutsche.. 2,000 Eng. Am. Un. 2,500 
Caledonian .. 2,500 


Insurance on rents: 
No. Amer....$ 5,000 Mech. Und...$ 5,000 
Netherland .. 5,000 Ins. Und..... 5,000 


North’n Eng. 5,000 Ger.-Alli..... 7,500 

Manover . mpi 2.500 Imperial Eng. 5,000 

Niagara ..... 5,000 Connecticut.. 5,000 
* * * 


Grand Haven, Mich. July 5—The 
building occupied by Van Hall Bros. as 
a fish house is reported as a total loss. 
Insurance: 

Nor. Un...... $1,000 Comnwlth. ..$1,000 
Glens Falls... or e 

Chicago, HL, July 9—Fire in one-story 
and basement brick, 3323-3327 South 
State Street, owned by B. J. Stevens, 
caused a 60 percent loss. Occupied by I. 
Robertson, laundry. , Insurance: 


American ....$4,250 Minnesota ....$1,500 

Commerce... 1.500 Mil. Mech..... 2,000 

Firemens .... 5,000 Pennsylvania . 1,000 

Hartford. ..«.- 2,000 Prov., Wash... 2,000 

State of Pa... 2,250 Royal........ 3,000 
* * x 


Lexington, Mo., July 7—There is a 
$1.500 loss to the Traders Bank Building. 
Insurance: 

N. W. Und....$2.000 Rhode Island .$2,000 


Concordia .... 2.000 Phoenix ..... 2,000 
Agricultural . 2,000 Prov.-Wash. . 2,000 
Firemen’s ....3,500 Norwich Un.. 3,000 


* * * 
Springport, Ind., July 3—There is a 
$5.000 loss to the Grain Elevator of Her- 


schel Ruff. Insurance: 
Royal: <5. ws $1,000 Phoenix ......$1,000 
Sterling ..... 1,000 


1,000 Springfield ... 
* * 


Austin, Tex., July S—Austin, Texas, 
narrowly escaped a serious fire last Sat- 
urday when $15,000 damage was done the 
historic old Avenue hotel in the center 
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of the business district and four blocks 
from the state capitol. 


* kK Xx 
St. Louis, Mo. July 6—Fire in the 
two-story brick sprinklered building, 
southeast corner Third and Plum streets, 
owned and used by John T. Milliken & 
Co., aS absorbent cotton plant. Fire oc- 
curred in baled cotton, east portion of 
basement. Trifling damage to building. 
Twenty-one sprinkler heads opened and 
helped extinguish the fire. Insurance, 
blanket form, on contents: 
Agricul. --$1,900 Amer. Cent. ..$2,700 
Com’l Un..... 6,500 Germania .... 1,500 
Niagara ..... 7,000 North., Eng.. 5,000 
N. B. & M.... 2,500 Phoenix, Eng. 4,600 
Prov., Wash.. 1,500 Springfield .. 3,000 
URIOR .ccscce 2,000 Westchest. .. 2,500 
Insurance on building: 


Amer. Eagle..$5,000 City of N. Y..$2,500 
Germania ... 2,500 Dequesne .... 5,000 
Com’l Un.... 5,000 Hanover . 2,500 
National ..... 5,000 Niagara ..... a 
North., Eng.. 5,000 N. B. & M.... 2,500 
Phoenix, Eng. 5,000 Prov., Wash.. 2,500 
Westchest. .. 5,000 ‘ 
* * * 
Princeton, Minn., July 1—There is a 


$1,200 loss to the general store of A. A. 
Bobb at Spencer b a ope  iaaeel near here. 


Racine, Wis., July 3—There is a total 
loss to items 35 and 36 and 45 to 48 under 
general form to the Racine County poor 


farm. The total insurance carried is 
$476,225. A partial list follows: 

Glen Falls ...$5,000 Firemen’s ....$5,000 
American ... 1,000 Hartford ..... 3,000 
Queen ....... 3,000 Mechanics ... 2,000 
Boston ....... 5,000 Natl. Liberty. 3,000 


Prov.-Wash. . 5,000 Colonial Und.. 1,500 
* * 


Oklahoma City, Okla., June 29—There 
is a $1,000 loss rig — Huckins Hotel. 


Port Clinton, 0O.,, June 28—The Brisk 


Store Co. has a total loss. Insurance: 
National .....$1,000 Indust., O....$1,000 
Hartford ..... 1,500 Columbia ..... 500 


* * * 
Cincinnati, O., July 2—There is an 80 
per cent loss to the Hickory Carriage Co. 
* *K 


St. Louis, Mo., July 6—There is a total 
loss to the — Be eta Co. 
* 


Pembroke, Ky., July 3.—There is a 

$100,000 loss to the W. B. Kennedy to- 
tet, warehouse. Insurance (partial 
ist): 
Springfield ..$25,000 Westchester .$ 5,000 
Amer. All. .. 20.000 Niagara .... 1,250 
Fid. Phoenix. 15,000 Firemen’s Fd. 5,000 
LL&L. & G. at ‘ 

Lone Oak, Tex., July 1—There is a 


$10,000 loss to J. H. Thompson, dry goods 
merchant. 


* * * 

Lockhart, Tex., July 5—Fire was not 
stopped until damage to the amount of 
$30,000 had been done. The hotel, a two- 
story frame structure, was quickly con- 
sumed. Other buildings destroyed in- 
cluded the Catholic Church and a cot- 
tage used by the Catholic Sisters as a 
home; loss, ane no insurance. 

* x 


Austin, Tex., July 5—Fire destroyed 
the warehouse of Sam Baum, junk dealer, 
loss $25,000. The contents of the ware- 
house had been prepared for shipment 
and included a large number of second 
hand automobile tires. Austin is with- 
out an electric fire alarm system and 
there is no telephone accessible. 

* * OX 


Waynesville, Ind., July 2.—John Harris’ 
general store and the Harris home were 
destroyed by fire today, with a loss of 
$5,000 

‘ok ok 

Salem, Ind., July 3—Fire destroyed the 
Salem Milling Company’s plant, with loss 
on building and machinery of $12,000, 
partly covered by insurance. 


Neweastle, Ind., July 3—A new elevator 
at Springport was destroyed by fire to- 
day, with $4,500 loss on building, which 
had just been completed. It belonged to 
‘George Huff & Son of > city. 

* O* 


Syracuse, N. Y.—Underwriters are sat- 
isfied that the fire and explosion that 
killed and injured scores at the T. N. T. 
plant of the Semet-Solvay Company at 
Split Rock, five miles west of this city, 
originated from a mechanical process. 
Stock companies carried a total of $1,- 
100,000 insurance on buildings and ma- 
chinery under 64 items at an average 
rate of 1.67. The loss has been reported 
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at 32 percent. The company manufac- 
tured nitric and picric acid and trinitro- 
toluol and had three shifts working day 
and night on government orders. Guards 
surrounded the plant, which was consid- 
ered to be well protected against fire. 
Had the fire reached the buildings in 
which large quantities of T. N. T. were 
stored the city of Syracuse would prob- 
ably have been wrecked. When the fire 
was being fought the power gave out, 
putting the electric pumps out of com- 
mission and greatly handicapping the 
fire fighters. The insurance was carried 
as follows: 


L. & L. & G.$192,500 Contintl. ..$ 55,000 
Home Und. 132,000 Aetna --- 55,000 
Queen ..... 88,000 No. River... 55,000 
Northern 88,000 U. S........ 5,000 
Royal ..... 77,000 Niagara 44,000 
Hartford .. 71,500 Hanover 22,000 
Equit. Alli. 66,000 Scot. U.&N 22,000 
Phoe., Eng. 55,000 Law U. & R. 22,00 
* *k * 


Hartford City, Ind., July 6—No. 2 plant 
of the Johnston Glass Co. was destroyed 
by fire today with a loss estimated at 
$50,000 to $60,000, partly covered by in- 
surance. 

* * re 

Richmond, Ky., July 3.—Fire originat- 
ing in the engine room destroyed the 
laundry of George W. Goodloe. The loss 
to the plant will be about $25,000, with 
only $2,000 one 


* * 

Pembroke, Ky., July 5.—Following a 
period of nearly one year in which Ken- 
tucky suffered no dangerous tobacco 
fires, trouble started here when the to- 
baceo rehandling plant of W. B. Ken- 
nedy & Co. of Paducah, Ky., was de- 
stroyed along with about 450,000 pounds 
of tobacco. The fire resulted in total 
loss, as the town has no fire protection. 
Insurance was ae yae = $76,500. 


Hurley, Wis., July 2—There is a $6,000 
loss to the Montreal & Ottawa mines of 
The Montreal Mining Co. Involving items 
30 and 31 of the general form. Insurance: 


Niagara ...... $ 200 Westchester ..$ 600 

Palatine ..... 200 Phoenix...... 200 

St. Paul ..... 400 Queen ....... 200 

Royal ......-. 200 Nath. 2. ccccicce 200 

Western ..... 200 La & M . 1,400 
* 


Sergent Bluff, Ia., July 2—There is a 
$40,000 loss to the Sioux City Brick & 
Tile Co. Loss involves the last 3 items 
of the general form. 


Ohio Notes 


Cc. E. Monroe, state agent of the New 
York Underwriters, is spending his vaca- 
tion at his summer cottage located at 
Lakeside, Ottawa County, Ohio. He will 
return to his Cincinnati headquarters 
and to his work over the state about 
July 15. 

Murdoch E. Lind, special agent for the 
Niagara with headquarters in Cincinnati, 
has been helping out at the New York 
office for the past two weeks. While in 
the east, Mr. Lind has also taken his 
vacation and expects to get back into 
Ohio next week. ; 

A. E. Shattuck, local agent of Wells- 
ton, Ohio, has purchased the agency of 
W. L. Evans, also of Wellston, who is re- 
tiring on account of bad health, and has 
consolidated it with his own. Mr. Shat- 
tuck’s agency is a consolidation of four 
offices, brought about during the past 
two years. It makes his the largest ana 
oldest in the county. All the companies 
have transferred from the Evans to the 





Shattuck agency. 








Comparison of Aggregates for 


lve Years 


INTERESTING FIGURES ON FIRE BUSINESS COMPILED 
FROM ADVANCE SHEETS OF ARGUS COMPARATIVE CHARTS 

(For full tables, see Part III, page 15) 
Compared with the three previous years the aggregates shown in the 1916- 


1917 tables are as follows: 


AGGREGATE BUSINESS—ALL COMPANIES 

















No. Co.’s Premiums Losses Ratio % 
BR a aaccuccweecuena Gb Gee eeeeunaees ee 195 $109,128,449 $ 60,498,281 55.43 
BEE Vacs cseceeseoes PO Pee eee ee Tee 190 110,432,58 63,497,791 57.72 
NON Sd acs aet ee eee clc dao avacteldss 192 113,631,403 58,180,474 51.21 
i See éewren &ee errr er. Teer 196 123,614,267 66,531,211 53.82 
Ce eT Cee Cl ree Pee PO re 194 140,041,878 74,868,234 53.47 
Total 5 yearS .......- sees eeeeeeees $596,848,577 $323,575,991 54.58 
Classifying all companies not affiliated with the Western Union as non- 
union, the following results are shown: 
UNION COMPANIES 
No. Co.’s Premiums Losses Ratio % 
BME Gs de cugeedeaeeee jdeccad dgicavenees 89 $ 81,141,534 $ 45,386,733 55.93 
Se $RECHRCECASEEREE SCE CKOCEC RS SM 83,938,2 48,451,237 57.72 
| er ‘ éé6éee weve rere ° 92 86,499,053 44,801,848 51.90 
ONG 6 cé8ecceas ee edéhedene eee bekswees 92 94,657,420 51,794,998 54.71 
MEER! 6 atenenéeon ae ue oeneeeeceedenseeeee 92 106,967,711 57,635,720 53.44 
EUG @ PONG 6 cde ncé des pomemeeeuus $453,203,978 $248,070,536 54.73 
NONUNION COMPANIES 
No. Co.’s Premiums Losses Ratio % 
ii eee SURSCRESS He Sucka s ds Cae eéokeaws 106 $ 27,986,915 $ 15,111,548 53.99 
BOE C6xs eheedanss eedeeeaaes Pe ee 99 26,494,320 15,046,554 56.79 
1915 (0 CSC FOC OO SROEREE OO CORES ERO OORES 100 27,132,350 13,378,626 49.31 
ol ae éuhedenia Pe te Pi ee or 104 28,956,847 14,736,213 50.88 
EOE  Cccecnetewaxakecdadesaceun as acevead 102 33,074,167 17,232,514 52.10 
TORRES YOMEM 6d. 6 sisi eccaleun’s $143,644,599 $75,505,455 52.56 
BUREAU COMPANIES 
No. Co.’s Premiums Losses Ratio % 
1913 $6 ace Weteageeheeecuecaewan 58 $ 23,517,204 $ 12,695,795 53.98 
(Ci? Sia eeeue Toda dade Waewece tae as 55 22,557,390 12,807,571 56.77 
1915 eesecs SRCREMKCERABER GREE ROeES COOH 64 23,941,293 11,805,793 49.31 
MON @ietdoscccegsee ake oe ey yee reepee 64 25,274,578 12,937,473 51.19 
ROME {SaWae Gat eese det loeb eee ekeeudéeis 64 28,935,025 14,774,408 51.05 
Total 5 years....... bie de eases os $124,233,490 $ 65,021,040 52.33 


A comparison of th 


aggregate business of the affiliated companies, Union 


and Bureau, with that of the nonaffiliated companies shows the following: 
AFFILIATED COMPANIES 


No. Co 
NORD eiwiscudcs cua Hikes ncdvcwswees sess 147 
it 7 eer F Ceianetdbeees audadescaeeies 146 
BULG. a ctdedeeeuncae Santee tear ony Ey 156 
1916 aeeseades ea alas wae Ke eared 156 
RORG Saecune waa Cee eadee necececececes 156 





$577,429,468 
ANIES 


NONAPFILIATED COMP 


TORRE OD BOMBS isc 5.0 6c Kile de dock wares 


No. Co.’ 


’s Premiums Losses Ratio % 
$104,658,738 $ 58,082,526 55.49 
106,495,650 61,258,808 57.52 
110,440,346 56,607,641 51.46 
119,931,998 64,732,471 53.99 
135,902,736 72,410,128 53.28 
$313,091,574 54.22 





s Premiums osse Ratio % 
$ 4,469,711 $ 2,415,75 54.04 
3,936,9 2,238,9 56.87 
3,191,057 1,572,833 49.29 
3,682,269 1,798,740 48.85 
4,139,142 2,458,106 59.38 

$ 19,419,109 $ 10,484,415 53.99 


From the totals of each classification and the aggregates of all the com- 
panies included in the tables are drawn the following interesting percentages: 
Ms 


PERCENTAGES * AGGREG. 
1 


_ PEEMIU 


q 13 191 1915 1916 
Union Companies. .......0.00500004+04.35 76.03 76.12 76.58 
Nonunion Companies........... 00 + 620.05 23.97 23.88 23.42 
Bureau CompanieS.........ccceeeees 21.55 20.43 21.07 20.44 
Affiliated Companies..... PEE EIT CE 95.90 96.46 97.19 97.02 
Nonaffiliated Companies............. 4.10 3.54 2.81 2.98 
PERCENTAGES OF AGGREGATE LOSSES 
‘ 1913 1914 1915 191 
Union Companies.......... Pere re erry 76.30 77.00 77.85 
Nonunion Companies........ PO 22.70 23.00 22.15 
Bureau Companies.......ccccccccece 20.95 20.16 20.29 19.44 
Affiliated Companies................ 95.97 96.46 $7.29 97.29 
Nonaffiliated Companies............. 4.93 3.54 2.71 2.71 
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Michigan Livestock Insurance Co. 
SAGINAW, MICHIGAN 


COLON C. LILLIE, President and Superintendent of Agencies 
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1917 STATISTICS FOR 
WESTERN TERRITORY 


(CONTINUED FROM PAGE 1) 


territory and for the three classes of 
companies—Union, Bureau and non- 
affiliated—have been compiled for the 
Argus Comparative charts. These 
charts will soon be printed but the to- 
tals for the territory and other inter- 
esting figures and ratios are printed 
in this issue of THe NationaL UN- 
DERWRITER. They appear in the new 
“Agents Educational Magazine Sup- 
plement to The National Underwriter,” 
which is issued as part four of the cur- 
rent issue and is bound with part three. 
These tables which are published an- 
nually by THE NatioNAL UNDERWRITER 
are among the most interesting com- 
pilations prepared for insurance men. 
Thy are studied carefully by western 
managers and home office officials as 
well as field men and agents. 

The Home of New York maintains 
its lead of all other companies in west- 
ern territory and the Hartford Fire 
again stands second. The National con- 
tinues in third place, the Aetna in 
fourth and the Great American in fifth. 
The Continental, Fidelity-Phenix and 
Springfield follow in order of income, 
as they did in 1916. 

Among Bureau companies the Ameri- 
can of Newark is in the lead and the 
Ohio Farmers again holds second po- 
sition. 

The Globe & Rutgers has no com- 
petition for first place among non- 
affiliated companies. 


F, C. WHITE TALKS ON 
USE AND OCCUPANCY 


(CONTINUED FROM PAGE 1) 


profits; the profit policy provides that 
the insured shall be paid for loss of 
profits which he may sustain through 
inability to carry out the term of sales 
contracts or pays for a certain per- 
centage of the sound value of goods 
destroyed or damaged. The first form 
of profit insurance is so all inclusive 
that it is dangerous to the insurance 
company. The second form, if written 
under a nonvalued policy, does not 
give the assured sufficient protection 
and under a valued form of contract 
might readily become an incentive for 
honest insured to sell his goods to the 
insurance company. 4 

Use and occupancy insurance should 
not pay for all the loss that an insured 
may sustain beyond the cover of direct 
insurance. It is not within its scope to 
do more than pay for each day’s loss 
from the date of the fire until the prop- 
erty named in the policy has been re- 
stored. This affords as full cover as 
could properly be granted and while 
not as comprehensive as the incendiary 
profit. policy covering future contracts 
it meets the needs of the assured fully 
in the large majority of cases. 


Cause of Boom and Slump 


While use and occupancy insurance 
has been written for many years it did 
not come into great popularity until 
many companies realized that a few 
were getting a good volume of pre- 
miums and a satisfactory experience 
from this class. It was then given an 
impetus that was probably unhealthy 
and resulted in another wave of ultra 
conservatism. 

Mr. White said that valued policies 
had no place in the use and occupancy 
field. It would be more difficult to de- 
fend the issuing of such a form of con- 
tract than the valued direct policy. It 
might be safe to overinsure a prosper- 
ous concern under a direct policy be- 
cause, with a profitable future definitely 
in prospect, the loss of business con- 
nections which would result from a se- 
rious shut down ordinarily would not 
be compensated for by such overinsur- 
ance. Valued use and occupancy insur- 
ance in amount sufficient to give the 
holder a larger income while idle than 
while operating, however, results in at 
least a passive moral hazard. 


Longer Per Diem Payments 


At this time when buildings and ma- 
chinery are hard to replace many poli- 
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high grade companies handled. 


Write Us for an Agency 


We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registratered mail, tourist 
floater, transportation floater and traveling salesmen floater insurance. 


THE GENERAL AGENCY OF 


GIBBS & LENT 


CINCINNATI 
“The Office with the Quick Service” 
Handles eight companies for automobile, fire, theft and transportation 
as an agency organization, with first class special 
agents’ and adjusters’ service, in fourteen states. 
Prompt correspondence with agents, quick adjustments and settlements. 


Only 











cies should be written to pay the as- 
sured a per diem longer than for one 
year. In fact, a good many of them 
should be written to pay for a year and 
a half. 

Mr. White spoke very highly of the 
new rating system and predicted that it 
would work out very satisfactorily for 
the business and for the policyholders. 
Inequities, if they develop, can easily be 
corrected, he said. One of the big ad- 
vantages of the new plan is that rates 
will be uniform throughout the country. 

There is less uniformity in the under- 
writing of use and occupancy than in 
any other line, because it is so new to 
many companies. Unless practices be- 
come more conservative, particularly im 
the standard of risks acceptable for full 
coverage, the result will be the bringing 
of writing use and occupancy into such 
disfavor as to kill the goose that laid 
the golden egg. 


Good Risks for U. & O. 


Unless the business is well estab- 
lished, with credit standing and with 
demonstrated ability to earn a profit it 
may not be profitably insured under a 
full use and occupancy policy. It is not 
alone sufficient for a concern to have 
what appear to be bright prospects. It 
is manifestly unsound to insure the pros- 
pective profits, but it is being done. 
The only safe rule is to deny profit in- 
surance to any concern that has not 
proven ability to earn a profit. Theoret- 
ically under a proper rating system one 
risk is as good as another, but it is a 
little early to accept that thought lit- 
erally. For some time at least there will 
be good use and occupancy risks and 
those that are not so good. 

Svery good fire risk is not a good use 
and occupancy risk. Very often of two 
risks, one fire proof and one frame, the 
frame one is the better because it can 
more readily be replaced. Risks having 
specially made or foreign machinery are 
not as good as those using machines 
which can be bought in the open Ameri- 
can markets. The same is true as to 
stock. However, almost any risk is 
writable under a full use and occupancy 
policy provided it has the fundamental 
requisites of business age and profit 
earning record. For others only a fixed 
charges policy should be written. 


Insuring Fixed Charges 


There is nothing subdversive to public 
policy or unsound in writing and pro- 
tecting almost any concern by a policy 
in which the company undertakes only 
to pay the loss of fixed charges during 
a period of business interruption. I be- 
lieve there are possibilities for working 
up considerable income through intelli- 
gent exploitation of that form of insur- 
ance. This is a large field to work in 
for the majority of risks are not proper 
subjects for the full coverage and the 
fixed charges policy has the advantage to 
the assured of not requiring a large out- 
lay, for such policies naturally are writ- 
ten for comparatively small amounts. 

The future of use and occupancy in- 
surance is largely in the hands of the 
local agents. They can make it or they 
can break it. The subject is one that 
should never be introduced to a pros- 
pect until the agent knows that that 
prospect could secure such coverage 
from the companies. 





Started in Field Work 


J. R. McLaughlin, recently appointed 
special agent in Nebraska for the North 
British & Mercantile, assumed the duties 
of his new post July 1. He is associated 
with H. N. Wood of Omaha, state agent. 
Mr. McLaughlin conducted a local agency 
at Missouri Valley for several years and 
proved his worth as a most aggressive 
and successful man of affairs. 


W. T. Stewart, of Snyder & Stewart, 
Ironton, Ohio, had a stroke of apoplexy 
atk month and is still in a critical con- 

ion. 
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CHICAGO COMMITTEE’S WORK 





Splendid Results Have Been Accom- 
plished Through the Medium of 
State Conservation Bodies 





James F. Joseph, secretary of the 
Chicago advisory committee of the Na- 
tional Board’s conservation service, 
who has done most efficient work in 
this connection, has consented to re- 
main in that position and give the or- 
ganization the benefit of his experience 
and counsel, although he resigned fol- 
lowing his leaving the governing com- 
mittee of the Western Union as special 
representative. Mr. Joseph is secretary 
of the Middleton Mines and is leaving 
insurance work. He will continue to 
have his office with the Western Union 
in the Insurance Exchange at Chicago. 
Walter H. Sage, who resigned as chair- 
man of the committee, will remain on 
the committee, although the work will 
now be in charge of the new chairman, 
Charles R. Tuttle, of the North Amer- 
ica and Vice-Chairman W. B. Flick- 
inger of the same company. 


Ask for Reinspections 


The Chicago committee has sent out 
requests to the various state conserva- 
tion associations asking for reinspec- 
tion of chief risks. It is stated that the 
original inspection reports numbered 
22,418, carrying 54,947 recommenda- 
tions. This represents, of course, a 
tremendous amount of work. Special 
attention is called to the necessity of 
keeping in close touch with country 
grain elevators. The terminal eleva- 
tors will be looked after by the West- 
ern Grain Association. During this 
year the committee says that the coun- 
try grain elevator loss ratio shows a 





marked tendency to get back to its nor- 
mal condition prior to the conservation 
campaign. ‘The loss ratio was reduced 
after the first inspection work. 

The members of the Chicago com- 
mittee besides the chairman and vice- 
chairman are B. Auerbach of Herrick 
& Auerbach; Neal Bassett, Firemens; 
F. S. Danforth, Millers National; C. H. 
Coates, National Liberty; J. F. Ed- 
monds, Commercial Union; A. G. Du- 
gan, Hartford; T. E. Gallagher, Aetna; 
J. C. Harding, Springfield; C. L. He- 
cox, Ohio Farmers, and John Marshall, 
Firemans Fund. 





Requirements Are Modified 


In connection with war emergency, it 
is pointed out that, in view of the fact 
that the operations of many manufac- 
turing or industrial plants are now sub- 
ject to interruption by governmental or- 
der, and as the present rules or filings 
do not take this situation into considera- 
tion, it has been deemed advisable to 
adopt a modification of the “cease opera- 
tion” requirements as a war emergency. 
The following may, therefore, apply in 
states where it has been filed or pro- 
mulgated, applicable to manufacturing 
or industrial risks subject to control or 
restrictive orders of United States gov- 
ernment: 

“In case the assured is compelled to 
cease operations in the within described 
property on account of action of the 
United States government in the allot- 
ment of grain or other commodities for 
milling or manufacturing purposes, per- 
mission is hereby granted to cease oper- 
ations for such time as said action may 
make necessary. 

“It is agreed by the assured, and made 
a condition of this insurance, that all 
fire extinguishing appliances and appa- 
ratus installed on said premises shall 
be maintained in complete working order, 
and that all watchman’s service on said 
premises, and such additional watch 
service aS may be necessary, shall be 
maintained. The assured shall comply 
with all the requirements of the watch- 
man’s clause, if any, attached to this 
policy.” 





General Agents Wanted 





Automobile Insurance 


INDEMNITY. MUTUAL MARINE ASSURANCE CO. 


LTD., OF LONDON, ENGLAND 
Surplus United States Statement, 
Surplus Home Office Siatement - - 11, 


In addition to this each subscriber’s 
liability is unlimited. 


$ 461,101 
721,022 
UNITED STATES “LLOYDS,” NEW YORK, N. Y. 
Surplus - - - - = = = = + = $630,150 


THE ROYAL EXCHANGE ASSURANCE 
(Marine Dept.) OF LONDON, ENG. 


Surplus 
THE TOKIO MARINE INSURANCE CO., 
LTD., OF TOKIO, JAPAN 


Surplus United States Statement, $562,916 
Surplus Home effice Statement, $7,433,611 


APPLETON & COX, Attorneys 


3 South William St. 


NEW YORK 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 
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COMMENT ON TERM 
AUTOMOBILE POLICIES 


Two Conference Companies Now 
Ready to Issue Business 
On This Basis 


APPLICABLE TO FARMERS 


Complaint Made that Companies Writ- 
ing Period Contracts Are Getting 
the Bulk of Business 


For some time the action of two 
nonconference companies in issuing 
term policies on farmers’ automobiles 
has caused considerable unrest among 
the other conference companies. The 
question has been discussed many 
times, and until now, a majority of con- 
ference companies have not favored 
following the lead of the two com- 
panies which issue these policies and 
are making a drive for business on 
that plan. However, automobile writ- 
ing companies now see that the term 
policy makes a strong appeal to farm- 
ers. The two companies issuing it have 
written an enormous volume of busi- 


ness, and the plan appears to be so 
satisfactory to both agent and assured 
that other companies complain of a 
loss of business in agencies where they 
formerly received a good volume. 


Will Offer Competition 


A few of the larger companies have 
become so disturbed over the turn af- 
fairs have taken, that they have noti- 
fied the conference that they will, as 
soon as it is seen fit, commence the 
writing of automobile insurance for 
farmers on the term plan. This strongly 
indicates that the two companies writ- 
ing term policies will either cease to do 
so (and this is very unlikely) or the 
remaining companies in the conference 
will commence to offer something in 
the way of competition, by furnishing 
— kind of indemnity on the same 
asis. 


Say Business Is Unprofitable 


Companies urging the writing of the 
business on the term plan say that the 
farm writing agent objects to collect- 
ing an annual premium of such a small 
amount. It is necessary for the suc- 
cessful farm solicitor to do his work 
with a horse and buggy or automobile. 
The majority of farmers own medium 
or low price cars, and receiving a com- 
mission of only 20 percent, makes the 
solicitation of automobile business, by 
itself, decidedly unprofitable. 


Plan Appeals to Farmer 


For instance, if the farmer owns a 
car valued at $500, the agent gets 1 
percent or $1 for the trouble of driving 
out and writing up the policy. He must 
then make a similar trip each year to 
get the renewal. This is too burden- 
some for what the agent gets out of it. 
It is further pointed out that the farmer 
is accustomed to buying insurance on 
the term plan. Every policy he pur- 
chases is for a number of years, and it 
is difficult to make the farmer under- 
stand why he cannot buy automobile 
insurance on the same basis. The 
farmer does not like to deal with a 
number of men, but nearly always pre- 
fers to place all of his insurance with 
the one agent. On the automobile prop- 
Osition, the agent who is not writing 
the other farm lines, finds it an ex- 
tremely difficult matter to break in dnd 
get the automobile business. 

The two companies writing on the 
term basis will also take notes from 
farmers where 30 percent of the pre- 
mium is paid in cash, allowing a maxi- 
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mum for the payment of the remainder 
of eight months. 


Necessary for Competition 


It is particularly necessary for the 
agent to be able to supply term auto- 
mobile coverage where automobile mu- 
tuals and inter-insurance exchanges 
are active, and have accumulated a good 
volume of business. It is also com- 
plained, that where the automobile 
business is lost to the company able 
to write it on the term basis, it very 
often means the loss of other of the 
farmer’s business. That is, the com- 
panies writing farmers’ automobile in- 
surance on the term basis are able, by 
reason of the service they are offering, 
to make inroads upon the other classes 
of business. 


Say Practice Will Spread 


The companies opposing the writ- 
ing of this business for a term of years, 
take the position that it will be impos- 
, sible to confine the term coverage to 
farmers’ cars, but that the demand will 
rapidly spread to the larger towns and 
cities, and after a while it will be neces- 
sary to issue all automobile insurance 
on this basis. This would be highly 
undesirable and in the case of the city 
business, unprofitable. 


Would Favor Farm Companies 


It is also argued that were all of the 
conference companies with farm plants 
to issue term insurance to farmers on 
automobiles, it would be decidedly dis- 
advantageous to the companies not 
operating farm departments. It is felt 
that the companies with well estab- 
lished farm plants, would have an ad- 
vantage over those not issuing farm 
policies, and the results would be un- 
favorable and the program unfair to 
the latter. 


Features of Term Policy 


The term policy issued by the two com- 
panies, which have been very active in 
pushing it, has been very popular wher- 
ever introduced. It covers fire, lightning, 
theft, tornado and transportation. The 
amount of insurance need not be revised 
each year and a diminishing clause is 
included whereby the amount of insur- 
ance automatically decreases in a small 
amount each month, and the policy is 
issued at a reduced rate because of the 
diminishing clause. It is issued only to 
farmers who live upon and operate their 
own farms. The coverage may include 
tenants, but not farmers who do not live 
upon their own property, thus excluding 
retired farmers. The rates for this year’s 
models which may not be insured for 
more than 80 percent of the list price are 
1% percent for one year and 3% percent 
for three years; on last year’s models, 
which may not be covered for over 50 
percent of the list price, the rate for one 
year is 1% percent and for three years 
4% percent; and on year before last’s 
models, which may be insured up to 40 
percent of the list price, the rate for one 
year is 2% percent, and cars may not be 
written for a three-year term, which are 
this old. 


Allowable Credits 





A credit of 50 percent per $100 is al- 
lowed under the one-year policy and 1 





percent per $100 under the three-year 
policy for the elimination of the theft 
feature. The diminishing clause reduces 
the amount of insurance 1% per cent per 
month during the first two years, and 2 
per cent per month during the remain- 
ing term of the policy. This clause elim- 
inates the necessity of rewriting and 
revaluing the property annually. 


Business Is Profitable 


While the rates may appear low, it is 
an open secret that the companies having 
the largest volume of this business on 
their books, have enjoyed an unusually 
low loss ratio. An investigation of the 
business on the books of almost any 





automobile writing company will prove 
the assertion that automobile business on 
farmer’s cars, as a general proposition, 
shows a good profit. During the past 
months, in the height of the automobile > 
soliciting season, the companies not issu~ 
ing the term contracts received many 
requests from agents in rural communi<- 
ties for a revamping of their automobile 
programs to permit the issuance of term 
policies. The failure of the companies 
to do this is resulting in a natural drift 
of the agents toward the companies is- 
suing the term policies, and the conse- 
quent loss of business to the companies 
not able to furnish the coverage on this 
basis has caused cosiderable unrest. 








DIRECTORY OF INDEPENDENT AD|USTERS 





ILLINOIS MISSOURI 


QUINCY ADJUSTMENT 
& SERVICE BUREAU 


Well’s Building, Quincy GEORGE C. GILL, Mgr. 


IOWA 





ILL., WIS., IND. 
H. TAYLOR 
829 Insurance pemanes, Shlenge 


Phone Wa! 
ADJUSTER OF FIRE LOSSES 


ILLINOIS 
BEN C. COOPER 
Central Life Bidg., Ottawa, Ill. 
Adjusts Losses for Fire Insurance Companies 
33 Years in Insurance Work 





KANSAS 
THE WARREN — 


BUR 
ADJUSTERS of FIRE, RNADO, HAIL, 
THEPT and AUTOMOBILE LOSSES 
R. B. WARREN, Manager, Wichita, Kansas. 


KANSAS 

JOHN M. KINKEL W. P. KINKEL 

KINKEL ADJUSTMENT AGENCY 

+ FIRE, TORNADO and AUTOMOBILE 

LOSSES ADJUSTED 
- HUTCHINSON : . KANSAS 
MICHIGAN 
FREDK. M. CHAMPLIN 


629 Michigan Trust Building Grand Rapids, Mich 
djuster of Fire Losses 











ILLINOIS 


THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 
Fire loss adjuster for the companies. Building Losses 
a specialty. 





ILLINOIS INDIANA 
ELDRIDGE H. SPERRY 
201 First Nat'l Bank Bidg., Champaign, Il. 
Western Union or Long Dist. Thone (Office 147, Res, 
458) facilitates prompt service 





ILLINOIS 
J. B. SIKKING, Adjuster 
Poe Contes! and Southern Illinois. Specialty: Parms 


d , 
518 W. Jefferson Springfield. Illinois 





ILLINOIS AND EASTERN JoWwA 
WESTERN I ILLINOIS S ADJUST MENT 


8. Chery St ac. Galesburg Til. 
H.F. Amola, RF. W.A. Bartlett 
ire and Aadomsobile le Losses. 





IND. ILL. KY. TENN. 
I. H. ODELL & SON 
110 Upper Second St., Evansville, Ind. 
Adjusters of Fire, Tornado Automobile and Inland 
Marine Losses 





KANSAS 
B. R. BOLINGER 


Fire, Tornado, Hail and Automobile 
L Adjusted 


OSSES 
Bucklin Kansas 








MICHIGAN—OHIO—INDIANA 
HORACE L. SPICE 


Suite 919 Dime Bank Building 
it, Michigan 
ADJUSTER FIRE AND AUTOMOBILE LOSSES 


NEBRASKA, WESTERN IOWA AND 
NORTHERN KANSAS 
ABEL J. BALDWIN 
Adjuster of Fire Insurance Losses 
503 Bee Bldg. Phone Red 5848 Omaha 


N. DAKOTA and x. W. MINNESOTA 
A. G.. LTHEIS 
mand Porte: N.D, 
PROMPT SERV ICE 
0 YEARS EXPERIENCE 


WESTERN FIELD 
INSURANCE ADJUSTMENT CO. 

. Crossan G. W. Shirley H. Q. Fowles 

Fire, Tornado, Automobile and Inland Marine Lossés 
Pioneer Automobile Adjusters 
___ Waldheim B uilding, Kansas City, Mo. 

WISCONSIN AND “MI CHIGAN 
Fire Loss Adjustments. Wisconsie and No. Michigan 


DAViIb'L LAWSON 
Room 1, Cook B 
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GREAT LAKES 
INSURANCE COMPANY 


Home Office, Insurance Exchange 


CHICAGO, ILL. 


N. L. Piotrowski, President 
A.C. Mack, Managing Underwriter 





Telephone Harrison 7358 





“A Staunch and —— American Company” | 
EST. 1880 D. M. FERRY, JR., President 
ees ce Seetch E. J. BOOTH, Vice-President 





Treasurer 


“37 Years of Honorable Indemnity” 


CASH CAPITAL, $400,000.00 
Assets, $1,871,931.54 Surplus to Policyholders, $800,192.09 Losses Paid, over $8,847,589.02 


WM. T. BENALLACK, General Agent, Home Office Department, DETROIT, MICH. 




















Indiana Mutual Automobile Insurance Company 








LA PORTE, INDIANA 
We specialize on Automobile Insurance (full coverage). 
agents. If you are not getting this Home Office service let us tell you more. 


F. C. BREWER, Sec. and Treas. 


It means service to our 











INCORPORATED 1824 


United States Fire Insurance Co. 


Capital - - $1,400,000.00 
Assets- - - 7,525,508.76— 


Western Department Home Office Pacific Coast Dept. 
FREEPORT, ILL. 95 William Street SAN FRANCISCO, CAL. 
NEW YORK 








ARIZONA 
FIRE INSURANCE COMPANY 


PHOENIX, ARIZONA 


‘CENTRAL DEPARTMENT 
COVERING: 


ILLINOIS—OHIO—INDIANA 
WISCONSIN — MICHIGAN 


CHAS. P. HALL 


SPECIAL AGENT 


CAPITAL 


$200,000.00 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
GENERAL MANAGER. 


2019 INSURANCE EXCHANGE 
CHICAGO 


























THE OLDEST FIRE INSURANCE COMPANY IN NEW JERSEY 


Newark Fire Insurance Company 


Newark, N. J. 
107 Years of Successful and Continuous Operation 


Writes Fire, Marine, Tornado, 
Automobile (Full Coverage), Rent and 
Use and Occupancy Insurance 


Licen. ta do business in practically all States in ee 
Union and h Columbia. 


























Will Purchase Life Company 


WANTED—We have a client who has one hundred and 
fifty thousand dollars ($150,000.00) in actual cash who 
desires to purchase the controlling interest in a Life 
Insurance Company. Assets must be in good condition 
and company have not less than five millions of insurance 
All communications absolutely confidential. 


Address Investor, 19-E, care The National Underwriter. 


in force . 











The Best Field in the Insurance Business 


Today is Live Stock Insurance 


We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Illinois, Michigan and Minnesota 


THE KASKASKIA LIVE hae S INSURANCE COMPANY 


Home Office: - . Shelbyville, Illinois 








RE-INSURANCE DEE A. STOKER 
EXCESS RE-INSURANCE | tnsvnaxce uspsnwnrren 


D 11 SO. LA SALLE ST. 
CATASTROPHE HAZAR CHICAGO 


INCORPORATED 1849 


WESTERN 


Insurance ee a 
of Pittsburg 


FIRE AND TORNADO 


DEC. 31, 1917 








THE 


CENTRAL STATES 


FIRE INSURANCE COMPANY 
OF WICHITA, KANSAS 
HENRY C. WHALEN, President 
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FARM RISKS ein 0) ia 10 se eee $300,000.00 
eS ees Surplus to Policy Holders - 378,923.38 

A LIVE AGENCY COMPANY . Assets - - - - - - = = 708,299.89 
Losses Paid to date - - - 6,517,084.28 








Wm. L. Dickelman @ Co. 
Insurance Exchange, 


CHICAGO, ILL. 


For Surplus 


Lines 


Try Us 














AGENTS MAKE MOST MONEY WHEN THEY PUSH 


AUTOMOBILE LIABILITY INSURANCE 


Let Us Help You Push. For Pushing Assistance write 


P. A. COOLING CO., General Agents . ° ° INDIANAPOLIS, IND. 

OSAR R. WITTE & CO., General Agents 2 ‘ ST. LOUIS, MO. 

GARNER & MANN, General Agents ° " ° KANSAS CITY, MO. 

E. J. MILLER, General Agent . - DENVER, COL. 

For Other States write the a Office. 

DON’T FORGET, TOO, WE WRITE ALL OTHER CASUALTY LINES. 
An Agency Connection With Us — MEANS REAL SERVICE. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
Capital $500,000 — Assets $1,211,054 





410 TONS OF ae: 
NORTH AMERICA 


PHILADELPHIA 
‘THE OLDEST AMERICAN STOCK FIRE INSURANCE COMPANY 


WE MAINTAIN A DEPARTMENT TO ASSIST AGENTS IN SECURING 

LOCAL RISKS CONTROLLED OUTSIDE. IF THERE ARE ANY SUCH RISKS 

IN YOUR FIELD, WRITE US_ABOUT THEM. WE MAY BEABLE TO HELP YOU, 
IT IS WORTH TRYING 
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Formerly THE WESTERN UNDERWRITER 
, A WEEKLY NEWSPAPER ON INSURANCE PART TWO 
i TWENTY-SECOND YEAR No. 28 CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, JULY ll, 1918 $3.00 per Year, 15 Cents a Copy 
*| [| HELPING TO FINANCE OLD POLICYHOLDERS 
= INHERITANCE TAXES ARE BEST PROSPECTS 
ee WHY OUR FEDS | @ 
Increasing Tendency to Place AGENTS Time Now Ripe For Giving Proper 
Heavy Imposts on Property Attention to Those Carrying 
Polici 
sides wins agua WE SELL BOTH PARTICIPATING pp 
INSURANCE PAYS DUTIES and NON-PARTICIPATING POLICIES OFFER POSSIBILITIES 
Th th best we can make. iidaaiie tina , 
E Only One Sure Method of Protecting Non Participating Polieiés are on a very P a = d ma ve Many in Ap- 
Estates From Sacrifices Often De- low rate. Participating Policies pay ‘4 ji a ust Be 
a feating Testator’s Purpose evise 





The following paper on the adapta- 
tion of life insurance to the financing 
of inheritance taxation was read before 
the Penn Mutual agency convention at 
Atlantic City recently by C. J. Mc- 
Cary of C. J. McCary & Co., Chicago 


splendid dividends. 


Both forms are 


thoroughly modern and up to date in 
every way including disability clause. 


Every agent will realize the Big Advan- 
tage he has in meeting all competition if he 
has Policies on both plans and both rates. 





Agency managers and general agents 
are daily receiving the complaint from 
the men in the field that the range of 
prospects has been narrowed by rea- 
son of the fact that it is now imprac- 
tical to solicit for life insurance men 


P within the draft age. This condition 

1 general agents. It was prepared by Good Contracts To Live Clean Agents the nonproducing agent 

> Mr. McC nd John R. McFee, man- r mi Pra Herm 

r. : ary anc “ a te fewer people to call on and so less busi- 

cox ae in the same agency: ‘ ness to be had. In some respects this 

? ny aged 4 acess oat . A FARM MORTG AGE BEHIND EVERY POLICY situation is a fortunate one, agency 

‘ cause oO extraordinary needs o gov- INSURANC E managers say, for the men on the firing 

‘ ernment, 1s to impose an increasing PEORIA e | retol V1 MN 2 line. It makes an absolute necessity 

— burden of taxation on property not for them to more intensively cultivate 

Tr. earned by its newly acquired owner. =] =elrar ILLI NOI!IS the territory in which they are working, 

R The necessity of raising billions of sede to alte enmaiceeie meme ne his 

, funds to maintain armies and navies in time to old policyholders than he has 

© the field and otherwise to finance war- 

T. 


fare, compels the government to em- 
ploy methods of taxation heretofore 
never contemplated in any scheme of 
governmental finance. The natural 
principle guiding in raising that part of 





CAPITAL, $200,000.00 


in the past. 


Have Been Neglected 
With a large majority of life men old 
policyholders have been given rather 
scant attention. With some it has 








“ “or > been the custom to make an annual call, 
the governmental budget, allotted, | company bom in the West, Originators of the roe tiger eR Be 
part to be borrowed on bonds, is to built for western people, “Multiple Option” Policy, tak ro sina hil bl :" - ‘t 
impose the burden so as to cause a  iipenmeeans a three-in-one contract. a pg Hote tg Te a ki ae fh 

J minimum of embarrassment to business rr ce calls, the agent seldom cacti vary 
and to the individual income of money- GOOD AGENTS WANTED ss much business. To inform a prospect, 
earners. 


00.00 


184.28 
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Taxes Likely to Increase 


The heir-at-law or the beneficiary 
under a will receives an estate from 
benefaction which he has not accumu- 
lated by his own thrift or enterprise. 
Hence it is likely that taxation against 
inheritances will increase rather than 
diminish. We have now two general 
forms of such taxation, one imposed 
by the state and one by the federal 
government. It may be well to call 
both of them here inheritance taxes. 
In some states taxation of inherit- 
ances or legacies is made to depend on 
relationship to the decedent benefac- 
tor. The statutes providing for this 

(CONTINUED ON PAGE 14) 
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Progressive in Its Ideas 


STEPHEN M. BABBIT, Pres. 





Conservative In Its Management 


HUTCHINSON, KANSAS 








LIFE INSURANCE SECTION 


who is perfecely well aware of the date 
of his birthday, that his age is shortly 
to change is not to deliver a very start- 
ling message. To add the further in- 
formation that insurance under his new 
age will cost more than at his present 
age is hardly to be classed as real in- 
formation. The man almost totally un- 
informed about life insurance knows 
that as his age increases, the rate also 
advances. 


Conditions Call for Change 

The times demand a very serious at- 
tention to this matter of calling upon 
old policyholders. They also demand 
an entirely new selling approach. The 
half-hearted manner in which many 
have gone about calling upon old pol- 
icyholders must be thrown into the 
discard. To those who understand how 
to approach them, old policyholders 
offer a field for new business that is 
without a peer. As an example 47 per- 
cent of the business written by the 
Northwestern Mutual Life in 1917 was 
written upon old policyholders. The 
Chicago general agency of the same 
company secured 55 per cent of its total 
production last year from the same 
source. 

To bring results old policyholders 


(CONTINUED ON PAGE 15) 
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Assets, $2,722,226.66. 





Liberal Policies—Lowest Cost—Promptness in Settlement of Claims. 


Absolute Security of 6 


Operating under the rigid laws of the State of lowa and guaranteed by Deposits of Over $2,190,000.00 with the State of Iowa. 


In Force $56,512,644.00. Surplus to Policyholders $479,058.61 


MERCHANTS LIFE INSURANCE COMPANY bes moines, towa 


SERVICE TO POLICYHOLDERS 


Paid Policyholders Since Organization Over $3,666,000.00 


The Sign 


Service 














INTERMEDIATE SOLD 


——_—_—— 


TAKEN BY CLEVELAND LIFE 





William H. Hunt and Associates Ac- 
quire Controlling Interest in Evans- 
ville Company—Features of 
Transfer 





CLEVELAND, OHIO, July 8.—The 
Cleveland Life has reinsured the busi- 
ness of the Intermediate Life Assur- 
ance Company of Evansville, Ind. The 
deal was consummated last week by 
William H. Hunt, president of the 
Cleveland Life. About 76 percent of 
the stock of the Intermediate is now 
owned by the Cleveland Life. 

The Intermediate Life has assets of 
$1,028,652 and insurance in force on 
Jan. 1, of this year of $7,002,112 and on 
July 1, the insurance in force totalled 
$8,260,234, this being a net increase of 
$658,112 during this year. The com- 
pany had an income for the first six 
months of this year of $176,922. All 
stockholders of the Intermediate will 
receive $101 for their stock, which has 
a par value of $100. The merger will 
make the Cleveland Life a $25,000,000,- 
000 company. The company will enter 
Indiana and Illinois and now operates 
in Michigan, Ohio and West Virginia. 
The Intermediate has a well established 
agency plant in Indiana, which will be 
assumed by the Cleveland Life. 


Had Paid No Dividends 


The fact that the company had not 
paid any dividends to stockholders is 
ascribed as the reason for the sale. 
Several companies put in bids for the 
business. The Cleveland Life is con- 
sidered to have made a fine buy, as it 
not only secures a fine business at a 
cost estimated at $4 or $5 a thousand, 
but also a good agency plant in Indiana 
and Illinois. 


Value of Home Office Building 


The company’s home office building, 
originally purchased for $265,000 and 
carried at $300,000, figures conspicu- 
ously in the deal. On a valuation of 
$300,000, the building earned 3.8 per- 
cent last year. The company has a fine 
agency force of about 35 men and op- 
erates in the two states of Indiana and 
Illinois. Fred Baker, the president, has 
been the guiding spirit of the company 
and had built up a fine plant. 


No Entertainment Features 


There will be no entertainment fea- 
tures in connection with the annual 
meeting of the American Life Conven- 
tion to be held in Chicago. Owing to 
war conditions, the officers and Chi- 
cago companies feel that it would be 
inappropriate to have any banquet or 
anything else than : regular business 
proceedings. The ®onvention will be 
held in the Lexington hotel, which is 





outside the business district. It was 
found necessary to go to an outside 
hotel because the American Bankers 
Association will meet in Chicago the 
same week and all the hotels in the 
downtown district will be crowded. 


Northwestern’s War Mortality 


Up to June 21 the Northwestern 
Mutual had received notice of death, 
where the insured was in military or 
naval service, on 117 lives and policies 
totaling $274,806. The earliest of these 
covered deaths in the Canadian and 
British forces during the first months 
of the war and two were among our 
own troops while on the Mexican bor- 
der in 1916. 

$33,377 on 16 lives represent deaths 
in armies other than our own, mostly 
Canadian. $52,000 on 22 lives are 
charged to our own forces and include 
deaths in action, deaths from wounds, 
drownings at sea and airplane acci- 
dents. Four policyholders were lost 
from the Tuscania, one from the Mol- 
davia and one on the Cyclops. $189,429 
on 79 lives (67.5 per cent of total lives) 
is chargeable to sickness, etc., in camps 
and at sea, not caused by battle. 

Only two deaths have been reported 
on lives carrying policies issued since 
April 10, 1917, that is, with the present 
war restriction embodied in the con- 
tract. 


Hold Agency Meetings 


The Illinois general agency of the 
Aetna Life, Keene & Hoagland, man- 
agers, held a meeting of their principal 
producers in Peoria a few days ago. 
A similar meeting of the Indiana gen- 
eral agency, Keene & Simpson, man- 
agers, was held in Indianapolis, Sat- 
urday. These meetings are held quar- 
terly at each of these agencies and are 
a part of the $100,000 Club’s annual 
program. The annual meeting in each 
state is held in October to which the 
wives of the agents are invited and a 
banquet is given by the managers. 


Conservative Life Notes 


O. E. Hutchens, who started with the 
Conservative Life of South Bend, Ind., 
as an agent, July 6, 1917, in the Muncie, 
Ind., district, and who has made a splen- 
did record in all branches of the business 
since that time, has been promoted to the 
superintendency of the Muncie district, 
succeeding Guy W. Alexander, who has 
joined the colors. 

Ernest W. Imhoff, who was formerly 
superintendent of the Peru, Ind., district, 
resigning in 1914 to go into business 
for himself, assumes the superintendency 
at Peru, succeeding M. J. Thompson. 

Alex J. Vitkus, who has been one of 
the leading agents in both departments 
since starting with that company May 5, 
1917, O. L. Dailey, aegnt at Marion, Ind., 
and A. R. Landis, agent at Marion, Ind., 
for some time, later being promoted to 
superintendent of the same district, have 
joined the colors. ¥ 

Price Humphrey, who has been super- 
intendent at La Fayettegphas taken a 
position as superintendent in the Calu- 
met district. 








agents, medical examiners, and appli 


WM. H. FLANDERS, Mgr. 





’ FLANDERS LIFE AND ACCIDENT SERVICE 
“ORGANIZED 1913 


A scientific service in the i igation of insurance subjects. We make 

for mortgage loans, alse death claim reperts and claim investigations 

OUR FACILITIES ARE COMPLETE—TERRITORY INDIANA 

(Also Other States Organized) 
Central Office 


reports on insurance applicants 


INDIANAPOLIS, IND. 








Conservative Life Insurance Company 
of America 


(Ordinary and Monthly Premium Plan) 


We have openings throughout Indiana for experienced 
Industrial insurance men. Rapid promotion for those 
who can make good. We have several good General 
Agencies open both in Indiana and Michigan in the 
Ordinary Department. Writein confidence to 


A. S. Burkart, Vice-Pres. and Gen. Mgr. 
South Bend, Indiana 


feo] 
INCORPORATED UNDER 

THE COMPULSORY DEPOSIT 
LAWYS OF THE STATE 

\ INDIANA 





Tho Sign of Good Insurance 














THE CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 





The Sign of Good Insurance 
Home Office AS 
DENVER, COLORADO S ee THOS. F. DALY, Pres. 
PRODUCTIVE FIELDS OPEN TO LIVE AGENTS 











Wanted in Illinois, Indiana and Pennsylvania 


100 Industrial Agents 5 Superintendents 
20 Assistant Superintendents 
WHO KNOW HOW 


For new Industrial Work—to open new territory 
and to sell the best thing going. 
Address Industrial Department 


Western Life Indemnity Company 
604 Masonic Temple, Chicago, III. 
33 years’ continuous and successful career. Now known and called “THE OLD RELIABLE” 
GEN. GEO. M. MOULTON, President J. L. MITCHELL, General Agency Manager 











A BUSINESS BUILDING POLICY— 


THE future financial worth of the children of today de- 

pends upon the thrift seed sown now. {Our Child’s En- 
dowment policy plants the idea. Sold to ages 1 to 15 years, 
without medical examination full face value paid for death 
between 20 and 30, becomes an endowment policy at age 30. 
Liberal cash loan and surrender values are provided—A 
quick seller to every one with children. Opers the way for 
larger policies to the whole family. Liberal contracts for 
agents in Minnesota, Michigan, Montana, Wisconsin, North 
and South Dakota. 


SURETY FUND LIFE INSURANCE COMPANY 


Dr. E. KLAVENESS, President MINNEAPOLIS, MINN. 

















“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in alive 
organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 
Ask for the current copy of THE PIONEER. 


WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


376 Pine Street SAN FRANCISCO 
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THE REAR GUARD. 


of success. 


Company. 


Jesse R. Clark, 
President 


No more virile and efficient body of men can be found than 
the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the 
strength and prestige of the Company and the Institution he represents. 
The stronger the rear guard, the greater the agent’s morale and chance 


Four big success factors in the work of the Union Central Agency Force are: 
The GOOD WILL created by farm loan in- 


vestments, developing the Country’s agri- 
cultural resources, and thereby contributing 
largely to the world’s food supply. 


The UNIQUE SERVICE extended freely to 
the insured and their beneficiaries, merit- 
ing the appellation—the Great Policyholders’ 


The SECURITY of the non-fluctuating, panic 
and war proof investments, limited to first 
mortgages on carefully selected cultivated 
farms, and United States Liberty Bonds. 


The SAVING enjoyed by policyholders in 
premium deposits, the result of the Com- 
pany’s superior earnings, favorable mortality, 
and economy of management. 





The Union Central Life Insurance Co. 


Allan Waters, 


CINCINNATI , OHIO. Second Vice-President 
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SIX MONTHS’ RECORD 


Compared With Corresponding Months of Last Year 


New Bus. ist 


New Bus. 1st 


Gain in. Ins. 
in Force 1st 


Gain in Ins. 
in Force 1st 


Company— 6 mos. of 1918 6 mos. of 1917 6 mos. of 1918 6 mos. of 1917 
Amer. Nat., Tex........ $ 2,019,000 $ 1,875,000 $ 670,000 $ 867,000 
Century, Imd@. ..ccccecs ; ,000 700,000 950,000 700,000 
Commonwealth, Neb., .. 4,438,300 4,325,700 2,412,100 1,807,735 
Continental, Del., ...... ,000,000 400,000 1,250,000 800,000 
Conservative, Ind. ..... 1,707,741 1,440,700 603,901 612,438 
Federal, Tl. ..ccccccaes 3,054,352 525,293 $39,722 1,744,761 
Fidelity Mut., Pa...... 8,102,049 193,063 2,661,495 3,565,041 
Ft. Worth Life......... 1,317,576 738,851 49,478 1,210,233 
PYOMMIIM, BE. occeccicee 6,500,000 €,600,000 3,788,924 3,847,485 
Gate THOME . 6 ccewes hae ab rer SG00Ge 8 - wammuiteats 
Geo. Wash. Life....... 1,152,073 1,008,284 620,203 434,168 
Grange Life ........+2. 748,483 De ee re Oo ee eee 
Great Amer., Kan...... Co, rer a ee 
Guardian, N. Y........ 10,500,000 10,8C€0,000 5,000,000 5,000,000 
Guardian, Wis. ........ 653,9 866,848 399,445 594,404 
John Hancock ......... 47,855,000 SGGtmGee # #&#&  igadeaes § §#  s@werneere 
Kansas bife . 65 .666ie% 2,240,325 earn OO "weet! CO See 
Lutheran Internat. .... 249,500 218,009 499,000 406,000 
Midland, Mo. .......... 1,508,800 1,907,600 839,688 997,630 
National, Vt. .......... 9,533,858 L450 SEO | eee 6,476,624 
Omaha Life ........... 684,500 355,000 652,000 341,000 
Provident, N. D........ 2,511,750 2,079,750 1,280,000 1,556,480 
Prov. Life & Acci...... 724,050 119,500 573,087 119,500 
PUNO DUN. ccccccecece 6,595,046 5,214,113 2,554,944 856,257 
Register Life .......... 1,957,824 n-gram 
Security Mut., N. Y.... 3,476,580 3,953,666 643,066 996,037 
Shenandoah ..........-- 620,028 686,861 ~ 292,869 530,675 
er eres Pee 2,442,470 2,182,076 1,427,147 1,191,893 
Standard, Ia. .......... 872,500 1,135,500 415,450 600,000 
State Mut., Mass....... 12,880,990 17,363,459 8,250,000 14,869,762 
Toledo Travelers ...... 99,500 De Oa) re 
Union Cent. .riescscves 34,817,224 eC ea eae 
D. By EMRO cc nccnesceses 1,059,943 1,383,229 —149,073 —31,219 





Goes With the Federal Union 


The rapid growth of the Federal 
Union Life of Cincinnati, has made 
necessary a readjustment of its medical 
department and the appointment of an 
assistant medical director who is to 
give his entire time to the company’s 
business. The Federal Union has been 
fortunate enough to secure for this im- 
portant position, Dr. James E. Guest, 
who for the past five years has been a 
supervising examiner for the medical 
department of the Equitable’ Life of 
New York. Dr. Guest entered into his 
new duties at. the home office of the 
Federal Union Life July 1. Prior to his 
connection with the Equitable, Dr. 
Guest was for eight years medical di- 
rector of the Commonwealth Life, of 
Louisville, Ky. He is well known to 
and highly regarded by the medical 
fraternity of the entire country. 


Elwell Got His Commissions 
BOSTON, MASS., July 6—Fred S. 
Elwell, prominent for his annual ap- 
pearance before the Massachusetts 
legislature with a bill to separate life 
and endowment insurance policies, was 


Successful the past week in recovering" 


$2,884.16 from the State Mutual Life of 
Norcester as commissions due him on 
Tenewals, accruing after he had been 
discharged from the Boston agency of 








the company some two years ago. The 
question at issue was whether a con- 
tract made with the general agency of 
Williams & Jones held good when ap- 
proved verbally by Mr. Williams, who 
succeeded Williams & Jones as general 
agent and continued Mr. Elwell in the 
employ of the agency for a time. The 
action went to a judge of the supreme 
court for final decision. 


Jefferson Standard 


The Jefferson Standard of Greens- 
boro, N. C., will issue a new ratebook 
in August. It has issued a new dis- 
ability clause providing for a monthly 
income of $10 instead of a monthly 
income of $8.33 and a proportionate in- 
crease in rate has been made to take 
care of the increase in the monthly in- 
stallments. 


Columbus Mutual Meeting 


COLUMBUS, O., July 10.—The an- 
nual meeting of the Columbus Mutual 
Agents Association is being held in this 
city this week. Ivan T. Quick is presi- 
dent of the organization. The business 
sessions are at the home office. The 
feature tomorrow will be the address by 
Superintendent W. H. Tomlinson of the 
state insurance department. All day 
Friday will be spent at Buckeye Lake. 

















You Can Get Ahead 


Under the direct agency contract we 
make with our agents. They have a 
real opportunity to earn a reasonable 
commission and build up a permanent 
renewal. Why not take advantage of 
this profit-sharing arrangement? 





A solid, safe Illinois Company 
with over twenty millions of business 


The Central Life 


Insurance Company of Illinois - 
OTTAWA, ILL. 


H. W. JOHNSON Ss. B. BRADFORD 
President Secretary 


W. F. WEESE 
Vice-President 
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IRD. 
BUT THIS IS NOT ALL. 


to YOU at the rate of $50 PER WEEK ey | 

period of disability. Can insurance do MOR d 
Agents wanted in Maine, New Hampshire, Vermont, Connecticut, Penns 

Kansas. An opportunity for Life Insurance Salesmen of ability. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO., 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insurance Company of Néw Hampshire for $5,000 under the Company’s Triple Indemnity 
Plan, what does your Policy guarantee to do? 


The Accident Disability Endorsement RTHER guarantees that in case of total disability as a result of accidentai injury, the Company will pay direct 
such disability, but not to exceed 52 weeks, after which the weekl 

?_ And why should any man be satisfied with a policy that would do less? The cost is low. 

ylvania, North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Missouri, Mississippi and 


ANSWER: 

FIRST, it guarantees that in case of death from any cause, $5,000, the face of the Policy, will be paid. 
SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the face of the Policy, will be paid. 
T that in case of death from certain SPECIFIED accident, $15,000, or THREE TIM 


ES the face of the Policy, will be paid. 
indemnity will be at the rate of $25 PER WEEK throughout the 


Home Office, United Life Building 
Concord, New Hampshire 























RECEIVERSHIP IS ASKED 


STATE ACTS AGAINST GLOBE 





Attorney General Brings Action When 
Stockholders Go to Court to 
Regain Control 





TOPEKA, KAN., July 9—A receiver 
for the Globe Life of Salina, Kan., was 
asked for Saturday on the application 
of the attorney general, acting for the 
insurance commissioner. The appli- 
cation for the receiver came following 
the failure of the directors of the com- 
pany to carry out all of the agreements 
made with the department and the al- 
leged interference with the affairs of 
the company by the Nebraska depart- 
ment. The receivership seems to be 
the only way to straighten out the 
tangled financial affairs of the com- 
pany. It may be possible to discharge 
the receiver later and restore the com- 
pany, but the efforts of the Kansas de- 
partment to rehabilitate the company 
without a receiver seemed doomed to 


failure. 
Examiner in Charge 


Charles F. Hobbs, examiner for the 
department, has been in charge of the 
company’s business for several months, 
following the removal of Felix Broeker, 
organizer and president. Broeker is 
now under bond for alleged misappli- 
cation of funds of the company. W. B. 
Eastman, commissioner and J. H. 
Broady, attorney for the Nebraska de- 
partment, have been investigating the 
sale of the stock of the company in 
Nebraska for some time. Broeker sold 
a lot of stock in that state and there 
is some question as to the validity of 
this stock against the assets of the 
company. 


Restoration Demanded 


The directors of the Globe have been 
demanding the restoration of the com- 
pany to them and that the attorney 
general cease the prosecution of 
Broeker. The directors have main- 
tained that if Broeker were released 
he could put the company back on its 
feet in a short time. The directors are 
accused of doing about everything the 
state did not desire and acting upon 
the advice of Broeker. It has been the 
belief of the state that since the $106,- 
000 was restored to: the company by 
Broeker’s friends the company could 
be rehabilitated and put on its feet. 
The failure of the directors to cooper- 
ate with the state in working out the 
affairs of the company is the direct 
cause of the receivership. 


Stockholder Starts Suit 


J. F. Spoon, a stockholder, has brought 
a suit against the examiner asking that 
the company be restored to the direc- 
tors and that a representative of Spoon 
be permitted to examine the books. 








EXAMINATION REPORT 


SECURITY MUTUAL FINDINGS 





New York Department Advises Bing- 
hamton Company to Reduce 
Its Dividends During War 





The New York department has pub- 
lished its report of the examination of 
the Security Mutual Life of Bingham- 
ton. The loading for expenses of pre- 
miums have reached 20 percent of the 
gross. The expenses incurred in put- 
ting new business on the books and 
collecting premiums on renewals in 
1914 were 18.36 percent; in 1915, 17.9 
percent; in 1916, 21.62 percent; in 1917, 
20.84 percent. 

The Security Mutual has a contract 
with the Agency & Investment Com- 
pany by which the latter agrees that 
during the continuance of the contract 
it will guarantee to furnish good insur- 
ance to the amount of $3,500,000 each 
year and that in the failure to do so it 
will pay the life company $1.50 for 
every thousand dollars in such defi- 
ciency each year. Since 1912 the pay- 
ments to the agency company have 
been less than 12 percent of its capital. 

Last year its rate of earnings on 
policy loans and premium notes 
amounted to 5.55 percent; on stocks 
and bonds 4.42 percent and on mort- 
gages 5.585 percent. 

Conclusions Are Good 


The report gives the following con- 
clusions: 

The financial statement submitted as 
part of this report shows the surplus of 
the company to be _ $139,305.22. The 
schedule accompanying same shows a 
decrease in surplus during 1917 of $73,- 
633.54. The new paid for insurance put 
on the books for the year ending Dec. 31, 
1915, was $7,464,797; for the year ending 
Dec. 31, 1916, it was $9,477,043, and for 
the year ending Dec. 31, 1917, it was $8,- 
644,622. While there was a _ smaller 
amount of new business put on the books 
in 1917 than in 1916, it was better and 
higher premium business, there being 
over $600,000 less term insurance in 1917 
than in 1916. 

The company should take measures to 
curtail its expenses and keep same within 
the loadings. The dividends to policy- 
holders are too high and the company 
should reduce them at least during the 
period of the war. 

The home office organization of the 
company should be systematized, so that 
the present lack of co-ordination between 
the departments may be overcome, there- 
by eliminating duplication. There is no 
criticism intended of any one department, 
but the lack of system in the company 
as a whole seems important enough to be 
taken up by a committee of the board of 
directors. 








Judge Dallas Grover refused to issue 
the order until the state could be heard 
and in the meantime the state brought 
the receivership proceedings. 
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The Intermediate Life Assurance Co. 
EVANSVILLE, IND. 








This is a progressive age. Why not join the ranks 
of a progressive company that will give you a con- 
tract in either of two states where less than 12% 
of the Insurable population are insured in a legal 
reserve company? Let us tell you more. 














$25.00 Weekly Indemnity During Disability 


Membership 68,453 Claims Paid, $1,307,881.83 
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SALE OF ORDINARY 
LIFE ON INCREASE 


Last Year's Annual Statements 
Reveal Growth in Popular- 
ity of This Form 





REASONS ARE OUTLINED 


Company Officials Anticipate Decline 
in Sale of Investment Forms 
of Life Insurance 





Ordinary life insurance is increasing 
in popularity. A glance at the annual 
statement of almost any life insurance 
company will bear this statement out, 
and the average life insurance man will 
be rather surprised to see how large a 
proportion of the average company’s 
business consists of ordinary life insur- 
ance. As an example, in 1913 43 per- 
cent of the business of the Northwest- 
ern Mutual was ordinary life, while in 
1917 exactly 50 percent of the business 
written by that company was on the 
whole life plan. In 1916 the Mutual 
Life wrote approximately $175,600,000, 
of which $31,000,000 was limited pay- 
ment life, and $139,000,000 ordinary life. 
In 1917 the same company wrote $201,- 
000,000 of business, $32,000,000 being on 
a limited payment life plan, and $163,- 
000,000 on the ordinary life plan. Sim- 
ilar increases can be observed in almost 
any company, with the exception of 
those which make a special drive on 
certain forms of investment policies. 
This decided and steady increase in the 
popularity of ordinary life must be 
taken as a reflection of the public atti- 
tude toward life insurance, and it is 
interesting to go a little deeper into the 
question and attempt to get at the rea- 
sons for the large amount of ordinary 
life contracts that are now being sold. 


Reasons Are Shown 


In the first place, it can be stated that 
ever since the Armstrong investigation, 
the public has been much better posted 
on life insurance. Many of the univer- 
sities now have courses in life insurance 
that are taken along with the regular 
work. Life insurance has had the 
greatest publicity in its history through 
the government war risk insurance bill. 
Then, with the war on, people are 
thinking in terms of protection these 
days rather than in terms of invest- 
ment. Protection and self-preservation 
are placed first, and anything in the na- 
ture of an investment comes afterwards. 


Deceptive Methods on Decrease 


In the rural communities, agents for- 
merly greatly deceived policyholders 
as to the form of protection they were 
offering. Hundreds of cases can be 
cited where the assured has been sold a 
20 payment life as a 20 year endow- 
ment. 

The victims of this “camouflage” 
salesmanship have become prejudiced 
against anything but straight life insur- 
ance, and their influence has had its 
effect. 

In the old days the same scale of 
commissions was paid for all forms of 
policies, which meant that the agent 
would sell the prospect the f8¥m carry- 
ing with it the largest commission. 


Decline of Fraternals 
fraternals and 


Seg dnt Wome ot a great deal 


of mess from men of small means 
who are now purchasing ordinary life 
policies from the old line companies. 
The fraternals have been in frequent 
trouble of late. The assessment com- 
panies have, as a general rule, raised 
their rates, and this has had a tendency 





to bring the small purchaser of ordi- 
nary life insurance into the ranks of 
the old line companies. Many compan- 
ies have formed the habit of offering 
to the prospect, following a slightly 
unfavorable examination, an endow- 
ment policy, but refusing to issue an 
ordinary life policy. In this manner 
the endowment contract has come to be 
regarded by many as a sub-standard 
form, and men capable of passing an 
examination for ordinary life will ex- 
press their preference for it over an en- 
dowment policy. 
Heavy Sale in 1918 

The figures of life companies for 
1918 will show an almost unprecedented 
growth in amount of ordinary life busi- 
ness written. This is easily accounted 
tor. Young men between the ages of 
21 and 31 are either in military service, 
or waiting call. The majority plan to 
take out government life insurance so 
that, as a class, men between these ages 
are practically on the prohibited list. 
Men above the age of 31 are not as 
interested in the investment forms of 
life insurance as the men at the younger 
ages are, which means that the great 
volume of business this year will be on 
the ordinary life plan. If the war con- 
tinues this same result will obtain for 
the next three or four years. 

Best for Average Man 

The ordinary life policy is the orig- 
inal, simplest and, for the average man, 
the best form of contract. The insur- 
ance protection it furnishes is cheaper 
to the policyholder, year by year, than 
that of any other permanent form. It 
fits the needs of the great mass of life 
insurance prospects. For most men 
who buy insurance, the conditions of 
life demand the largest returns compat- 
ible with safety. The ordinary life 
gives the largest return, and is abso- 
lutely scientific. 

Paid-Up Policy 

Agents on the firing line use the argu- 
ment that the ordinary life contract is 
any form. of contract that the assured 
wishes to make it. This is true. For 
instance, if the contract has run for 
thirty or forty years and the policy- 
holder has not the same means of pro- 
duction as during the earlier years, he 
may stop premium payments and the 
company will give him a paid-up policy, 
payable to his estate at his death, as 
was the original policy, for an amount 
substantially equal to all the premiums 
which he has paid. 

Other Features 

If he wishes it to be a limited pay- 
ment policy, he may draw down the 
cash surrender value at any time. 
Again, if the policyholder is incapacit- 
ated for earning further premiums the 
policy guarantees that he may enjoy 
the full benefit of its insurance protec- 
tion (the net value of the policy) for 
a specified number of years and days 
endorsed on the policy, without the 
further payment of premiums. 

Three Policies in One 


In other words, a man may carry in- 
surance for forty years or less or more, 
and if having had protection all those 
years his circumstances change, he may 
surrender his policy for full equity in 
cash if he needs insurance no longer, 
thus winning a handsome endowment; 
or he may take paid-up insyrance for 
whatever amount he has already pur- 
chased—virtually as much money as he 
has paid in; or he may have the net 
value of his policy extended for many 
years to come without paying another 
dollar. 

Advantages Sammed Up 

This low premium policy, then, with 
its provisions, enables him to create an 
estate for himself or his family that first 
betOmes more valuable to himself in 
cash h_ year stands; second, 
réaches™its*supréme value his de- 
pendents the moment when most grow- 
ing estates are subjected to the severe 
strain—his death; third, gives, under 
all circumstances, a definite non-shrink- 
able security behind every enterprise 
the success of which depends upon his 
continued life. 
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IN INDUSTRIAL FIELD 


ACTIVITIES QF PRUDENTIAL 





Excellent Work of Pennsylvania Men 
in Cutting Down Arrears—Other 
Records Shown 





Arrears reduced to minimum and ad- 


vance payments increased to nearly 600 
percent. 

G. Frankfort, operating in the 
Ephrata assistancy of the Lancaster, 
ra. district of the Prudential is 
steadily improving the condition of his 
account, and for the week of July 1-he 
reduced the gross arrears to 7.4 per- 
cent and increased the gross advance 
payments to 569 percent of the weekly 
debit. In addition to this good work, 
Mr. Frankfort is producing his share 


of quality business, ordinary as well as 
industrial. 


William H. McKee, who operated as 
agent in the Pittsburgh 2 district, war 
promoted to assistant superintendent 
June 24, Taking the record made by Mr.’ 
McKee since his appointment as a crite- 
rion, he should meet with unusual suc- 
cess in directing the staff of agents 
placed under his supervision. 

Superintendent C. A. Sullens of Cleve- 
land 1 completed 20 years of continuous 
service June 16 and thus became eligible 
to membership in Class D of the P. O. G. 

In March of this year W. E. Allen took 
charge of the debit in the Mt. Hope, W. 
Va., assistancy, Charleston district. Since 
then he has not only done good work in 
securing industrial results, but he has 
kept his debit in excellent condition. 

Going at a faster pace than ever in 
the ordinary production race, C. B. Fa- 
ron of Brooklyn 12 has accomplished 
in six months of this year almost as 
much as he did for all of 1917. 

B. L. Klein of Long Island City, N. Y., 
is making a great record in ordinary, 
and, in addition, his industrial results 
are very commendable. Mr. Klein fur- 
ther demonstrates his ability by keeping 
his accounts in prime condition, as is 
apparent in the low arrears and high 
advance payments on his debit. 

Although in the service only a little 
more than a year, J. I. Turoff, in Brook- 
lyn 11, is clearly demonstrating his abil- 
ity as an insurance underwriter. He is 
steadily contributing, in a large measure, 
to the progress of the district in both 
industrial and ordinary. 

George H. Henninger, an agent in the 
Allentown, Pa., field, leads the district 
and Division K in the production of ordi- 
nary net increase for the current year, 
and from present indications his record 
will be hard to beat. 

His well-wishers will be pleased to 
learn that C. Wanderman’s agency work 
in Los Angeles 3 was so commendable 
that he was promoted to an assistant 
superintendency in San Francisco 1 
July 1. 

In Denver, Colo., J. C. Layton has not 
only distinguished himself as district 
“top-notcher” in industrial net increase, 
but he is ranked high among the com- 
pany leaders in that line. Mr. Layton 
has also proved that he is a firm believer 
in conservation of debit by maintaining 
an excellent condition of account. 





John Hancock Promotions 


The following have been promoted 
by the John Hancock Mutual from the 
agency ranks to assistancies in the dis- 
tricts of their service: Louis Ruggiero, 
Jr., Pittsburgh II; Eugene A. Chapoton, 
Detroit; Michael Mitchell, New York I; 
Harry Gray, Brooklyn II; Clarence T. 
Robinson, Brooklyn II; Joseph H. Kub- 
ler, Cincinnati II; Russell M. Morris, 
Allentown, Pa.; Ernest S. Berry, Salem, 
Mass.; Harry T. Wallens, Philadelphia 
I; Frank J. Sim, Yonkers (Mt. Vernon 
det.); George C. Welsh, Chester, Pa. 
Promoted and transferred: William J. 
Barnicle, from agent at Malden to As- 


sistant at Waltham; Patrick J. B. Sulli- 
van, from agent at Brooklyn I to as- 
sistant at Chester, Pa. 





Superintendent Greenfield Dead 


Superintendent Phillip Greenfield, of 
New York 5 of the Prudential, died the 
other day. He entered the service of 
the Prudential at Buffalo, Jan. 20, 1894, 
and later on in the same year was made 
assistant superintendent in the district. 
He was transferred in 1899 to Brookton 
8. On July 24, 1899, he was appointed in- 
structor of agents, and on Dec. 24, 1917, 
he was promoted to the superintendency 
of New York 5 from an inspectorship. 





Association Activities 











Minneapolis—The Minneapolis associa- 
tion feels particularly gratified that one 
of its own members, J. E. Meyers, man- 
ager of the Aetna Life, has been nomi- 
nated for mayor and no doubt will be 
elected. President A. F. Colwell, of the 
Fargo association, was present and made 
a talk at the last meeting. He laid par- 
ticular emphasis on the fact that this is 
a critical time in the business and in- 
sisted that every man do his utmost to 
further the cause. 

*x* * 

Cincinnati — Twenty-three new mem- 
bers are joining the Cincinnati associa- 
tion this month. This is one of the lar- 
gest groups that ever came into the 
association at one time and is evidence 
of the effective work which has been 
done under the direction of President 
Sam Houston. The Cincinnati associa- 
tion has already begun to encourage and 
promote attendance of members at the 
meeting of the National association, to 
be held at New ge —_ 


Lexington, Ky.—John L. Shuff of Cin- 
cinnati spoke in Lexington, Ky., July 2. 
The Lexington men had a rousing meet- 
ing and took in ten new members. They 


a delegation as possible to the meeting 
of the National association in New York 


City. 
* * * 

Portland, Ore.—At the last meeting of 
the Portland association, Commissioner 
Harvey Wells issued a warning to re- 
baters. Mr. Wells cited two recent in- 
stances in which he had found both 
buyers and sellers of life insurance guilty 
of this offense, and in both cases the 
agents’ licenses were revoked. 

Mrs. Helen Marks, of the Mutual Life, 
spoke on “Women and Life Insurance.” 
W. S. Raker, president of the association, 
announced that there would be no fur- 
ther meetings during the summer 
months. 


Life Notes 


C. Richard Skarin of Lyons, Ill., has 
been employed as special agent for the 
Lutheran International Life. 

Dennis Radford, Jr., general agent for 
the Old Line Accident of Lincoln, Neb., 
in the life department up to July 1s 
wrote over $150,000 in new insurance 
among the farmers. 


D. J. Connolly has been appointed gen- 
eral agent at Sioux City, Ia. for the 
Northwestern National Life of Minneap- 
olis. He was formerly with the Mutual 
Benefit in Sioux City. 


Pratt & Whitney, of Hartford, Ct., 
manufacturers of munitions, announce a 
gift of life insurance under the group 
plan to each of its 3,500 employees, to 
oi. placed with the Connecticut General 

e. 


Senator G. H. Summers, vice-president 
Conservative Life of South Bend, Ind., 
delivered the principal address on the 
flag-raising exercises at St. Adelbert’s 
Polish Church in that city, July 4. 
service flag containing 129 stars was 
dedicated. 


Gerald A. Eubank, assistant paymaster 
in the United States navy, formerly gen- 
eral agent of the Connecticut Mutual at 
Richmond, Va., is now supply officer at 
one of the largest French ports being 
utilized by the Americans in landing 
troops and supplies. Mr. Eubank enlisted 
in the navy soon after war was de- 
clared. 











HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. _ . 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 














LIFE INSURANCE SERVICE BUREAU 


TION OF LIFE INSURANCE COMPANIES’ BUSINESS AND 
REINSTATEMENT OF LAPSED POLICIES ON A THOROUGH ACTU- 
ARIAL BASIS THROUGH A UNIQUE SERVICE TO POLICYHOLDERS 














iow SO. LA SALLE ST. CHICAGO, ILL. 











are making plans now to send as large |. 
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under our direct general agency contract 
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DOUBLE INDEMNITY, 


DISABILITY BENEFITS, 
REDUCING PREMIUMS. 


See the new low Rates. 
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orcanizep Lhe Manhattan Life 


1850 Insurance Co. 
66 Broadway - NEW YORK 























WE SERVE 


$1,458,684 
$2,069,735 
$2,442,881 








California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 


Admitted Assets Insurance in Force 
: $806,584 jy jiipae i $7,862,338 
$976,639 913 $10,000,467 
$1,222,413 1914 $13,059,379 


1915 
1916 


1917 





THE WEST 


$15,349,747 
$22,838,573 


$25,221,480 








Excerpts from the ° 


Financial Statement of December 31, 1917 
of the 


NORTHWESTERN 


National Life Insurance 
Company 


MINNEAPOLIS, MINNESOTA 


ASSETS, $6,186,694.37, increase of 17% over 1916. 


LIABILITIES, $5,602,162.72. 
fund, $548,531.65. 


APPORTIONED FOR DIVIDENDS, $263,206.57, in- 
crease 23% over 1917. 


INSURANCE IN FORCE, 
28% over 1916. 


PAID TO BENEFICIARIES and POLICYHOLDERS 
to December 31, 1917, $16,966,562,65. 


Surplus and contingent 


$54,193,728.00, increase 





A Western, Mutual, Annual Dividend, Old Line Company 
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NEWS ABOUT LIFE POLICIES 


g New Policies, Premium Rates, Divi- 
dends, Surrender Values and all Changes 
in Policy Literature, Rate Books, etc. 
G*Supplementing Policyholders” Digest, 
Published Annually in May. Price, $2.56 








California State Life 


The California State Life has revised 
its war clause, the new clause reading as 
tollows: “Military or naval. service in 
time of war, or any service allied thereto 
which subjects the insured to any of 
the hazards of warfare, is a risk not 
assumed by the company. In the event 
of the death of the insured while so 
engaged or in consequence thereof 
within six months after the termination 
of such service, the liability of the com- 
pany hereunder is the return of all pre- 
miums paid hereon, with interest at the 
rate of 4 percent per annum compound- 
ed annually, computed from the due 
dates thereof to the date of death.” No 
policies will be issued which provide 
for any permit to enter military or 
naval service. The comnany is thus 
enabled to accept its limit on risks of 
draft age, but it will not consider the 
application of any person of draft age 
who has been placed in Class 1. 





Columbian National Life 


_ The Columbian National Life is issu- 
ing a limited amount of insurance on 
the lives of men who will see foreign 
service for the Y. M. C. A., Knights of 
Columbus, etc. Its limit is $2,000 on 
the 20-payment life plan or higher pre- 
mium form, with an extra annual pre- 
mium of $25 per $1,000. 





Kansas Life 


The Kansas Life at Topeka expects 
to re-write and re-rate its ordinary life 
forms. It has discontinued as of July 1 
its complete protection policies. The 
company has issued four new forms of 
its 20-payment life policy, the premium 
rates at age 35 being $41.30; $39.80: 
$32.65 and $31.15. It has issued a new 
total and partial disability clause and 
also a new war clause. Policies are 
written for any amount on persons of 
draft age and the permit covers per- 
mission for military service within the 
United States. All over $2,500 is rein- 
sured.“ An application and payment of 
extra premium is necessary to secure 
permit for foreign service. The com- 
pany 1s now operating in Kansas, Ne- 
braska and Oklahoma. 





Lutheran International 


The Lutheran International Life is 
now selling 15 and 20 pay life partici- 
pating policies with endowment op- 
tions. On the 20 pay life at age 35 
the premium is $35.10, the endowment 
Payable at the endowment period is 
$1,033.95 or a paid-up policy and $359.89 
in cash will be given or a paid-up pol- 
icy of $1,532.00. In the 15 payment 
life, premium $41.46, an endowment of 
$1,048.96 is payable at the endowment 
period, or a paid-up policy and $414.33 
in cash will be given or a paid-up pol- 
Icy of $1,674.00. 





Life Agency Changes 











George Washington Appointments 


The George Washington Life of 
Charleston, W. Va., has appointed R. L. 
hurman as general agent for northern 
Georgia with address at 1508 Candler 
Bldg. Atlanta, and Charles B. Key, 
general agent for central South Caro- 
lina with office at 300 National Loan 
Exchange Bank Bldg., Columbia. 
he company announces the appoint- 
ment of James A. Edgar, Jr., as assist- 
ant manager of agencies. 





L. B. Messler Resigns 


L. B. Messler has resigned as gen- 
eral agent for the National Life, U. S. 


A., in central and northern California. 
Agency Supervisor Walter E. Webb is 
visiting San Francisco to appoint a suc- 
cessor. 





D. J. Connolly 


D. J. Connolly has been appointed 
general agent of the Northwestern 
National Life at Sioux City, Ia. He 
will have charge of northwestern Iowa 
for the company. 





Opens St. Louis Office 


A St. Louis, Mo., office has been 
opened by the Western & Southern 
Life of Cincinnati. A manager has not 
yet been appointed but the following 
have been stationed to represent the 
company and will continue as agents 
when a manager assumes charge: Phil. 
Becker, C. J. Holloway and William 
Kinsmeter. 





W. E. McIntosh 


W. E. McIntosh, of Belvidere, Ill, 
has been appointed general agent of the 
Mutual Benefit Life for the Illinois ter- 
ritory to the Wisconsin line east to 
Wheaton, south to Joliet and west to 
the Mississippi river. This office will 
shortly be removed to Rockford, Ill. 





Bridgewater Goes to Dallas 


H. S. Bridgewater, who has been 
agency supervisor for the Great Re- 
public Life in California, has been ap- 
pointed general agent for the company 
for Texas, with headquarters at Dallas. 


New Prudential Group Policies 


The William Frankfurth Hardware 
Company, of Milwaukee, Wis.; Wan- 
aque River Paper Company, of Wan- 
aque, N. J.; Union Trust Company, of 
New York; Jackson Brothers, Salis- 
bury, Md.; D’Arcy Advertising Com- 
pany, St. Louis, Mo.; G. A. Grosman 
& Sons Company, Deering Junction, 
Me.; Moses-Rothschild Company, 
Louisville, Ky., clothing manufacturers; 
Nickerson Art Metal Company, Provi- 
dence, R. I.; The Liberty Insurance 
Bank, Louisville, Ky.; all have taken 
group policies in the Prudential. 








* Recent Instance 


© From Real Life 








Thos. A. Buckner, vice-president of 
the New York Life tells a story that 
drives home a most impressive lesson. 
He says: 

“The story dates back a little over 
two years, months before the latest and 
most liberal policy was put-on the mar- 
ket. About Christmas time in 1915, a 
man took a small policy, $1,000. Oh! 
how he now regrets his shortsighted- 
ness. On the 12th of March he writes 
from California, blind in both eyes from 
a gunshot wound, acknowledging the 
first instalment of $100 provided by the 
permanent disability clause. One of the 
elements of pathos in his case is this. 
He is reminded, as the check comes in, 
that when he applied he did so merely 
as a favor to the agent, little thinking 
that circumstances unforeseen would 
switch the favor entirely around. ‘Now 


that I am _ totally knocked out, 
having lost the sight of both eyes when 
the policy was less than a year in force, 
I can realize how fortunate I was in 
dealing with you. I have no further 
premiums to pay and will receive an- 
nually the disability instalments.’ And 
yet he chides the agent, saying, ‘I re- 
member you told me that mine was the 
first application you ever received. 
Hence I understand that you were not 
a real live life insurance man, or you 
would have insured me for $5,000 in- 
stead of $1,000. Had you done so I 
would now be receiving $500 a year in- 
stead of $100 a year. So take my ad- j 
vice, and always sell the applicant 
enough insurance to give him the pro- 
tection that he needs.’ 

“That’s the point. Could I put a Ne 
more impressive argument, or a more Lasalle Station, .£ 
impressive incident before you, or be- Post Office 
fore the man to whom you talk? Cost, Board Trade 
dividends, surplus, all such questions 
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Write yor Felder “ts he 
fade into insignificance before such ee 
facts as these. We repeat the blind Clark St. near Jackson Bly 
man’s exhortation—Always sell your : 


applicant enough insurance to give him 
the protection that he needs!” 
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Des Moines Life and Annuity Company 


of Des Moines, Iowa 
Its Policies Do More for the Man Who Pays 
the Premiums. 


Its Agency Contracts Do More for the Man 
Who Sells the Policies. 


A Happy Combination. 


Writc O. G. WILSON, Agency Manager. 











HOME LIFE INSURANCE COMPANY 


GEORGE E. IDE, President (Now Purely Mutual) 256 Broadway, NEW YORK 


The fifty-eighth annual report shows insurance in force of $146,050,144, an in- 
crease during the year of $12,556,816 The Company paid the policyholders in 1917 
$3,467,823, of which $731,696 was in dividends or premuim refund. Its insurance 
reserve fund was increased by $1,688,199 and the Assets are now $34,542,304.08. 


W. A. R. BRUEHL & SONS, General Managers HOYT W. GALE, General Managre 

Central and Southern Ohio and Northern Kentucky For Northern Ohio 

Rooms 601-606 The Fourth National Bank Building 229-232 Leader-News Building 
CINCINNATI, OHIO CLEVELAND, OHIO ‘ 
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OmawAs, NEBRASKA, 


F. J. Uehling, Secretary 


The “ Giant of the West”’ 














MASONIC TEMPLE (Commenced Business 1872) 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $400,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 
NELSON O. TIFFANY, President and Manager 
MASONIC TEMPLE, BUFFALO, N. Y. 








MASONIC LIFE ASSOCIATION 


BUFFALO, NEW YORK 




















Indiana National Life Insurance Co. 


INDIANAPOLIS 


Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


Our Home Office is helpful; our agents are pleased with 
the treatment accorded them. 
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Insurance to Cover 
Inheritance Taxes 


Is opening new fields 
to Provident 
Agents 


Men are insuring not only 
to protect their families, 
and to protect their busi- 
ness, but also to protect 
their estates. 


Write for information. 
THE PROVIDENT 


Life and Trust Company 
of Philadelphia, Pa. 


Founded 1865 

















WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 
per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
~ directly with the Home Of- 

ce. 


We invite correspondence. 
PROVIDENT INSURANCE 


COMPANY 
BISMARCK, NORTH DAKOTA 

















“SOMETHING 
NEW FOR 
AGENTS” 





National 
American 
Life 
Insurance 
Company . 





Burlington, lowa 




















SOME HELPFUL SUGGESTIONS MADE 











OME helpful suggestions are made 
by Johnston & Clark of Detroit, 
general agents of the Mutual Ben- 

efit. They say: 

The work and progress of the indi- 
vidual producer is ever a source of 
great concern and interest to us. We 
realize fully, as must you, that compar- 
atively few of our coworkers are accom- 
plishing what they should, based upon 
their capabilities. A careful analysis of 
the records of the “pacemakers,” as 
given in our monthly bulletins from 
time to time, indicates, with rare excep- 
tions, that even these “pacemakers” de- 
vote only about one-half as much time 
to actively soliciting as we believe 
should be given to this class of work 
to insure adequate returns. In the first 
place, the average man does not begin 
his work early enough in the day. A 
field man should devote his time care- 
fully and fully to his work, as much so 
as bankers and other business men. 


Should Start Earlier 


Many of our men do not begin their 
day’s work before 9 or 10 o’clock in the 
morning, and yet we see no reason why 
a man in our business should not be at 
his office by at least 8:30 in the morn- 
ing. While it is true that as a rule 
nothing much can be accomplished in 
the way of soliciting business men be- 
fore 9:30, yet this fact in our opinion 
does not in the slightest warrant a man 
in not reaching his office at least an 
hour before he begins his active daily 
soliciting, in order to dispose of any 
office details, etc., so as to avoid any 
possible interruption of a well planned 
day’s campaign every day. 

Wumber of Calls a Day 


We can’t understand how a man en- 
gaged in the business in the proper 
spirit for permanent and marked suc- 
cess can be satisfied with less than from 
eight to ten calls per day, and what we 
mean by calls is where he gets in per- 
sonal contact with parties he is seeking 
to see. The mere fact of calling on a 
man who cannot be seen, or who is 
found out of his office or place of busi- 
ness, is hardly to be termed a call, for 
if you can’t come in personal contact 
with your:party you can’t hope to ac- 
complish much, if anything. If you 
only see him for a moment this gives 
you an opportunity for making a defi- 
nite appointment for a future inter- 
view. 


Two Good Interviews 


We feel also that a man should not 
be satisfied with his day’s work with 
less than two good interviews, and 
what we mean by interviews is where 
he is able to give his full sales talk 
uninterruptedly. In this connection we 
want to emphasize the importance of 
having a definite sales talk. Based upon 
the average of our most successful men 
where one application is secured out of 
every two or three interviews, we can’t 
understand how any man who is devot- 
ing his time and efforts properly to the 
business, can go a week without pro- 
ducing at least one nice application. 


City Men Work More Consistently 


From actual observation and experi- 
ence we have no hesitancy in saying 





that our Detroit men work regularly 
very much more consistently in keeping 
with the well-known principles for suc- 
cess than do our out-of-town men, with 
few exceptions, which we think easily 
accounts for the fact¢hat a much larger 
percentage of our Detroit men are 
among our leaders than men working 
outside of Detroit. The fact that a few 
of our out-of-town men regularly rank 
among our leaders shows conclusively 
that conditions for production of busi- 
ness in Detroit are not more favorable 
for results than elsewhere. 


Pilling a Day With Work 


Somebody has truly said that “Life is 
simply a bundle of habits,” therefore, 
we need to get ourselves into the habit 
of filling our day full of definite work, 
permitting nothing to interfere. If you 
had ten definite business appointments 
during the day there are few men who 
would not enthusiastically enter upon 
the work, closing their eyes and ears 
to every distraction which constantly 


arises in your daily work. ‘Therefore. 


acquire the habit of making an appoint- 
ment with yourself in an effort to see 
from eight to ten men every day—not 
some men, but certain men, and segre- 
gate your list of names whereby you 
can accomplish most with the least ef- 
fort; in other words, greatly increase 
your efficiency in your regular work. 


Working More Effectively 


We know some of our men attempt 
to see a great many people, but have 
them scattered over a large area of ter- 
ritory, when by a little intelligent plan- 
ning they could see the same number 
of people with so much less effort, or a 
great many more people with the same 
amount of effort. Again, undertake to 
add at least two names to your list 
daily to whom you have not previously 
talked on the subject. Such‘a plan will 
surprise you in the vast accumulation of 
wealth in the way of good future pros- 
pects. Our advice is that if you are 
unable to close your prospect the first 
time you are permitted to give a definite 
and successful sales talk uninterrupt- 
edly that you forget the case until some 
future time, and then take a strong 
man with you for your second inter- 
view; otherwise, based upon the ex- 
perience of successful men, your time 
will be better employed devoted to new 
prospects. 


Make Definite Appointments 


Therefore, begin every day by mak- 
ing definite appointments with yourself 
to undertake to see a given number of 
well arranged substantial people on the 
subject of life insurance at stipulated 
hours during the day. Enter upon this 
with the same spirit of enthusiasm and 
determination as if they were definite 
appointments with your prospects, and 
permit nothing to interfere, and have 
your entire day filled with such a plan. 


Evening Work 


We believe it is almost necessary for 
every successful man to give some time 
to evening work, and the newer men— 
the men who have more recently taken 
up the work, it is quite important that 
they give considerable time to evening 





work. Of course men working evenings 
must conserve their strength by not 
working as hard during the day, but 
seven to eight hours of good work, in- 
cluding evening work, will harm no 
man. Too many of our men, and more 
particularly those working outside of 
Detroit, permit their business to be in- 
terfered with by outside interests. 


Tabulations of Time 


We strongly recommend, and urge, 
that every producer at the end of each 








THE OLD LINE 


CEDAR RAPIDS 
LIFE INSURANCE CO. 


CBRobbins, Pres. CBSvaboda, Secy, |i 
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WE have several 

thousand policyhold- 
ers that have never been 
solicited for accident 
and health insurance. 
Here is a golden oppor- 
tunity for a few live 
special men. We have 
ais02,000helpingstock- 
holders in Wisconsin, 
Michigan and Illinois. 


G Are you interested ? 








Write Rupert F. Fry, President 


The Old Line Life 


Ins. Co. of America 
MILWAUKEE, WIS. 
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FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
‘sSuggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 
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Illinois Corn4Belt Is Now THE GOLD BELT 


Nowhere in all the world is there greater prosperity in all lines of 
business, including the life insurance business. 

In that field we have room for a good man at Joliet and another at Ottawa 
who'éan secure and work with men in country districts.) To t we will 
give contracts providing for salary, commissions, expense allowance ai 


c ADDRESS 89-Z CHICAGO GENERAL AGENCY 


Care of The National Underwriter, Chicago 
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15,000 PEOPLE 


Wrote us last year, in answer to 

our-advertising, for an illustra- 

bem of the Fidelity “Income for 
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This Direct Lead Service 
helped to make 1917 the best year 
Aeeity oe wings for’ the right 
ency 0 ‘or 
oun, Write todap— 
FIDELITY MUTUAL LIFE 
Insurance Co., Philadelphia 


Insurancein force Walter LeMar Talbot, 
over $142,000,000 President 
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day make a careful tabulation of just 
the way his time—hours and minutes— 
has been spent. Under this plan you 
will find, we believe, almost without ex- 
ception, a tremendous amount of your 
time—your capital—unprofitably spent. 
We would like to recommend that our 
men club together in pairs for the pur- 
pose of exchanging data and a con- 
structive criticism on their daily work, 
and in this way one man accounting to 
the other for his time from day to day. 
We believe this would be really more 
effective than a man accounting to him- 
self, and thus materially assist in the 
elimination of waste, and the increase 
in your efficiency. 


Should be Getting Results 


If any man is working in accordance 
with the above suggestion, which we 
feel he should in the proper discharge 
of an obligation to himself, his family, 
and his business, and is not enjoying 
results commensurate with his efforts, 
then unquestionably there is something 
wrong with the methods employed, in- 
cluding his sales talk, or else he is not 
making an intelligent and wise selec- 
tion of the people seen. 

You are your own boss, and every- 
thing you do to increase your efficiency, 
and the greater the efforts put forth, 
means a material increase in your earn- 
ings. 

Saturday Is a Good Day 

Many of our workers apparently re- 
gard Saturday as a poor day for busi- 
ness, as most of them appear inclined 
to celebrate the day largely as a holi- 
day, as so many in other lines do. 
There are a few exceptions, however, 
and as our records prove, Saturdays are 
often the most profitable days such men 
enjoy. There are thousands of travel- 
ing men who are home on Saturdays, 
and cannot be seen to advantage at any 
other time. There are thousands more 
who are daily employed, and are not 
easy of access on other days, but who 
can be seen Saturday afternoons. Of 
course it takes some time and prepara- 
tion to get definite appointments with 
these people but it is easily possible to 
have your entire day on Saturdays filled 
with definite appointments, which are 
certain to result in a splendid business. 








Presents Arguments for 
Income Policy 








Dr. Van Ardsall of the Equitable of 


New York has prepared a letter that: 
can be used in explaining the income‘ 


policy. He says: 

F “Every person dependent upon earn- 
ings from personal services should sys- 
tematically save a part thereof each 
year as a provision for the time when 
such income must cease. I am sure 
you will welcome any suggestion that 
looks to the solution of this problem, 
if made in good faith. A solution that 
covers all the contingencies of personal 
experience should accomplish the fol- 
lowing results: 


1. The saving of your money by a 
method that safeguards against 
loss. 

2. Having your money availabale 
for withdrawal from your sav- 
ings account if emergency de- 
mands it. 

3. The use of both principal and in- 
terest for yourself. 

4. It should guarantee that; your 
income will continue to the last 
day of your life. 


“Very few people accumulate savings 
‘enough so that the interest on their 
‘funds will support them after they re- 
tire. “Five per cent, exclusive of taxes, 
is a very high rate of interest to earn 
in a safe investment, yet savings of 
$12,000 invested at 5% would yield an 
annual income of only $600. If the in- 
terest alone upon your savings will not 


be compelled to use the principal. Will 
it last as long as you live? 

“So far as I know, the only solution 
of this problem is a combination of the 
security of a bank in saving your money 
with the larger income that a life in- 
surance company can provide by re- 
funding both the principal and inter- 
est to you during your life-time. This 
is not life insurance but income as- 
surance. It is an entirely new prin- 
ciple in personal economics, devised 
and guaranteed by one of America’s 
most substantial financial institutions. 
I will call in a few days and explain 
it to you. 





Value of Courtesy 
Is Illustrated 





William Edwin Nichols of Chicago, 
one of the great producers of the New 
York Life, and a man of considerable 
personal wealth, remarked the other 
day that too many life insurance men 
forget courtesy in the ordinary activ- 
ities of business. He said that the 
value’: of courtesy never appealed to 
him so strongly as the other day when 
he closed a $200,000 case. He had been 
calling on a very busy man, but had 
been unable to see him. He took par- 
ticular pains to be courteous to the 
telephone operator and in due season 
the operator found a way for Mr. 
Nichols to get to see the chief. He 
said that had it not been for the assist- 
ance of this operator he doubts 
whether he could have‘gained an audi- 
ence. 

In pressing this point Mr. Nichols 
declares that courtesy must. not be of 
the strained variety or affected. It 
must come right from the heart and 
be sincere. He states that he endeav- 
ors to treat with deference office boys, 
telephone: operators, or any employe, 
first because they deserve that kind of 
treatment and, second, because it 
creates a big business asset for any 
man who is large enough to realize that 
all the world is akin. 

“It pays to keep in mind the sub- 
ordinates in every office,” remarked 
Mr. Nichols. “They can be very often 
of benefit to you and, furthermore, you 
encourage them by giving them a little 
attention.” Mr. Nichols makes it plain 
that by courtesy he does not mean 
being fresh or flippant. He believes 
that the young woman in business is 
deserving of proper consideration and 
that she merits that politeness of heart 
which should be possessed by all. 

















| 54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 


Boston, Mass. 


















E ACID TEST Capable Agents Wanted 
ine. ol high on the list 
rality f igh on ist. 
ni veal aces —= 1g e lis 
Low Cost OF BOSTON CHUSET] 


J. C. CAMPBELL, State Agent S. W. Cor. State and Third Sts., COLUMBUS, OHIO 











s *s_ - APROPOSITION THAT WILL MAKE 
Something Worth While a handsome income for wide-awake, ener- 
getic salesmen, is offered by an old line 

LIFE INSURANCE company that can show the public the best restults of any company 
in the United States and therefore easily sold. All communications will be held confidential. 


If interested address 84-N, care The National Underwriter. 

















Has the Life Insurance Field Become More Limited ? 
NOT WITH US 


Our Agents can sell policies on the annual premium plan, up to 
$3,000, to young men and young women as young as age 2. It is 
surprising how much annual premium insurance for goodly amounts 
can be placed on the little folks, protective insurance and educational 
and business start endowment insurance. This extension of the age 
limit for ordinary insurance down to age 2 helps considerably in these 
days and we have other advantages that help still more. Our new 
business this year is more than 50% larger than the new business for 
the same period last year. By the way, if your Company will let you 
write our insurance for children as a side line, we will. Some are 
writing as much as $10,000 a month of this insurance as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, :: Chicago, Ill. 














Northwestern Illinois 


Northeastern Indiana 
Guaranteed Low Cost Policies 


Any one of the above is an absolutely first class Opportunity. If your record is clean and you 
can furnish evidence of your ability as a Personal Producer, your application will be considered. 


WANTED —Managers for These Important Districts 


Central Illinois 
Southern Indiana 
As Good As We Can Make Them 


Supervisor for 
Ohio 


ADDRESS ‘ 


S. W. Goss, Vice-Pres., Security Life Insurance Company of America, The Rookery, Chicago 

















George Washington Life Insurance Co. 








$ -1,500,000.00 
10,100,000.00  . 


Resources  - - 
Insurance in force, - 














provide an adequate income you willl 





A State Agency open. 





For particulars address, 
H. M. HOLDERNESS, Agency Manager. 
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GROUP INSURANCE 


THE sixty-third annual report of the 
Connecticut insurance commissioner will 
be of value this year chiefly because Com- 
missioner MANSFIELD has inserted the 
paper on group insurance read by Ac- 
tuary H. Pierson HamMonp of the de- 
partment at the NATIONAL CoNVENTION OF 
INSURANCE COMMISSIONERS last summer. 
This paper was particularly of value be- 
cause of its comprehensive treatment. It 
was really a history of group insurance 
up to date. Mr. HaAmMmownp in his paper 
reviewed the last five years of group in- 
surance showing its development, growth 
and refinements. Accompanying the im- 
portant paper of Mr. HAmmownp is a bib- 
liography of group insurance and also a 
summary of the laws relating to the sub- 
ject. This, therefore, is placed in per- 
manent form by being included in the re- 
port of the department. 








SHOULD MEHT THE DEMAND 


Tue other day|in one of the large 
cities a woman who had inherited an ex- 
tensive estate largely consisting of busi- 
ness enterprises desired to secure $25,- 
000 term insurdnce, feeling that at the 
present time she could not afford to 
pay for that much higher priced insur- 
ance and maintain her standard of liv- 
ing. She anticipates, however, that 
during the next five years or so her 
business enterprises and other inter- 
ests will develop so that this term in- 
surance can be converted into higher 
priced forms. 

When the agent who secured the ap- 
plication began casting about for 
proper carrying capacity he found that 
in almost all cases agents were unpre- 
pared to meet the situation and had 
to communicate with their home offices. 
Companies as a rule seemed to be hesi- 
tant about accepting a term policy on 
a woman. This case goes to show that 
companies must modernize their prac- 
tice so far as business women are con- 
cerned. Here is a case, for example, 
where a woman is certainly on par 
with a man, so far as life insurance is 
concerged. There is absolutely no 
moral” hazard. This woman desires 
$25,000 insuratice for perfectly Jegiti- 
mate purposes. The agent who can- 
vassed the situation found that the 
term policy is the best one for her at 
the present time. We must realize that 
women are to take their places in the 
world of business and occupy similar 
positions with men. The sooner com- 





panies recognize this fact and prepare 
to meet the changing situation the bet- 
ter it will be for them and their agents. 
We should not cling to past prejudices 
because the world has moved.on several 
laps since old rules were made. If 
there is an economic demand by women 
for life insurance, and women can meet 
the standards set for men, they should 
not be deprived of it. 








VALUE OF CONVENTIONS 


THE conventions this year will be. of 
more than usual interest because the dis- 
cussions and papers will center around 
the work of life insurance in war times. 
The war conditions are such that they are 
affecting almost every line of activity. It 
is well, therefore, at these annual conven- 
tions that the chief thought be given to 
the situation that is presented at the pres- 
ent time and the best way to meet it. In- 
surance agents have found it necessary to 
realign their prospects, get new argu- 
ments, work in entirely new fields. 
There are many problems coming be- 
fore life insurance companies and 
agents these days. These form the 
topic of conversation when insurance 
men get together. The conventions 
this year, therefore, can be made of 
great help in giving the latest and best 
information. d 








LONG TERM ENDOWMENTS 


Many life insurance men these days 
are selling long-term endowments so that 
the assured himself may receive the bene- 
fits of his insurance at a stipulated time. 
Many men desire a stipulated income or an 
amount of money coming due at their 
business retirement. This has caused 
some of the companies to bring out a 
policy that matures as an endowment at 
age 65 or 70. The government has seen 
the value of this plan in that it has ar- 
ranged for the soldiers and sailors to con- 
vert their insurance after the close of the 
war to endowment at age 62 if they so 
desire. This kind of a contract appeals 
to many men who wish to arrange for 
time of life when their incomes will prob- 
ably be reduced or eliminated. 








TREMENDOUS ARGUMENT 


Wuat a tremendous argument for life 
insurance was the awful railroad catas- 
trophe which occurred a few miles from 
Chicago when the Hagenbeck-Wallace 
Circus train was wrecked and sixty or 
more lives were wiped out in an instant. 
Most of the unfortunate victims,’ being 
performers in the sawdust arena, were, of 
course, in the pink of physical fitness, and 
had every reason to believe that their 
lease of life was better than the average 
person’s. No man can say when his turn 
may come.—Organizer. ’ 








MANAGING underwritersdepreciate all 
the first American Insurance policy. The 
money -paid for Liberty bonds is merely 
adding to the reserve value of this same 
policy.” 








“Most successful agents have their of- 
fices under their hats.” 





Horers do not have a monopoly of 
board rates, nor clergymen of -union rates, 
nor surgeons of cut rates. 





Personal Glimpses of 
Life Underwriters 





The women in the home office of the 
American Central Life of Indianapolis, 
it is announced, have organized a knit- 
ting club, President Woollen supplying 
the yarn. This is all right if it is to be 
woolen yarn, but if fust a plain, ordi- 
nary yarn is to be supplied, Major C. 
B. Carr or Roy Hunt can spin it better. 
In any event, being in Indiana, it will 
of course be “dry yarn.” 


Morton & Morton, St. Louis general 
agents of the Connecticut Mutual, are 
giving special attention to monthly in- 
come and corporation insurance. An 
attractive circular has been gotten out 
giving a view of their offices and the 
names of nine specialists on these 
forms attached to the general agency. 
An hour glass occupies a prominent 
place on the first desk in the picture, 
while the aphorism “Time Flies,” with a 
winged hour glass, is played up in the 
circular. The fact that the company 
has been operating for seventy years in 
St. Louis is also given prominence. 

Geoge Graham, who has been made 
vice-president and actuary of the Mis- 
souri State Life, is one of the leading 
men in the business, substantial and 
well equipped in every way. He is 
exceedingly popular and is regarded as 
one of the most evenly balanced life 
underwriters in the west. He was for- 
merly actuary of the Illinois state de- 
partment and in that department at- 
tained high distinction. His many 
friends are glad to see his advancement 
in the ranks. 


Edwin A. Olson, vice-president and 
general counsel of the Scandia Life of 
Chicago will be a candidate before the 
coming primaries for county judge of 
Cook county. Mr. Olson is on the 
ticket of the so-called Brundage ele- 
ment of the. Republican party. He is 
a man of fine legal and business attain- 
ments. Mr. Olson has never held pub- 
lic office, although at one time he was 
on the ticket for superior court judge. 
He is one of the live wires at the 
Scandia home office and in connection 
with the legal department is also at 
the head of the agency work of the 
company. Mr. Olson has been inter- 
ested in civic affairs for a long time 
and would make an ideal man for the 
position to which he aspires. 


Guy C. Goodfellow of Peoria, IIl., 
manager of the Connecticut Mutual 
Life, has received word that his son, 
Lieut. Thomas Goodfellow, fell on the 
field of battle in France. He was 22 
years of age and was a University of 
Illinois man. 


Charles H. Willis, general agent in 
Des Moines for the Bankers Life of 
Iowa, and one of the well-known life 
underwriters of central Iowa, died sud- 
denly as he was entering a Masonic 
lodge room Friday evening. Heart 
trouble caused the demise. Officials 
from the Bankers Life attended the 
funeral Monday afternoon. 


G. B. Pattison, secretary of the 
Peoria Life, has enlisted in the Ca- 
nadian army, in the artillery depart- 
ment. He will leave Peoria July 15, go- 
ing direct to Toronto. He does not 
know where he will be stationed. 

Mr. Pattison has been with the com- 
pany seven years as actuary and for the 
past year as secretary and actuary. 
The company has given him leave of 
absence for the period of the war, and 
he retains his position. During his,ab- 
sence his work will be in charge of 
Paul Bourscheidt, assistant actuary. 


Miss Claramae Copeland, daughter of 
George E. Copeland, superintendent of 
agencies of the Northwestern Mutual 
Life, was instantly killed when run 
down by an automobile at midnight on 
July 3 while crossing Grand avenue to 
reach the Copeland residence at Nine- 





teenth street, Milwaukee. Miss Cope- 
land had ‘spent the evening in assisting 
at the Soldiers and Sailors Club, an or- 
ganization which she helped to organ- 
ize and conduct for the benefit of visit- 
ing service men. She was .30 years of 
age and prominent in Milwaukee so- 
ciety. : 

' Over two millions of life insurance 
have been personally written by Frank 
W. Shanbacher, of Ridgway, Pa., since 
last November, in small cities and 
towns in western Pennsylvania, solely 
on the strength of the inheritance tax 
argument. The amounts making up this 
total have ranged largely from $50,000 
to $250,000, thereby proving that the 
argument goes just as well with men 
of comparatively small fortunes as well 
as with those of great wealth, and as 
successfully in small towns as in large 
cities. . 

The secret of Mr. Shanbacher’s suc- 
cess is attributed largely to a unique 
set of copyrighted charts which he has 
devised and which he uses in his work. 
These charts, printed in two colors, set 
forth the inheritance taxes of every 
state in the Union, and enable the pros- 
pect, no matter if his holdings are scat- 
tered throughout a score or more of 
jurisdictions, to ascertain almost at a 
glance the exact amount his estate will 
have to pay at his death. 

Mr. Shanbacher now plans to arrange 
an exhibit at the forthcoming New 
York convention of the National Asso- 
ciation of Life Underwriters, in order 
that the charts may be examined at 
first hand by those in attendance. 


Julian S. Myrick, of Ives & Myrick, 
managers of the Mutual Life in New 
York City, has been in Chicago for a 
number of days, attending the annual 
convention of the American Tennis As- 
sociation, of which he is_ secretary. 
Ives & Myrick produced $15,000,000 of 
business in New York City last year, 
thus leading all other agencies. The 
second agency was the Mutual Benefit 
Life under Manager L. A. Cerf. The 
third agency was the John I. D. Bristol 
agency of the Northwestern Mutual 
Life. 


Vice-President R. W. Stevens of the 
Illinois Life, has taken a few days off 
to have his tonsils eliminated. Mr. 
Stevens has been suffering intensely 
from lumbago and the cause was traced 
back to his tonsils. He was taken to 
the hospital last Friday when the 
operation was performed. Between 
breaths, R. W. found opportunity to 
sound the glories of the Illinois Life to 
the surgeons. He is back on the firing 
line this week sans tonsils and able to 
pound out some surcharged thoughts to 
the field men. 


Back from a speaking tour that has 
embraced some nine states and extend- 
ed from New York to North Dakota, 
President Lawrence Priddy, of the Na- 
tional Association of Life Underwriters, 
announces a gain of 422 new paid-for 
members. The smallest number taken 
in was seven and the largest 49. At 
Dayton, Ohio, a new association was 
organized with 41 members. President 
Priddy had an opportunity while on his 
tour of canvassing the life situation and 
reports that business is about the same 
as last year. 

As an additional speaker at the Na- 
tional convention that will be held in 
New York in September, President 
Priddy has secured Dr. J. H. Kellogg. 
Dr. Kellogg, who is medical director of 
the Battle Creek Sanitorium, will speak 
on “Life Insurance vs. Death Insur- 
ance.” 


A local sidelight on the government’s 
thoroughness in. administering | the 
“Trading With the Enemy Act” i§ re- 
ported by Secretary E. J. O’Shea of the 
New World Life of Spokane. A Ger- 
man reservist, formerly of Dallas, Tex., 
but now a prisoner of war at Knocka- 
loe, Isle of Man, was the owner of ten 
shares of New World Life stock. In 
an attempt to join the German army, 
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In the Merry Month of May 


Five of our General Agents in Minnesota and North Dakota Wrote 
263 applications averaging $2,000 each for a total of $524,000 per- 
sonal business. Each agent averaged 52 applications for $105,000 
for $3,300 in premiums. 


These agents were enabled to write this large business thru 
banking connections made for them by the company. 


If you are a real closer, we can lead you to a half million of business between July 1st and December Ist. 
The farmers have the money and we have the bank connections thru which to reach them. 


Lincoln Life Policies Are Liberal and Attractive. 


LINCOLN NATIONAL LIFE 


SSNyU HOME OFFICE: FORT WAYNE, INDIANA 


Now Over $67,000,000.00 in Force—‘rrcur record. 


We have similar banking connections ready made for several 
more general agents, but we haven't got the general agents. 


Par., Non-Par., Sub-Standard and Special Low Cost Forms 


WRITE US TODAY 














he took passage on a ship which was 
stopped on the high seas by a British 
cruiser. He was taken off as an alien 
suspect and sent to the detention camp. 

Comparison of records resulted in a 
demand being made by the government 
through its alien enemy custodian, A. 
Mitchell Palmer, for possession of the 
stock, and it accordingly was surren- 
dered. 


The Prudential has just issued a pam- 
phlet of 101 pages on “The Malaria 
Problem in Peace and War.” The pam- 
phlet is the work of Dr. Frederick L. 
Hoffman, third vice-president and sta- 
tistician of the Prudential. Dr. Hoff- 
man has gone into his subject with his 
usual thoroughness. His presentation 
of environments in which malaria is 
prevalent is exhaustive. He carefully 
reviews the various methods generally 
adopted to combat the disease and its 
breeding places. Not the least interest- 
ing part of the work is the section de- 
voted to malaria experience in war time. 

The Phoenix Mutual Life has created 
a new Office to be known as agency sec- 
retary, and Mortimer Clark Terrill has 
been appointed to the position. He en- 
tered the service of the Phoenix Mu- 
tual in 1909, upon his graduation from 
Yale. Mr. Terrill’s duties wil be those 
of correspondence, instruction and 
looking after details of the agency de- 
partment, of which Vice-President 
Winslow Russell is the head. 


Ray Mills of Chicago, secretary to 
Manager Darby A. Day of the Mutual 
Life in that city, is frequently seen 
playing a clarionet in some of the bands 
at the time of the large parades in 
Chicago. Mr. Mills is an expert on the 
instrument, but never plays profession- 
ally. He is acquainted with some of the 
band leaders who enlist his services on 
important occasions. Somehow or other 
Mr. Mills gets by without having a 
union card, although on various occa- 
sions his standing as a union member 
has been questioned. In the old days 
when Mr. Mills held forth at Paxton, 
Ill, he was a leading member of the 
city band there, participating in_,all the 
occasions when the band held forth. 
When Mr. Day was asked on what in- 
strument his secretary played, he re- 
plied that he was particularly adept on 


MICHIGAN MORTGAGES FOR SALE 
On Lands and Properties 


increasing in value more rapidly than in any 
other state in the Union. Interest 5 to 7%. 
Title Guaranteed. 


MITCHELL & CO., $4 Mssonis Tamale 





playing on the feelings of delinquent 
agents. 


The Northwestern Mutual reports 
that R. F. Clendenin, its district agent 
at Paris, Ky., reported insurance on 
68 lives for $113,500 during May. The 
policies on two lives were “additional,” 
so he is only credited with 66 on the 
card. 

The occupations were as follows: 

2 country merchants. 

1 clerk. 

1 attorney. 

1 clothing merchant. 

63 farmers. 

The amounts of the policies: 

7% for $2,000 each. 

4 for $3,000 each. 

1 for $3,500. 

7% for $5,000 each. 

49 for $1,000 each. 

Thirty-six of the applicants were 
strangers, twenty-two were acquaint- 
ances and ten were old policyholders. 
All except one were written on the 
first interview. Only two policies for 
a total of $4,000 were on the term plan. 

The Northwestern says “every 
agent should give this record careful 
thought, and remember Paris (Ken- 
tucky) isn’t a very large city and much 
of this business was secured in the 
country, requiring a lot of traveling 
and long distances. The vast majority 
of our agents have as good or better 
territory as regards population and 
business conditions, most of them will 
admit they are just as well equipped 
mentally and physically as Mr. Clen- 
denin, but only a very few even ap- 
proached his 
amount.” 


Dr. W. H. Mullen, state agent for the 
Commonwealth Life of Omaha, has 
been giving the Germans heart treat- 
ment by giving patriotic addresses dur- 
ing the past six months under the di- 
rection of the state council of defense. 
He takes no pay, even paying his own 
expenses in many cases. Nebraska and 
the west are proud of Doctor Mullen. 


Northwestern Mutual Meeting 


The annual meeting of the North- 
western Mutual agents will be held at 
the home office the first three days of 
next week. At the annual dinner Tues- 
day- evening the speakers will be 
Charles D: Norton,. of New York City, 
on “Our Allies”; E. J. Cattell of Phila- 
delphia, on “Fighting Hopefully,” ‘and 
John H. Atwood of ‘Kansas City, on 
“Things We Must Unlearn Before We 
Can Understand.” John I. D. Bristol, 
general agent at New York City, will 
speak on the Northwestern’s sixtieth 
anniversary. 
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The Fieldmen of 


The Guardian Life Insurance 
Company of America 


in March, 1918, the first month under the Company's 
new name, produced new business amounting to 


$ 4,820,210.00 
$460,000.00 in excess of the largest amount ever written in any other 
month since the Company was organized in 1860. 


The new business paid for in 1917 amounted to $24,816,657.00 and 
exceeded by $3,751,129.00 the best previous year in the Company’s 
history. 


Assets Jan. 1, 1918 $54,664,135.11 
Guarantee and Dividend Fund 5,880,822.73 
Insurance in Force 169,043,316.00 


For a Direct Agency Connection with 


A GROWING COMPANY FOR GROWING MEN 


Address: T. LOUIS HANSEN, Superintendent of Agencies 
50 Union Square, New York, N. Y. 
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| Motel la Salle i 


To Chicago’s Finest Hotel 
Wad ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicage 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotels for its perfect service, elegant equip- 
ment and comfortable accommodation. Lo- 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 
RATES: 
ONE PERSON 

Room with detached bath = = = © $2 to $3 per day 
Room with private bath - - = = $3 to$6perday 

TWO PERSONS 
Room with detached hath - = © © $3 to $5 per day 
Rooms with private bath = = © «© $5 to $8 per day 

Connecting rooms and suites as desired 

All rooms at $5 or more are the same price 
for one or two persons. 


Hotel La Salle gives more for the price : 
you paythan anyother hotelin Chicago [§ 4 
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SELLING SIDE OF LIFE INSURANCE 





HE big writers, the men who de- 
T vote nearly all of their soliciting 
.* time to the prospects financially able 
to purchase large policies, know that 
prospects of this kind must be ap- 
proached from a very different angle 
from which the smaller prospects can 
be sold. An agent in one of the large 
eastern cities has prepared an outline 
of a talk which he has used success- 
fully in approaching men of large af- 
fairs. 

His argument is that the basic prin- 
ciple of successful investment practice 
is broad distribution. He says that the 
benefits of an insurance trust may be 
likened to a partner in a plant situated 
on the Mississippi River, near the 
mouth, getting its power from the big 
stream, and which in turn receives con- 
stant contributions from innumerable 
tributaries. As time goes on some of 
these sources may, under certain con- 
ditions, diminish or cease entirely, but 
this is not felt at the plant near the 
mouth. 

The individual estate as a contrast is 
compared to a plant located on one of 
the tributaries which uctuates widely. 
Both the large institution and the in- 
dividual estate take the same loss, but 
to the former the loss is proportion- 
ately insignificant to the total income, 
while to the latter it may be ruinous. 
The argument is visualized by the pre- 
sensation of an outline map of United 
States with arrows leading from the 
home office of the company to each 
state and the amount invested in each 
locality is shown. 

This unique method of presentation 
attracts attention, shows in a pointed 
and pertinent way the distribution of 
the assets of the company, and has 
been used as a strong argument when 
talking to prospects upon the advan- 
tages trusteeship service of the com- 
pany. 


T HE Fidelity Mutual Life emphasizes 
the fact that every policy secured 
should be a nucleus for new business. 
Many companies have blanks on the 
application for names of relatives and 
friends who may become possible 
prospects. Names ofthis character 
should be of great value to the agent, 
especially when he has delivered his 
policy and received the money. Most 
men will be willing to recommend a 
company to relatives and friends, espe- 
cially where they have been treated 
fairly and squarely by the agent and 
are satisfied with the terms of the con- 
tract. Old policyholders should be the 
center around which many others will 
revolve. It is up to the agent to use 
this information and thus keep the end- 
less chain intact. 








VERY frequently some unique plan 
is devised to attract or hold the at- 
tention of a prospect during an inter- 
view. Selling insurance is different 





than selling any commodity or article 
because samples are used with the pur- 
chaser in almost everything but life in- 
surance. The prospect has something 
on which he can fix his attention which 
he can see, feel or taste. In selling life 
insurance the agent must draw an imag- 
inary picture and make it so plain that 
the prospect can see it in’ his mind. 
Because people are accustomed to see- 
ing or feeling articles before they pur- 
chase many life mgn have devices to 
attract the attention of people at the 
beginning or during the interview. 

F@F this reason the pad is regarded 
,as an excellent feature, allowing the 
‘ prospect himself to mark dowf: the fig- 
ures or the agent himself performing 
this work so as to have the prospect 
follow the illustration. In this way at 
least the prospect can see something of 
the results of life insurance. 

Carl Slough in his recent new book, 
suggests illustrations during the inter- 


pect. When a salesman has a sample 
the prospect will probably look at it 
whether he buys or not. He is inter- 
ested in seeing what the salesman has. 
The life insurance man has nothing but 
the ear of the prospect, and it is neces- 
sary to either say something in a very 
forceful way to make a direct appeal or 
resort to some plan that will attract the 
prospect’s attention so that the pre- 
sentation can be made successfully. 
The main purpose of the salesman is to 
get the favorable attention of the pros- 
pect at once. 





HE city agent is very prone to de- 
T vote his entire time to those pros- 

pects who are easiest to see and 
who are located in the central section 
of the city. Business men, professional 
men and clerks of all sorts in down- 
town offices thus make up fully nine- 
tenths of the prospect list. 
Two very important classes of pros- 
pects are missed entirely in this way. 
The manufacturers and those connect- 
ed with manufacturing in managerial 
capacities are frequently far removed 
from the center of the city. These men 
are comparatively easy to interview and 
because of their isolation are not can- 
vassed so frequently. 
The other class that is all too often 
overlooked, artisans and mechanics, is 
especially worthy of attention at this 
time. Many of these men who never 
earned more than $25 a week in their 
lives are now opening pay envelopes 
containing $50, $75 and even $100. 
These men are first-class prospects and 
will buy substantial policies if properly 
solicited. They make excellent material 
for occasional evening work.—Field 
Notes. 





agents that it is a good plan to talk 
to the prospect on lines of protect- 
ing the interests that he thinks most of or 
that appeal to him forcefully. The com- 
pany says that every man has a favorite 
hope or ambition to which he gives pre- 
ferred attention. The thought of this will 
quickly take first place in his mind -if 
given the least encouragement. There- 
fore the agent should study this fea- 
ture which is very close to the heart 
of the prospect. It enables the agent 
to concentrate his arguments upon it. 
The prospect can be shown how life 
insurance enables him to provide for 
the fulfillment of his hopes. If his 
life were suddenly cut short his fond 
dreams would not materialize. Speak- 
ing on this subject the Maryland As- 
surance says: 

Perhaps the prospect is buying the 
home in which he lives, and is carry- 
ing a mortgage on that home. If he 
dies before the mortgage is paid off, 
his widow and children will be forced 
to sell the house at a time when they 
will need a home more than ever be- 
fore. Term insurance, for the amount 
of the thortgage, will automatically 
bring in the money needed to hold 
the home for the family when the 
money-maker has forever gone. 

Perhaps the prospect is a self-made 
man who is anxious that his children 
shall have a college education. His 
death while the children are still young 
will make his hopes for them impos- 
sible of realization—unless, in addition 
to his other insurance, he takes a life 
policy to provide his children with a 
fund for education. 

Perhaps the prospect is wrapped up 
in a church or in a charitable institu- 
tion, and would like to leave for the 
church or charity a considerable sum 
of money. But having a family for 
whom he wishes to provide as well as 
possible, he hesitates to make a will 
favoring his church or charity to an ex- 
tent that would seriously reduce his 
estate. Additional life insurance, with 


T ase Maryland Assurance tells its 





Ambitious, productive and Trustworthy Life Agents 
may be BENEFITED by corresponding with the 








Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 





Incorperated 1851 
‘New Policies with modern provisions 
Attractive literature 
W. D. WYMAN, President W. S. WELD, Supt. of Agency 











ALWAYS A PLACE 
FOR DEPENDABLE AGENTS 


Those who can not only write applications but deliver policies, and are 
energetic in their methods. Good positions are ready for such men. 


Union Mutual Life Insurance Company 


Arthur L. Bates, President Portland, Maine 
Address ALBERT E. AWDE, Supt. of Agencies 
7 W. Madison St., Chicago, Ill. 

















view to hold the attention of the ‘pros- 


the church or charity as beneficiary, 


The 
OHIO NATIONAL 


(The Company with the Big Surplus) 


Life Insurance Company 


Cincinnati 
ALBERT BETTINGER, President 


We have added four new men in the 
$100,000 class or better since December 
Ist; also several other good ones whose 
classes are not yet determined. 

We are not looking for skyrockets, 
but for the boys that burn with a steady 
flame.° 


Liberal commissions, but not too 










liberal. 
Address (in confidence if desired) 
T. W. APPLEBY, Secretary, 
Cincinnati. | 
(Not a man has voluntarily left our employ 
in 3 years.) 
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will solve the problem at relatively low 
cost and to the satisfaction of every- 
one. 

These are simply a few illustrations 
of the suggestion that every man has 
a pet scheme or.dream which he will 
be glad to protect by life insurance if 
the advantages of such a provision are 
tactfully presented. 

Study your prospect, so that you can 
understand and properly protect the 
thing he thinks most of. 





HOMAS J. PROCTOR of Santa 
[Ross Cal., the well known Pacific 

Mutual Life man, says that life in- 
surance should be sold to stick. Com- 
menting on selling insurance to young 
men, he says that he has found that 
those between the ages of 16 and 25 
seldom know their minds and are easily 
influenced by others to drop one form 
of policy for another. He said that the 
general public seems to regard the 20- 
year endowment the best one for the 
young man because it inculcates a sav- 
ing disposition and an estate is created. 


The policy matures at a time when he. 


has reached the age of discretion and 
can appreciate the value of the com- 
petency that has been earned. Mr. 
Proctor says that only where the in- 
come of the young man is limited, mar- 
riage shortly contemplated, or there are 
other dependents, does he advocate 
other forms. He says that an agent 
should make it very clear in selling the 
young man that the company will 
gladly change the form of his policy 
at any time to suit his position. It will 
not be necessary for him to drop his in- 


surance and take a policy in another. 


company whose contract seems to bet- 
ter fit his individual needs. Any com- 
pany can supply the wants of any pol- 
icyholder. 

Mr. Proctor thinks that the great 
value of endowment insurance for the 
young man is that it forces on him the 
obligation of. thrift, and. saving. It is 
necessary for him to meet the pre- 
miums. He has done something that 
requires an obligation to be met. He 
has a definite purpose in view. Most 
young men will not: save unless they 
are forced to. They must have some 
object and. definite purpose. Many 
agents say that they can set aside the 
difference between the premiums of a 
20-year endowment and _ whole life, 
which, invested at 6 percent, will create 
a larger fund than by purchasing an 
endowment - policy. This would no 
doubt be true if the investment. would 
be made, not disturbed, the 6 percent 
secured and the security-be safe. But 
that big “If” is always there. Most 
every man having an endowment to ma- 
ture regrets that he has not made it 
twice the amount it is. 

Mr. Proctor says that if he finds a 
young man’s financial circumstances 
only permit him to set aside a small 
amount for insurance and where he can- 
not meet the premium of an endowment 
policy, of coufse the whole life policy 
is recommended. Owing to the fact 
that the United States government has 
written a tremendous volume of busi- 
ness on the term plan, with the neces- 
sity of having this converted into a 
higher priced form at the close of the 
war, Mr. Proctor predicts that much in- 
surance will be written by tHe private 
companies in the future on the whole 
life plan. Mr. Proctor does not regard 
the young men as the most lucrative 
class of prospects. They are princi- 
pally accumulative in that they are con- 
stant prospects for many years after- 
wards. 





There is a class of business «men in 
the country today who are particularly 
good prospects for life insurance men 
and who have not, as a class, been as 
vigorously solicited as the present 
circumstances warrant. There has been 
much in the newspapers about the 
“Dollar-a-Year-Man,” the leaders in 
various walks of life who have offered 
their services to the government, and 
are now engaged in war work of one 
kind or another. In every community 








Michigan in 1917. 





Over $4,000,000 new business paid for last year. 
HOME OFFICE DETROIT, MICHIGAN ™.« oprieNn, President 


The Leading Home Company of Michigan 


DETROIT LIFE INSURANCE CO. 


for the third consecutive year led all Michigan Companies in new paid for business issued in 


Now h 


as $12,000,000 in force. 








will be found men who are independent 
financially. Their ages range from— 
say 35 to 50, and they have a son, rela- 
tive or some close friend in the service. 
They are anxious to serve the govern- 
ment in some capacity other than by 
merely buying Liberty Bonds or War 
Savings Stamps. The fact that they 
are not contributing in a practical way 
to the winning of the war, leaves them 
in a disturbed frame of mind. They 
suddenly offer their services to the 
government, are accepted and at once 
engage in war work, perhaps are as- 
signed to a rather dangerous task. 
After they have gone, it is too late for 
action on the part of the life insurance 
agent. 

Such men are able to purchase in 
large amounts. There are several in 
every town, irrespective of size. An 
agent has only to talk to such a man 
to see the trend of his thought. He is 
chafing at the bit, anxious to get into 
the midst of things and yet in reaching 
a decision rarely considers life insur- 
ance. It is up to the agent to show the 
important part that insurance protec- 
tion plays in cases like these. Every 
town has a number of wealthy citizens 
too old for-active fighting service, who 
have answered the government’s call. 
The nature of their work is never 
determined before they leave. They 
may be assigned to risky and dangerous 
work. Generally speaking, any war 
— is more hazardous than civilian 
ife. 


Bankers Life Changes 


Important changes involving the 
Cedar Rapids, Iowa, general agency of 
the Bankers Life of Des Moines are 
announced by T. P. Rogers, general 
agent for that territory. W. H. Ryan, 
who has had his headquarters at Cedar 
Rapids as a member of the agency, is 
moving his headquarters to Mason City, 
where he will have charge of the twelve 
counties in northeastern Iowa to which 
he has devoted most of his time. Mr. 
Ryan is moving to Mason City so as 
to be nearer the center of his field of 
operations. 

Harry J. Lynch and Thomas J. 
Lynch of the Cedar Rapids agency are 
removing to Rockford, Ill, as their 
business interests are centered in that 
city, which is their original home town. 
As the firm of Lynch & Lynch, they 
will have charge of fifteen counties in 
northern Illinois, with Rockford as the 
center. 


No Postponement of Meeting 


There will be no postponement of 
the annual meeting of the National 
Convention of Insurance Commission- 
ers, scheduled to be held at Denver 
Sept. 10-13. Secretary Button has com- 
municated with all members and finds 
the sentiment practically unanimous in 
favor of holding the meeting as sched- 
uled. ’ 





The: large number of applications made 
whén an dsurance company or agency ad- 
vertises for a man through the want ad 
section of THe NATIONAL UNDERWRITER 
shows that THE NATIONAL UNDERWRITER 
has the circulation. 








Pioneer Life Insurance Co. 


of America 
Organized 1907 


John W. Cooper, President 
EVERYTHING NEW BUT THE NAME 


KANSAS CITY, MO. 
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Southland Life Insurance Ce. 


DALLAS, TEXAS 


The Progressive Cempany of the South 


HARRY L. SEAY, President 
L. LINZMEYER, Vice-President and Actuary 


A. S. DOERR, Vice-President 











New Masonic Temple 


The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869. 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For 
terms and territory, write to 


WM. MONTGOMERY, Sec’y ond en. Mer. 


ngton, D. C. 











The Toledo Travelers Life Insurance Company 


SECOND NATIONAL BANK BUILDING, TOLEDO, OHIO 
Want Producing Agents for Ohio. Territory 
Opportunity for Advancement 
On Agency Matters Address E. W. GAGE, Secretary 











LIFE—HEALTH—ACCIDENT INSURANCE 


In. addition to a full line of up-to-date life polities, we issue Health 
and Accident Insurance on the monthly plan; also a Farmers’ Special 
Policy in addition to our regular lines of Business Men’s and Commer- 
Now is the time to secure good territory in the state 


cial Policies. 
,of Ohio. 


THE GEM CITY LIFE INSURANCE COMPANY 


A. I. MORRISSETT, Vice-President and General Manager 


DAYTON, OHIO 

















@ No Wisconsin Regiment 
—in any war—has ever lost 
its colors—nor changed 
them. 


gq The Battalion under the 
banner of QGatdianjife ji; 


imbued with the same 
spirit. 


Recruits seeking 

enlistment should 

Address C. L. MILLER 
Director of Sales 
Madison, Wis. 


In Wisconsin Only 





THE PEOPLES LIFE 
INSURANCE co. 


Chicago’s Most 
Progressive 
Company 
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HELPING TO FINANCE 
INHERITANCE TAXES 


(CONTINUED FROM PAGE 1) 


form of taxation are known as collat- 
eral inheritance laws. 


All Are Now Taxed 


The direct descendant, the son or 
daughter and grandchildren, and of 
course the wife, are by these laws usu- 
ally exempt from the tax. The princi- 
ple of extending taxation against ac- 
quired ownership, where the title is 
not obtained by purchase, has led to 
an extension of the inheritance tax, 
regardless of the kinship of the new 
owner with the preceding owner. The 
tax imposed by the act of Congress 
originally enacted Sept. 8, 1916, and 
amended March 3, 1917, and increased 
by act of Oct. 3, 1917, is, properly 
speaking, not an inheritance tax. The 
tax imposed on the property of the 
deceased is determined under these 
acts of Congress by the credit balance 
in the final account in the administra- 
tion of the estate in the probate court. 


Graded According to Estate 


No matter what the relationship be- 
tween the deceased and the heir or 
beneficiary under his will may be, it 
does not affect the tax. The tax is 
graded by the value of the estate and 
attaches to that estate whether the 
newly: acquiring owner is. a descend- 
ant, a wife or stranger. It is taxation 
at the source, for it is levied and col- 
lected before it really reaches the new 
owner. It is impossible apparently 
under these acts, indeed under any 
inheritance tax law, to avoid the tax 
by a provision in a will. If a bequest 
be made of the amount of the tax, in 
an attempt to charge it against the 
general estate of a testator, it is open 
to the construction that such a bequest 
reacts necessarily for the benefit of the 
legatee. Its benefit would, therefore, be 
taxable. 

No Way of Escape 


There seems to be no way by which 
a testator by will may remove the 
burden of the tax, because the clear 
purpose and intent of the law is to tax 
the legacy or devise, the inheritance to 
use the broadest term, on the theory 
that it is a voluntary acquisition ob- 
tained by benefaction and not by pur- 
chase. 

If one, whose estate would become 
liable to the federal tax, placed in 
trust in his lifetime a fund to create an 
income sufficient to pay the tax im- 
posed on his death, the period during 
which the property may remain in 
trust may. be a day or a generation. 
Moreover, if such a trust show its real 
purpose, it may be treated as an at- 
tempt at evasion, and so fail in its 


object. 
King Lear’s Plight 


Another alternative, the giving away 
of. an estate ‘in the lifetime of the 
owner, would subject the owner to all 
the hazards that beset King Lear. It 
would make of him a dependent. More- 
over, it would not avoid the possibility 
that the beneficiary of the gift might 
die before the donor, with the result 
that the tax might attach at the death 
of such donee. 


Insurance Steps Up 


But there is one method of meeting 
the tax without charging the estate— 
full, complete and exhaustive. That is 





Why should a high salaried man hunt 
around for a lower salaried employe when 
he can find a field of them to pick from 
by advertising in THEeNATIONAL UNDER- 
WRITER ? 





life insurance. Life insurance vests as 
a claim for settlement at the same time 
that the tax accrues, at the death of 
the owner of the property. That time 
has the element of certain happening 
and uncertain time of happening. The 
fund produced by life insurance at the 
death of the insured is a fund apart 
from the general estate of. the insured, 
where the beneficiary is a designated 
person, It vests not as the property of 
the insured at all, but of the bene- 
ficiary. Hence if it is made equivalent 
to the tax it results in exact compen- 
sation for the tax. 


Payable to Trustee 


Of course; this would not be true 
where the policy is made payable to 
the estate of the insured. As such it 
would be like any other asset of such 
estate, when the proceeds of the policy 
become payable at the insured’s death, 
and hence be liable to the tax. But the 
insurance fund may be made payable 
to a trustee, as beneficiary, and such 
trustee expressly charged by a trust 
deed or declaration of trust, with the 
obligation to pay the tax out of the 
insurance fund, just as it may run to 
the heir or legatee and enure as com- 
plete compensation for the liability 
when it arises. The important phase 
is that the insurance fund is collected 
when the tax is fixed and due. The in- 
surance fund cannot be construed to be 
the property of the insured, when a 
personal beneficiary is named, because 
it is well settled that the beneficial in- 
terest in the beneficiary makes the 
insurance not a gratuity but a compen- 
sation. 

Is Legally Sound 


I am informed by legal counsel whom 
I have consulted that it is entirely feas- 
ible to draw a declaration of trust to 
be executed by a trustee designated in 
a policy of life insurance which shall 
provide for the payment of the federal 
tax when levied, but of the proceeds of 
the policy on the life of the departing 
owner of the property to be charged 
with the tax. The danger to be 
avoided seems to be that the insurance 
fund shall riot be made to accrue as 
part of the decedent’s estate. The same 
principle which relieves the insurance 
fund, when payable to a definite per- 
sonal beneficiary, from liability for the 
debts of the insured at his death, seems 
to control in designating a beneficiary 
under a policy producing a fund to pay 
this inheritance tax. I am, however, 
informed that there has been as yet no 
legal decision under these recent acts 
of Congress. Cases, however, seem to 
be growing which in the near future 
will probably lead to judicial construc- 
tion of the acts and possibly of devices 
to provide funds by life insurance to 
meet the tax. 


A Striking Case 


The estate of Mrs. Potter Palmer, 
late of Chicago, who recently died, may 
present such a case. Mrs. Palmer had 
no life insurance to provide a fund to 
meet the contingency of the federal or 
state inheritance tax. But about $20,- 
000,000 of the Palmer estate represents 
the accumulated aggregate of the es- 
tate left by Potter Palmer a generation 
or more ago. Mrs. Palmer seemed to 
have been vested with a power under 
Potter Palmer’s will to designate those 
to take the bulk of the estate after her 
death and by her will she executed 
such power. Hence it is contended that 
the two sons of Potter Palmer, nomi- 
nated to take the estate by their 
mother’s will, become seized and pos- 
sessed of their title by relation back to 
the will of Potter Palmer and do not 
take title under their mother’s will to 
the main part of the estate. The con- 
trary claim, however, is made and the 





National Life Insurance Company 
MONTPELIER, VERMONT 





FRED A. HOWLAND, President 


A MUTUAL COMPANY 


Which for 
SIXTY-EIGHT YEARS 


Has protected the 


HOME AND FAMILY 


EDWARD D. FIELD, Superintendent of Agencies 











THE BIG FOUR 


AGE—STRENGTH—SERVICE—OPPORTUNITY 
A combination which makes a winner for the Agency Force of the 


Equitable Life of Iowa 
Organized 
All previous records broken tidings 1917. Substantial increase in assets and paid 


for insurance. Net gain in insurance in force during 1917, $21,764,972.88, or 72% 
of the amount paid for. 


’ MEN of CHARACTER can obtain further information 
as to the Company and Opportunities by addressing: 


H. E. ALDRICH, Supt. of Agents, 


Equitable Building - ‘Des Moines, Iowa 
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JOHN_RPYMUNN:M.D {13 a, Good men, whether experienced in life 

: prestoenn) : } Yinsurance{or{not{may;,make direct con- 

PIKANCE COMMITTES qracts with, this company, for a limited ter- 

pears enone -ritory if desired andsecureforthemselves, 

‘ithe Guarantee a <j | Ae Ie’, . 

WILLIAM H. PORTER infadditio Osfirst{year’s commission, a 

| Beater 7 renewalfinterest!insuring an!income for 

EDWARD TOWNSEND theffuture‘WAddress the Company at its 
Pres laporters © Trader Net. Bank, Home Office*No. 277 Broadway, N. Y:? 
































The Company OF the People, BY the People, FOR the People 
The Metropolitan Life Insurance Company 


Incorporated by the State of New York 
Home Office, One Madison Ave., New York City 
FIRST IN THE WORLD 


In gain in assets in 1917..............cccceeees DSTI IE $ 95,927,881.14 
In increase in income in 1917............. ccc cece sccccccces si 648,595, 

In amount of insurance in force.......... Seshawaeasetiows s+ eee 3,936,181 ,898.00 
In gain in insurance in force................ siaveisierereinierdie eseeee 453,749,902.00 
In amount of insurance placed in 1917.......... aieiclaverclate kt ies 060,002.00 


WAR SAVINGS STAMPS 


The Company, through its more than 15,000 agents, has undertaken to 
sell in 1918 $65,000,000 worth of War Savings Certificates and Stamps, mak- 





ing an allotment to every agent. ; 

















SCANDIA LIFE INSURANCE COMPANY 


30 North La Salle Street 2: *° 


NO PRELIMINARY TERM —THE ONLY ILLINOIS COMPANY, AND ONE OF 32 OUT OF 250 IN 
THE UNITED STATES NOW OPERATING ON THE BASIS OF FULL LEVEL PREMIUM RESERVES. 


CHICAGO, ILL. 


ALWAYS MUTUAL—ALWAYS PROGRESSIVE— 
ALWAYS SUCCESSFUL. 
SOME VERY ATTRACTIVE TERRITORY 
IN ILLINOIS, IOWA AND MICHIGAN. 


ILLINOIS’ ONLY MUTUAL OLD LINE COMPANY. 
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estate may be made liable to a total 
tax of about $3,000,000. 


Special Limitations 


Because, as before stated, life insur- 
ance vests the title to its fund in the 
beneficiary under the policy, not as the 
property of the insured, but of the ben- 
eficiary, a trustee named in the policy 
as beneficiary would take the insur- 
ance with the limitation fixed by the 
instrument making him a trustee. If 
that limitation is sufficient to create a 
beneficial interest in the trustee, the 
fund will be free from any personal 
debts of the insured. An insured always 
has a beneficial interest in his own 
life and a policy payable to his estate 
may be assigned by him to meet any 
legitimate purpose. Whilst, therefore, 
I do not attempt to speak with author- 
ity as to how courts may decide ques- 
tions when they arise, I shall advise 
that a policy payable to a trustee 
charged under his declaration of trust 
with the obligation of using the insur- 
ance fund to pay the Federal inherit- 
ance tax will effect that purpose. 


New Partnership Hazards 


It seems clear that this tax will fall 
not only on the individual estates of 
decedents, but also on interests in co- 
partnerships. Thus it injects a new haz- 
ard into partnerships. A partnership 
interest of $1,000,000 might exist where 
a burden of $82,000, the amount of the 
Federal tax, to be paid in cash might 
cause bankruptcy. A firm may have 
comparatively few debts and yet exi- 
gencies may exist which would make 
the withdrawal of $82,000 in cash from 
its resources ruinous. So this form of 
taxation creates a real need in the rich 
man for the service of life insurance. 


Meeting New Liabilities 


Life insurance always removes the 
financial hazards of death. Its great 
service has been heretofore to perpet- 
uate earnings by creating their equiv- 
alent at the death of the insured. Now 
it seems to be confronted with the need 
of furnishing not only an estimated 
equivalent for the loss of the insured’s 
life, but a fund to meet a fixed cash 
liability coming when the earner 
passes on. 

For a rich man not to employ it for 
this purpose means that he thrusts on 
his estate a burden which only serious 
sacrifice may relieve. 


OLD POLICYHOLDERS 
ARE BEST PROSPECTS 


(CONTINUED FROM PAGE 1) 


must be solicited systematically. For 
instance, in one agency making.a spe- 
cialty of this, each agent has presented 
to him one month before the age 
changes the cards of all policyholders 
whose premium rate because of the in- 
creased age will shortly be advanced. 
The information contained in the cards 
should determine the approach to be 
made. Policyholders who have just 





taken out life insurance should natu- 
rally not be gone after too vigorously. 
He must be kept track of, but too 
aggressive a campaign among the 
newer policyholders often leaves. the 
wrong impression. 

However, the man whose policy is 
five or six years old and who has made 
no increase in the insurance carried, 
should be regarded as what he is—the 
best prospect obtainable. 


Dollar Has Shrunk 


It can be pointed out to him that 
when he purchased his $5,000 of life 
insurance five or six years ago, it pro- 
vided the proper amount of protection. 
But it must be likened to the dollar 
which five or six years ago bought one 
dollar’s worth of goods. The same 
dollar today purchases only 50 or 75 
cents worth. The dollar has not 
shrunk, but its purchasing power has. 
This point can be driven home by us- 
ing almost any illustration. The high 
cost of living has made itself plainly 
felt to the head of every family, and in 
the face of the prevailing high prices, . 
the policyholder can be brought face 
to face with the fact that the insurance 
taken out five or six years ago is like 
the ill-named elastic currency—it only 
stretches about three-fourths of the 
way. 

Following Up Approach 


This point having been established, 
the agent should be in a position to fol- 
low through. To simply outline to a 
prospect that the insurance carried is 
inadequate is not enough. The agent 
must be able-to provide a suggestion 
for additional protection that makes an 
appeal. One method that has proved 
to be very effective is described by the 
agent using it as follows: 


Agent Gives Experience 


“After making clear’ to a prospect 
that the life insurance he purchased 
four or five years ago does not begin 
to fit present day needs, I suggest to 
him that he modernize his contract. I 
explain to him that this means the 
converting of his policy into a monthly 
income policy. In doing this, I use the 
argument that it is impractical to leave 
his life insurance to his wife in a lump 
sum, that he runs his household affairs 
at the present time on a monthly basis, 
and in the event of his death should 
make provision for his wife to carry 
on things in the same manner. The 
idea appeals to him, particularly as he 
does not expect that it is to involve any 
additional outlay of cash. If he is 
carrying $5,000, I then figure out, while 
he looks on, just what his present con- 
tract would provide in the way of a 
monthly income. Of course, the sum is 
entirely too small. Perhaps it amounts 
to say, $25 a month. Such an illus- 
tration brings home to him a realiza- 
tion of how utterly inadequate his pres- 
ent life insurance is. This point having 
been established, it is not a very hard 
matter to sell him an _ additional 
monthly income policy. During my en- 
tire selling talk I never mention the 








change of age. I use it as an incidental 
argument, but never base my selling 
talk upon it.” 


Suggesting New Features 


All life companies are from time to 
time incorporating in their policy con- 
tracts, new and attractive features. 
With almost all of the companies these 
new provisions are retroactive. The 
old policyholder can have them for the 
asking. These features can be made 
good use of by the soliciting agent in 
making the rounds among old policy- 
holders. For instance, it can be sug- 
gested to the policyholder that he ap- 
ply for the disability clause, where the 
case has been written previous to the 
time the company adopted this feature. 
The advantages of the automatic loan 
clause may be outlined, or a half dozen 
other things suggested to a man whose 
policy does not include the new and 
desirable things. An approach of this 
character does not indicate to the pol- 
icyholder that the desire of the agent 
is to secure increased business. Rather, 
the impression is given that the agent 
desires at all times to render whatever 
services he can to old policyholders, 
and his greater confidence in the agent 
is established! 


Less Argument Necessary 


“Why waste time,” said an agent the 
other day, “on hunting out new pros- 
pects when in the desk in your own 
office there lies a list of names that 
means dollars and cents to the man 
who knows how to use them? The 
man who has been sold life insurance 
knows the value of protection. He has 
been convinced, else he would not have 
bought. With ‘such a man, the prelim- 
inary work has been done. He needs 
no lengthy explanation of life insurance, 
and can be sold additional insurance in 
much less time than it takes to sell the 
uninsured man. He knows why life in- 
surance should be carried and places a 
greater value on the contract he owns 
every year.” 


Profitable in Long Run 


No man likes to admit that he is not 
making progress. If he has not pur- 
chased additional life insurance for 
four or five years, it either indicates 
that he is making no progress finan- 
cially, and is so unable to purchase, or 
has not been approached on the sub- 
ject by the agent who originally sold 
the business. Some agents are so 
keenly aware of the importance of call- 
ing upon old policyholders that they 
make a visit to those on the books once 
every six months rather than annually. 
Sometimes it appears to be a waste of 
time, but over a period of years, it will 
be noticed that the agent who is in 
close touch with his policyholders gets 
the results. He has made his policy- 
holders so familiar with him, and cre- 
ated a' confidence in himself and his 
company to the extent that when they 
are finally in a position to take out 
more life insurance, they do not think 
of anyone else except the original 
agent. 








Frankfort - - - - 


Assets - - - - 
Insurance in force 


Of course we want salesmen 


back of you. . 


E. O. BURGET, 
Secretary. 





Peoples Life Insurance Company 


Of course we will pay the right kind well. 


Nor do we consider former life insurance experience absolutely 
necessary, in order to succeed with us. 


If you are loyal, — “pe industrious we will stand 


Indiana 


$ 1,000,000 
10,000,000 


W. A. IRWIN, 
Supt. Agents. 











ACTUARIES 


_— F. CAMPBELL 





CONSULTING 
ACTUARY 
76 West Monroe Street 
Telephone Randolph 918 
CHICAGO, ILL. 
| J. HAIGHT 





CONSULTING 
ACTUARY 


Hume Bldg. 
INDIANAPOLIS 


ULIAN C. HARVEY 
Consulting Actuary 


Chemical Building ST. LOUK, MOQ. 


T J. McCOMB 
a COUNSELOR AT LA 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, etc., calcue 
lated. Valuations and Examinations made. 
Policies and all life Insurance a 
The Law of Insurance a Speci 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
e ACTUARY 














Telephone 1223 Association Buildin 
Central 19 S. LaSalle St.; CHICAG 
A SIGTENHORST ‘ 
Es 
CONSULTING 
ACTUARY 


WACO, TEXAS 
REDERIC S.WITHINGTON,F.A.LA 
CONSULTING ACTUARY AND EXAMINER 
304-306 Security Building 
DES MOINES, IOWA 


DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


C J. McCARY & CO. 
GENERAL AGENTS 

















{The Penn Mutual Life Insurance Compan 
“— Life Insurance Man not Already Familias with. 
rm Service Should See us at Once 
Mutual Policies Sell Themselves 
CORN EXCHANGE BANK BLDG. 


CHICAGO 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of, Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 


MINNESOTA 


O. ELIASON 
. STATE AGENT 


The Minnesota Mutual Life 
Agency Supervisor wanted in Minnesota 
ST. PAUL, MINN. 


OHIO 


A. R. BRUEHL & SON 
a GENERAL MANAGERS 
Central Department 
State of Ohio and Northern Kentucky 
Home Life Insurance Company 
8 and 22 East: Fourth Street 
CINCINNATI, OHIO 























SAL ED—Sell Real, Estate Mortgage 
nds. ldss of investment. « 
Pay 6 per cent. or more. Any denomination from 
$100 up. Nearly 20,000,000 Americans have recently 
shown their interest in bond bonds Let us give 
you facts about real estate bon Write for par-. 
ticulars gage and Trust 


to-day. The 
Co., 70 W. Monroe St., Chea. ie 




















'. LIFE THE NATIONAL UNDERWRITER 


July 11, 1918 





WANTS GOOD MEN 


WILL PAY THEM WELL 


Illinois Life 
Man 
Always an 
Ellinois Life 
Man 


GREATEST GREATEST 


ILLINOIS ILLINOIS 


COM PANY COM PANY 


. WANTS leToTo}e) a oe | 
AND AND 





WILL PAY THEM WELL 





A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Policies 
Dec. 31—1888....$ 104,307 $ 889,073 Issued 
ee 274,290 6,619,653 1888-1897 “e acre) 102 Erie 
1907.... 2,916,339 39,503,485 1898-1907... ae Leo) 
1917.... 14,008,422 115,099,897 1908-1917.... 31,845,050 1,961, “ara 


The WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 








Gilt Edge Indiana Farm Mortgages 
For Sale. 5% to net 542%. 


Address 86-W, care The National Under- 
writer. 


Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New York 
issued the first mathematical reserve policy ever written by an 
American company. 


Having completed its 75th fiscal year on the 31st of Decem- 
ber, 1917, the Company enters upon the new year with a justi- 
fiable pride in its impregnable strength, its unsurpassed policy 
contracts, its generous dividends, and its great body of well-satis- 
fied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU 


For terms to producing agents address 
The Mutual Life Insurance Company 


OF NEW YORK 
34 NASSAU STREET, NEW YORK CITY 











Missouri State Life Policies 
RICH IN SELLING POINTS 


FACTS 
Over $156,000,000 of Insurance in Force. 
Over $27,000,000 of New Insurance Gained in 1917. 
Average Interest Rate Earned in 1917, 6.6%. 
Policy Contracts New and Attractive. 
Non-Particpating Policies Participating 
After End of Premium Paying Period. 
Operating in 38 States and the Territory of Hawaii. 


MISSOURI STATE LIFE INSURANCE COMPANY 


Fastest Growing Life Insurance Company in America 


Home Office: ST. LOUIS, MO. 


A Real Opportunity for the Right Man 
A GOOD OLD FASHIONED 
GENERAL AGENCY CONTRACT 


Providing Good Commissions and Liberal Expense Allowance 
FOR 
Twenty Counties in Michigan with Headquarters at Grand Rapids 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


E. S. ALBRITTON, Supt. of Agencies, SAINT PAUL 























Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











SAFE AS A GOVERNMENT BOND” 


The GHIO STATE LIFE 


LIFF. HEALTH, ACCIDEN © sxc MONTH NCOME INSURANCE. 


vq LATEST POLICIES AND “AGENCY ‘CONTRACT FOR FACTS 
Openings @HIO, IND., KY., MICH. and W.VA. Write Columbus 


Central States 
Life Insurance Company 


St. Louis, Mo. 


Insurance in force - ‘a 


$32,000,000.00 


Y Y 
JAMES A. McVO 


Vice-President and General Manager 
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HOW AGENTS CAN MAKE 
CLAIM MEN HELP THEM 





Clearer Explanations of Policies 
Would Reduce Friction With 
Policyholders 


NO TROUBLE, NO LAPSES 





If Relations Between Company and 
Clients Are Satisfactory Business 
Will Be More Profitable 





Profit in the various casualty lines 
of insurance depends in a great meas- 
ure on the persistency of policies. If 
the business does not renew the agent 
or broker does not make money on it. 





With this issue THE NATION- 
AL UNDERWRITER introduces 
a new feature which it believes 
will prove very popular with its 
subscribers. It is an Agents’ 
Educational Magazine Supple- 
ment and it occupies the last 
eight pages of part three of this 
issue. It will appear from time 
to time and will, we believe, 
prove both valuable and interest- 
ing, It is just another extension 
of the service which this publica- 
tion is rendering the business as 
a whole, 











Casualty policies like any other poli- 
cies of insurance do not renew unless 
relations between the company and the 
policyholders are satisfactory. They 
must be satisfactory as far as they con- 
cern the salesmen, the credit depart- 


ment, the inspection department, and 
last, but not least, the claim depart- 
ment. In fact, in the compensation 
field the relations between the claim de- 
partment of the insurance company and 
the policyholder are probably the most 
important. 


Assist Rather Than Abuse 


Claim departments -have been a tar- 
get for many agents and brokers to 
shoot at. They have abused them gen- 
erously at times. But the more assist- 
ance they can give claim departments 
the more profitable their business will 
be. Probably the greatest service they 
can render is to make their policyhold- 
ers understand the meaning of their 
contracts. To make them understand 
the meaning of the contract is to make 
them also understand the meaning of 
the compensation law. Too many diffi- 
culties in compensation claims today 
are due entirely to the ignorance of. the 
policyholder of the real purpose of the 
compensation act. They are employers 
who want their employes taken care of 








TEXT OF PROPOSED POLICY 








HE following is the text of the 

proposed new accident policy be- 

ing recommended by the special 
committee of the Bureau of Personal 
Accident & Health Underwriters for 
adoption by all companies in place of 
forms now in use: 
The company 
hereby insures the person named as appli- 
cant in the copy of the application for 
this’ Policy endorsed hereon, subject to 
the provisions, conditions and limitations 
herein contained, against loss resulting 
directly and independently of all other 
causes, from bodily injuries effected dur- 
ing the term of this Policy solely through 
external, violent and accidental means as 
follows: 
PART I 
DEATH, 


DISMEMBERMENT OR LOSS 
OF SIGHT 


If such injuries shall wholly and con- 
tinuously disable the Insured from date 
of accident and prevent him from per- 
forming any and every duty pertaining 
to his occupation, and during the period 
of such continuous disability but within 
Two Hundred Weeks from date of acci- 
dent, shall result, in any one of the losses 
enumerated in this part, or within ninety 
days from date of accident, irrespective 
of total disability, result in like manner 
in any one of such losses, the Company 
will pay the sum set opposite such loss 
and in addition weekly indemnity as pro- 
vided in Part II to the date of death, dis- 
memberment, or loss of sight; but only 
one of the amounts so specified and the 
additional weekly indemnity will be paid 
for injuries resulting from one accident. 
For loss of 

Life, the principal sum 

Both hands or both feet or sight of both 
eyes, the principal sum 

One hand and one foot, the principal sum 
Either hand or foot, 1-2 principal sum. 
Sight of one eye, 1-3 principal sum. 

Loss shall mean, with regard to hands 
and feet, dismemberment by severance at 
or above wrist or ankle joints; with re- 
gard to eyes, entire and irrecoverable 
loss of sight. 

ACCUMULATIONS 

If all premiums are paid annually, the 
original principal sum hereby insured 
will be increased ten per cent, beginning 
with the second year and continuing for 
five consecutive years, until such in- 
creases amount to fifty per cent of the 
original principal sum, and thereafter, so 
long as this policy is maintained in force 
by annual premium payments the amount 
insured shall be the original principal 
sum plus the accumulations. 

If premiums are paid otherwise than 
annually, the original principal sum here- 
by insured will be increased five per 
cent, beginning with the second year and 
continuing for ten consecutive years, un- 
til such increases amount to fifty per cent 
of the original principal sum and there- 
after, so long as this policy is maintained 
in force the amount insured shall be the 
original principal sum plus the accumu- 
lations. 

PART II 

WEEKLY INDEMNITY 

Total (a) If such injuries shall 
Disability. wholly and continuously dis- 
able the Insured from: date of accident 
and prevent him from performing any 
and every duty pertaining to his occu- 
pation, the Company will pay for the pe- 
riod of such continuous disability but not 
exceeding two hundred consecutive 
weeks the Weekly Indemnity hereinafter 
specified. After the payment of weekly 
indemnity for two hundred weeks as 
aforesaid the Company will continue the 
payment of weekly indemnity of the same 
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sured shall be wholly and continuously 
disabled by such injuries from engaging 
in any occupation or employment for 
wage or profit. 


Partial (b) Or, if such injuries shall 
Disability. continuously disable the In- 
sured from date of accident and prevent 
him from performing one or more impor- 
tant daily duties pertaining to his occu- 
pation, or for like continuous disability 
following total disability, the Company 
will pay for the period of such disability, 
but not exceeding twenty-six consecutive 
weeks, a weekly indemnity of two-fifths 
of the amount payable per week for total 
disability. 

No payment of weekly indemnity shall 
be made in case of any loss enumerated 
in Part I, except as therein provided. 
PART III 

ELECTIVE INDEMNITIES 


The insured, if he so elect in writing 
within twenty days from date of acci- 
dent, may take in lieu of the weekly in- 
demnity hereinbefore provided for total 
and partial disability, indemnity in one 
sum according to the following Schedule 
if the injury is one set forth in such 
Schedule but not more than one elective 
indemnity shall be paid for injuries re- 
sulting from one accident. 


SCHEDULE OF ELECTIVE INDEMNI- 
TIES 
If the single weekly indemnity for to- 
tal disability payable under this Policy 
is $50.00, the amounts named below shall 
be payable; if such weekly indemnity is 
greater or less than $50.00 the amounts 
to be paid shall be increased or reduced 
proportionately. 
(Here follows schedule of elective in- 
demnities. ) ; 
PART IV 


DOUBLE INDEMNITY 

The amounts payable under Parts I, II 
or III of this Policy shall be doubled if 
the injuries are sustained by the Insured 
while a passenger in a railway passenger 
ear or on a vessel, licensed for the trans- 
portation of passengers and provided in 
either case by a common carrier and pro- 
pelled by mechanical power. The provi- 
sions of this part shall not apply to any 
injury sustained by the Insured while 
getting on or off of any railway or street 
railway car, or while upon the platform, 
rnnning board, step or steps of any such 
car. 
PART V 

SURGICAL INDEMNITIES 


If the Insured shall sustain injuries 
covered by this Policy solely by reason 
of which any operation named in the 
Schedule of Operations below shall be 
performed by a surgeon and within 
ninety days from date of accident, the 
Company, in addition to any other in- 
demnity to which the Insured may be 
entitled, will reimburse the Insured the 
amount expended by him for such oper- 
ation not exceeding the limit therefor ac- 
cording to the said schedule. If more 
than one such operation shall be per- 
formed on account of injuries sustained 
in any one accident, the limit of reim- 
bursement shall be the largest sum spec- 
ified in the schedule for any one of the 
operations so performed. If injuries 
shail be sustained which shall not re- 
sult in death or disability or necessitate 
an operation named in the schedule but 
which shall require surgical treatment 
the Company will reimburse the Insured 
for the amount expended for such treat- 
ment, but not exceeding the amount of 
the single indemnity payable for total 
disability for one week. 


SCHEDULE .OF OPERATIONS 


The amounts stated in the following 
schedule of operations are the limits of 


ARGUMENTS FURNISHED 
BY BOILER SCARCITY 





Is Now Next to Impossible to Pur- 
chase Satisfactory Second- 
Hand Boilers 


. 


MANUFACTURING DELAYED 


Use and Occupancy Insurance Is Being 
Written Cautiously by the 
Insurance Companies 


Several types of water tube boilers 
cannot be obtained from the manufac- 
turer new, in less than six or eight 
months. It is impossible for any boiler 
manufacturing company to furnish any 
type of new boiler in less than two 
months. Delivery in that time will not 
be guaranteed, and usually more than 
eight weeks is consumed in the manu- 
facture and delivery of a new boiler. 
Furthermore, the second-hand boiler 
market has been practically swept clean 
of usable boilers. All of this simply 
means that the manufacturer who sus- 


tains a loss to his boiler faces a very 
serious situation. 


Dependent on Steel Output 


The manufacture of boilers is, of 
course, very largely dependent upon the 
steel market. As is known, there is an 
unprecedented demand ior steel, which 
means that boiler manufacturing com- 
panies, like all other large users of 
steel, are not receiving anything like 
the normal quota of raw material. In 
addition to this, impaired traffic facili- 
ties make deliveries difficult. Even 
when the product has been completed, 
with the demoralized freight conditions, 
no boiler manufacturing company will 
guarantee deliveries within a reasonable 
length of time. 


Time Ripe for Business 


There was never a more opportune 
time for the solicitation of boiler in- 
surance, Neafly every one is conversant 
with the conditions of the steel market, 
and demoralized transportation facili- 
ties. It is only necessary to outline 
these conditions briefly and point out 
their application to the manufacture of 
boilers. The head of any industrial con- 
cern is perhaps more familiar with them 
than the solicitor for boiler insurance. 
The man who has made a recent effort 
to secure a boiler, old or new, has 
made of himself an ideal prospect for 
boiler insurance. He has had brought 
home to him forcibly the difficulty of 
replacing his boiler, should any dam- 
agé occur to it. 


“UU. & O.” Dangerous 


Boiler insurance companies are writ- 
ing use and occupancy en boilers very 
cautiously these days. It is a practical 
impossibility for the manufacturer op- 
erating only a few boilers to obtain use 
and occupancy insurance. In fact, most 
companies will not consider this form of 








amount thereafter so long as the In- 
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COMPENSATION NEWS 


TURN DOWN THE RATING PLAN 





Revised Industrial Schedule Will Not 
Be Allowed in New Jersey Un- 
less Amended 





NEW YORK, July 10.— Insurance 
Commissioner Frank H. Smith of New 
Jersey has witheld approval of the re- 
vised industrial compensation rating 
schedule because of loading placed on 
the rates of the manual to adjust rates 
under the former schedule rating plan. 
In a letter to W. W. Green, chairman 
of the Compensation Rating and In- 
spection Bureau of New Jersey. Com- 
missioner Smith says: “In view of the 
fact that the manual of rates is pre- 
sumably to be revised quite shortly and 
of the uncertainty now existing as to 
the propriety of the present level of 
rates in New Jersey, which uncertainty 
can only be removed after a study of 
the statistics about to be compiled by 
the bureau, I feel unable to approve 
the revised industrial compensation rat- 
ing schedule as proposed unless the 
element now included in the manual 
rates for manufacturing risks to coun- 
teract the effect of schedule rating be 
eliminated. If the proposal in question 
is amended to carry with it the elimina- 
tion of the loading to counteract the 
effect of schedule rating, such proposal 
will receive my further consideration.” 


SEEKING UNIFORM CONTRACT 








Move Made to Get a Standard Policy 
for All Companies Writing 
Compensation Business 





Almost all the casualty companies 
that are writing compensation business 
favor the plan inaugurated by the 
Travelers, to have as near a uniform 
policy as is possible in all the states. 
The Travelers got up a uniform form 
for use of the Associated Companies 
in writing prohibited risks. Vice- 
President Walter G. Cowles of the 
Travelers was chairman of the com- 
mittee to get up this policy. There 
are twenty-four states with compensa- 
tion laws, and this form is now being 
used in twenty-one. It is thought that 
this form for the Associated Com- 
panies will finally be used in all of the 
states as soon as the state requirements 
can be adjusted. 

In connection with this policy, Mr. 
Cowles felt that a form could be gotten 
up for regular business that could be 
used in all the states. The differences 
in compensation policies are largely 
those of phraseology and verbiage, as 
the contract itself must fit in to the 
compensation law. There is no com- 
petition among the companies there- 
fore on policy contracts. 

Underwriters and claim men agree 
that if there was a uniform policy with 
the same wording, it would be a great 
advantage and would save much 
trouble. It is likely that this will be 
put up to the states with the hope that 
the commissioners will agree to one 
standard form. 

The Travelers is sending around to 
the other companies a copy of this 
proposed form for criticism and sug- 
gestion. The company has _ asked 
compensation states to approve it so 
far as its individual contract is con- 
cerned. Some are withholding approval 
until it is determined whether or not 
an agreed form can be reached by all 
the companies. Vice-President Cowles 
es that the Travelers is very willing 
o do all in its power to jaSsis¥ inthe 
production of a universal, standard 
form. He declares it will be one long 
step toward harmonizing the varying 
conditions in the different state laws. 





Was a Self Insurer 


SYRACUSE, N. Y., July 8.—The Semet- 
Solvay Company, whose T. N. T. plant 


‘sion at 





WATER DRAINAGE FORM 





COMMENT ON THIS INDEMNITY 





J. W. Rausch of the Maryland Casualty 
Gives Interesting Information as to 
Chief Causes 


ee 


J. W. Rausch of the home office of 
the Maryland Casualty gives some in- 
formation to agents regarding water 
damage insurance. Frequently there is 
a call for this indemnity. Mr. Rausch 
says: 

An insurance policy covering water 
damage is a guaranty against loss or 
damage caused by the accidental dis- 
charge, leakage or precipitation of water 
or steam from the following sources: 

Plumbing systems (not including 
sprinkler systems). 

Plumbing tanks. 

Steam or hot water heating pipes and 
radiators. 

Elevator tanks and cylinders. 

Stand pipes for fire hose. 

Roofs, leaders and spouting. 

Rain or snow driven through broken 
or open windows. 

In addition to the sources mentioned 
above the policy may be endorsed to in- 
clude loss on account of the falling or 
precipitation of the plumbing tank or 
tanks. The tank precipitation endorse- 
ment covers the damage done as a result 
of the tank or its component parts and 
supports falling, as well as the damage 
caused by the water discharged from the 
tank or plumbing system. 


Causes of Water Damage Losses 


There are a great many causes of 
water damage accidents. The following 
are some of those most frequently met 
with: 

Freezing of plumbing pipes, plumbing 
fixtures and steam radiators. 

Overflow of washstands and sinks due 
to stoppage or inadequate drain pipes. 

Leakage from worn out or defective 
pipes. 

Leakage from pipes ruptured by strains 
or settling of buildings. 

Leakage from steam radiators. 

Leakage from ruptures of elevator 
tanks and their supply pipes. 

Leakage from stand pipes. 

Leakage from roofs. 

Leakage caused by stoppage of leaders 
and down spouts. 

Backing up of water under flushing 
of roof. 

Carelessness of servants or employes 
leaving the windows open during rain or 
snowstorms. 

Carelessness of servants or employes 
leaving faucets running. 

Overflow of plumbing tanks. 

Collapse or precipitation of plumbing 
tanks. 

Two Forms of Insurance 


There are two forms of water damage 
insurance—one the mercantile form and 
the other the private residence form. The 
policy contract of,each is practically the 
same, the only difference being that the 
mercantile form is adapted to that classi- 
fication and the residence form is used 
for private residences, apartment houses 
and other risks which do not come under 
the mercantile classification. 


How Rates Are Based 


Rates for water damage insurance are 
based upon the physical condition of the 
risk, and take into consideration the 
damageability of the assured’s property. 
Certain charges are made for various ex- 
posures, and certain credits are allowed 
for improvements favorable to the risk. 
Some of the losses under water damage 
insurance are exceedingly heavy and, of 
course, like sprinkler leakage losses, they 
cepend entirely upon the nature:.of the 
accident, the character of the goods or 
the building damaged. Premises pro- 
tected by water damage’ insurance are 
regularly inspected. These inspections 
are particularly important in the case of 
large mercantile risks. 








was pany destroyed by fire and explo- 

) L pPlit Rock ‘e miles west of 
this.eity, was a self- nsurer under the. 
New York state workmen’s compensation 
law. It is estimated that the disaster 
will cost the company more than $5,000,- 
000 in payments of compensation to in- 
jured workmen and to the dependents 
of the killed. Late reports place the 
number of dead at 51 and the severely 
injured at 47. Many employes are still 
unaccounted for. 
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AGENTS WHO WRITE 


Fidelity and Surety Bonds, Automobile 

Liability, Burglary, Plate Glass or 

Accident and Health Insurance 
would do well to write to 


THE KANSAS CASUALTY AND SURETY COMPANY 


J. C. O. MORSE, President 








**Conservative but Aggressive’’ WICHITA, KANSAS 











THE HOOD AGENCY, Inc. 


Largest Insurance Agency in the Northwest 
Specializing in Workmen’s Compensation, Casualty, 
Fire and Tornado and Surety Bonds 
GENERAL AGENTS 


THE OCEAN ACCIDENT & GUARANTEE CO., Ltd. 
Phoenix Building, MINNEAPOLIS, MINN. 
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WITH ACCIDENT MEN 


—_—_——— 


WANT READJUSTMENT IN PAY 
Some Companies Feel That Brokerage 
Should Be Reduced on the Large 
City Business 





Along with some of the accident pol- 
icy reforms that are being suggested 
many companies would be glad to see 
the adjustment of brokerage in the 


large cities and in general acquisition | 


cost there. A few years ago 25 per- 
cent was the maximum that was paid 
to brokers and in fact some agents 
were limited to that amount. Since 
that time bidding for business has 
forced brokerage up until it has reached 
3344 percent and in some cases will go 
even higher. As a rule, general agents 
are receiving 40 percent. They figure 
that they should at least have 10 per- 
cent over riding. However, the bid for 
business has been so strong that al- 
most all general agents are forced to 
give up to within 5 per cent in some 
cases. 

One Chicago general agent said dur- 
ing the week that he felt the time had 
come when the companies should take 
a hand in the brokerage situation in 
the large cities and along with reforms 
in policy coverage there might also be 
taken up the question of compensation, 
both to general agents and brokers. 
He feels that the time has come for 
definite action of some kind. 





IS MORE LIBERAL TO WOMEN 





Accident Companies as a Rule Are 
Broadening Their Contracts and 
Removing the Restrictions 





Almost all of the accident companies 
are broadening their policies as to 
working women, so far as accident in- 
surance is concerned. Many of these 
companies have had restrictions as to 
insuring women under accident poli- 
cies, either grading down the benefits, 
charging higher rates, or making cer- 
tain limitations. Companies have 
found that working women are not 
giving an unfavorable experience so far 
as accidents are concerned. Nearly all 
of them report that their experience on 
women as to health insurance is not 
nearly as good as man. Therefore only 
modified health. policies will be writ- 
ten. However, inasmuch as so many 
insured have been taken out of the list 
because of war service, companies feel 
that it is incumbent on them to go 
after the women. Probably the num- 
ber of working women has doubled 
within the year. They are taking the 
places of men all along the line in all 
kinds of work. They are getting fairly 
good wages, and now that they are 
employed, and taking a part in regular 
business activities, their lives have just 
as much economic value as men in like 
positions. 


CONFUSION AS TO THE TERMS 





Companies Find Insurance of Many 
Foreigners Made Payable to Rela- 
tives in Enemy Countries 





Many of the enemy aliens in this | 


country, especially Austrians Huns 
garians, who are carrying accident in- 
surance have made this insurance pay- 
able to relatives in their home 
countries. For that reason many 
companies. ar pay over to 
the ade Aa property 
claims on accidental deaths. There 
seems to have been some misunder- 
standing in some company offices as 
to just what is meant by “enemy 
aliens” in the directions that call for 
the reporting to the alien property 
custodian of-claims paid to these par- 
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A Michigan Company for Michigan People 


ELMER H. DEARTH , : : ; : ; 


114 WOODWARD AVENUE, DETROIT 


Live Agents Can Secure 
Liberal Contracts Up-to-Date Policies 
WRITE US 





President 











' 
ties. This confusion is due to the use | 


of the term “enemy alien” to describe 
one group of persons in one act and to 
describe a different group of persons 
in another act. 


As generally used, the term “enemy 
alien” has come to mean one who was 
compelled to register under the enemy 
alien act. This act includes all people 
in this country who do not have their 
citizenship papers completed or whose 
fathers, immigrants, neglected to take 
out citizenship papers during their life- 
time. In the “Trading With the Enemy 
Act” which covers payment of claims by 
insurance companies, the term “enemy 
alien” refers to German citizens resident 
in Germany or in some country with 
which we are at war or its allies, Ger- 
man citizens doing business in Germany 
who may be living outside that country 
and German citizens or enemy aliens liv- 
ing in this country who have been in- 
terned for the period of the war. 

Where there is any doubt as to what 
shall be done with a given claim, com- 
panies are asking the advice of the cus- 
todian of enemy property and in cases 
where registered enemy aliens have not 
been interned, companies have been ad- 
vised to pay the claims on policies held 


by these persons just as they pay any 
other claims. 





LARGE SUMS ARE PAID OUT 





Nearly One Million in Claims Due to 
Recreation and Vacation Shown 
by Travelers 





The Travelers shows that nearly 
$1,000,000 was paid out last year 
by its claim department for vacation 
and travel accidents. Regardless of 
other causes, these still maintain their 
old momentum. The figures of the 
Travelers for last year on these acci- 
dents are as follows: 
eath Indemnity Total 





Recreation $350, 775 $327,588 $658,363 
Drowning (no 
traveling) . A ee Oe ee 000 
Travel . 84, 700 131,355 216, 055 
| epee $469,475 $458,944 $928,419 





Escaped a $15,000 Loss 


SIOUX CITY, IA., July 9—The Amer- 
ican Bonding & Casualty of this city had 
a narrow escape from a $15,000 accident 
loss in the collapse of the Oscar Ruff 
store. An agent took an application at 
11 o’clock of the morning of the dis- 
aster from A. J. Hansen, an officer of 
the Oscar Ruff Co. for a $7,500-$15,000 
accident policy. The insurance was at 
first arranged to take effect at noon that 
day, an hour and a quarter. before the 
accident, but upon looking up an existing 
policy Mr. Hansen changed the applica- 
tion and date of his check to July 7, the 
expiration date of his old policy, which, 
by the way, will pay the beneficiary 
$10,000 under the double indemnity fea- 
ture covering death in collapsing burned 
buildings. 





Interstate Agents’ Meeting 


DES MOINES, July 10—Agents and dis- 
trict managers of the Interstate Acci- 
dent of Des Moines have been holding 
forth here this week in their annual 
ses and representatives from as far 
eas New Hampshire and as far west 
as Calif a pave Coa” wat attendance. 
The con th dinner at 
the Des Moines alan Monday night. An 
interesting get-acquainted program fol- 
lowed. Tuesday morning was devoted 
to business. Tuesday afternoon the vis- 
itors were taken to Camp Dodge. Tues- 
day evening the annual association 
picnic was held at Riverview park. Sec- 
retary Ernest Brown pronounced himself 
as very well pleased with the attendance 
and enthusiasm of the delegates. 





The Republic Casualty Co. 


PITTSBURGH, PA. 
Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 











GEORGIA CASUALTY COMPANY 


Macon - Georgia 
ADMITTED ASSETS......... . - -$1,874,232.97 
SURPLUS & RESERVES TO é/ 

POLICY HOLDERS. ........... 1,688,506.87 


PREMIUMS WRITTEN in 1917.. 1,941,876.26 
Compiled Under Laws of New York, Pensylvania and Georgia 


SMITH-LAWSON-COAMBS COMPANY 
General Agents—CHICAGO 


AMERICAN INDEMNITY COMPANY 


Home Office: Galveston, Texas 


Summary of Statement of December 31, 1917, ay mayer as the Commissioner of Banking and Insurance for the 
as, 

































































ASSETS LIABILITIES 
Mortgage Waseadindcetedeevaceneeses $ 626,284.45 | Reserve for Losses...........+se0 cece 85 
Bonds & Stocks, market value..........++. 5,399. Reserve for unearned Premiums pro rata... 
Bank & Trust means, “Deposits at Interest 44,750.00 | Reserve for Commission and Brokerage.. , 498.67 
Cash at Bank and in Office...............- 39,657.18 | Reserve for TaxeS........+sseseeees 25, .00 
Preniiums in Course of  Cotisetion under 90 Reserve—Voluntary and Centingent.. 
GAYS GUC... ccccccccccccccccccccccccvcce 107,631.78 eo ocecccece 
Other Assets........ ecccccccccccccccccccee 29,998.41 | Capital paid in cash........ eeccccececece 
———— | Surplus over all Liabilities.....scssscscees 
$1,393,721.81 +5 Sua Sn aa 
OFFICERS $1,908, 131.83 
SEALY HUTCHINGS, President. L. A. ADOUE, Vice-President. : 
GEO. SEALY, Secretary. J. F. SEINSHEIMER, 


General Manager. 
Automobile—Fire, Theft, Liability, Property Damage and Collision. 
Plate Giass, Burglary and Fidelity and Surety Bonds. 


We write the following lines: 
General and Elevator Liability. 
(31) States. 


SEMEN WRITE: American Old Line Insorance Company 


Lincoln, Nebraska STOCK COMPANY 
Imeomporated under the la eens Se Progressive busimess recerd fer fourteen year 
Eacerponal crac we lence In fourteen states. The bags accident and beaks beac othe 
BUSINESS, CLASSES. 
Aaply for Texritesy Contracts. 


se Public, 
Licensed in thirty-one 











Business-Builders 


Developing 


Fidelity and Surety Bonds, Automobile, Elevator and General 
Liability, Accident, Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 
Massachusetts Bonding & Insurance Company 


BOSTON T. J. FALVEY, President ¢ 
Paid-in Capital $1,500,000. _ Write for Territory. 

















Agents Wan‘%ed: To sell an unrestricted Aéci- _ 
dent and Health. policy costing $9.00 quarterly. 
Covers évery disease and every accident. Lib- 
eral commission paid to live producers. 

Central Business Men’s Association, 


Westminster Blidg., 
CHICAGO, ILL. 


H, G. ROYER, Pres 
C. O. PAULEY, Secy. & Treas. 
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IN THE SURETY FIELD 





PUBLIC OFFICIAL BONDS UP 





Nebraska Surety Men Hold a Meeting 
to Discuss the Situation in That 
Commonwealth 





OMAHA, NEB., July 10—About 
fifteen surety men of (Omaha, control- 
ling the writing of public official busi- 
ness in Nebraska, met Tuesday to dis- 
cuss remedies for two matters now 
prominent in the Nebraska field. 

First: It has long been considered 
that county treasurers are not giving 
bonds adequate to the amount of de- 
posits on hand. The plan is, if pos- 
sible, to have the attorney-general in- 
struct each county attorney to take up 
with the county commissioners or su- 
pervisors the matter of advising county 
treasurers to give adequate bonds. 

Second: Because of the large amount 
of public official business to be done 
this year, a readjustment of rates 
might be thought advisable. The man- 
agers will take the matter up with their 
various companies to see what reme- 
dies can be found. 

Nebraska this year will show a big- 
ger public official bond business than 
ever before. In the first place, a new 
law provides that officials shall hold 
office four instead of two years. This 
will double the amount of premiums. 
In addition to this, there are more 
counties, and the amounts on deposit 
jn the various public treasuries. 

The public bond premiums in Ne- 
braska this year will be more than 
$500,000. 





Wrote Fairbanks Bond 


The Indianapolis office of the American 
Surety wrote the $300,000 bond given by 
Warren C. and Frederick C. Fairbanks, 
as executors of Charles W. Fairbanks, 
former vice-president of the United 
States. Mr. Fairbanks left an estate val- 
ued at more than $2,000,000. 





Plan Two-Day Picnic 


MILWAUKEE, WIS., July 9—The Sur- 
ety Underwriters’ Association, at its reg- 
ular meeting, July 12, will make final 
plans for the annual outing which will 
be held July 20 and 21 at one of the lake 
resorts in eastern Wisconsin. This will 
be the first time in the 12 years that the 
association has given a picnic, so the 
annual outing will be a two-day affair. 
The picnic committee will make its re- 
port Friday noon and present a draft of 
a unique program. of entertainment 
which it has provided for the members 
on this occasion. 





Oppose the Plan 


In addition to the Missouri Bankers 
Association, the following named organi- 
zations have gone on record as oppos- 
ing the endorsement by the American 
Bankers Association of the suggested 
formation under its auspices of a bur- 
glary and fidelity bond insurance com- 
pany: Iowa Bankers Association, New 
England Bankers Association, Nebraska 
Bankers Association and the California 
Bankers Association. 





New Embezzlement Bond Rates 


New premium rates on embezzlement 
bonds written by surety companies to 
protect dealers for the deferred payment 
on the purchase price of automobiles 
sold on the installment plan have been 
issued by the Towner Rating Bureau. 
The new rate is 75 cents-on each $100 
of unpaid purchase price on pleasure 
cars and 25 cents on each $100 gn trucks 
or tractors, with a minimum p€r car of 
$5. The old rate was 40 cents per $100, 
with a $2 minimum premium per car, 
where the dealer’s schedule called for at 
least 20 cars, with W further reduction 
for larger schedules. In order to guard 
against adverse selection, the Towner 
Bureau,,.suggests that the companies 
writing the business should see that 
dealers include all cars sold on the in- 
stallment plan. 


The Western Casualty of Chicago has 
been admitted to do business in the state 
by the Nebraska department. It is capi- 
talized at $250,000. 


The National Protective of Boston has 
been licensed to write accident and health 
lines in California. 





LIVE STOCK CIRCLES 





BUSINESS GAINING MOMENTUM 





Large Increases in Premium Income 
Reported For Six Months’ Period 
—Selling Opportunities 





Last month the live stock companies 
wrote about $500,000 in premiums. Last 
year the Hartford’s live stock depart- 
ment wrote more than $1,000,000 in 
premiums, and will close this year with 
over $2,000,000 in premiums. These are 
large figures and show the tremendous 
momentum the live stock business has 
gained. On the average local agents 
are not keeping pace with the increases 
being made. One discouraging phase of 
the development of the live stock busi- 
ness is the fact that some notably suc- 
cessful individual producers are corral- 
ing the business, but the local agents in 
the small towns are not yet fully awake 
to the possibilities. | 

It is not at all uncommon for a live 
stock solicitor to earn $600 or $700 
commission on one piece of business. 
One of the leading producers for a live 
stock company in Illinois had a pre- 
mium income two months ago of 
$12,000. Commissions on live stock 
business range from 20 to 25 percent. 
The farm solicitor, the local agent com- 
ing into contact with men owning live 
stock are in a position, if they become 
sufficiently enthused, to earn large 
commissions. 

Local agents as a rule are alive to 
the increased values of all property that 
can be covered by fire insurance, but 
have not given the same study to the 
jump in live stock values. There have 
been enormous increases in the price 
of farm horses, all kinds of food ani- 
mals, and the prices now being paid for 
pure bred cattle were never dreamed of 
a few years ago. At the recent live 
stock show in Milwaukee a bull sold for 
$106,000 and was covered by a $100,000 
live stock policy. 

Live stock owners returning from 
shows and sales are the best kind of 
prospects. In keen competition for the 
animals displayed, they often invest 
more money in a single animal than 
they can afford. Such an owner is 
naturally worried about having so large 
a proportion of his assets in one animal. 
He is in an excellent frame of mind to 
be approached for live stock insurance. 
He does not doubt the soundness of his 
investment, but dislikes the idea of 
having so much of his property “sub- 
ject to one fire.” All cattle men should 
be closely followed up when they re- 
turn from live stock exhibits and shows. 
This does not mean that the owner 
must have purchased a $5,000 or $10,000 
animal. $1,000 or $2,000 may appear to 
be a large figure to the owner of lim- 
ited resources and it is all the more 
necessary for him to have the insurance 
protection. 

Cattle dealers are by no means the 
cnly prospects. Far sighted stock rais- 
ers now see that there will be a heavy 
demand for horses from this country at 
the conclusion of the war. Europe must 
depend entirely upon the United States 
for horses, good, bad and _ indifferent, 
and the limited shipping facilities ‘are 
the one factor operating to keep the 
horse market inactive at the present 
time. Horse dealers must be cuJtivated 
not so much for what may be gained 
at this time as the possibilities they 
offer in the very near futtfre. 





Will Meet in Chicago 


The annual meeting of the Live Stock 
Insurance Bureau will be held at the 
Great Northern Hotel, ‘in Chicago, July 
23... Frank I. Grubbs; president of the 
National Live Stock of Indianapolis, is 
president of the organization. 


D. R. Henderson, manager in charge of 
the merit ratings of workman’s compen- 
sation in Nebraska and Iowa, with head- 
quarters at Des Moines, has been trans- 
ferred to Minneapolis. His place is taken 


A RARE OPPORTUNITY 


For high-class big money men who expect to make $5,000 or more a 

We have the most attractive, substantial ACCIDENT AND TH 
PROPOSITION OPEN IN SEVERAL STATES. 

Write me today and I will show you a real opportunity. 


ERNEST W. BROWN, Secretary and Treasurer 
INTER-STATE BUSINESS MEN’S ACCIDENT CO. 


Brown Building DES MOINES, IOWA 
8 Piss cand Lasgant Ongnaination wetting tastagee and pesfeastonel msn upon 


same men’s associations. 








LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD’S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 





ESTABLISHED 1869 


London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 


Head Office, Chicago 
F. W. LAWSON, General Manager 


CONELING, PRICE & WEBB - _ Gen. Agts. Illinois, Mo., Ind., 1428 Insurance Exc’ ey » Ohtoeme 

FRED. L. GRAY COMPANY -- Northwestern Managers, ity ay Bldg. “— 

RAYMOND & RAYMOND - - - —— Agents, Southern Michigan ap — 
L & SON -  - General Agents, West Virgi ala. a nah vade Bld 

FRIER & HUGGINS, - General — Northeastern Ohio, 837 Su Avenue, F 

HOWARD FERRIS, = General Agent, Southern Ohio, 1810 ist National Bask nat 
E& Res. Agents, N. W. Ohio, 809 Cinc’ Lima. 





McCUN beri fidg., 
THE MERRILL, DODGE & JACKSON CO., Gen. Agents, Lucas Co., Produce Exch. Bldg., Toi edo, O 














<aty 
THE JIFFY PEN 


The word “‘Jiffy’’ denotes speed and action. The shape and balance 


resembles the dip penholder. It is built for those who appreciate a 
properly shaped and balanced pen. , Prices from $2.50 up, either stand- 
ard or self-filling style. Self-filling pen without a rubber sac. 

SEND FOR DESCRIPTIVE MATTER 


JIFFY PEN CO., Dept. No. 2, 406 Pierce St, Sioux City, Iowa 

















AMERICAN 
SURETY 
COMPANY 


NEW YORK 


100 Broadway 


Farmers 


Largest crops for years, and record 
prices for product makes the Farmer 
the ideal prospect for Insurance. 


WANTED 


Special Agent to sell our 
Farmers Special Policy 





Guaranteed Income to Producers 
Address 


Inter-Qcean Casualty Company 
Cincinnati, Ohio 


SURETY BONDS 


BURGLARY 
INSURANCE | 


























The American Credit-Indemnity Co. 


of NEW YORK 
CREDIT INSURANCE ONLY 








Sa E.M.*rREAT, President . 
and wholesalers against Excessive Annual Loss through 


Insures manufacturers 
Insolvency of CuStomers. We can always use a few high-class solicitors. 
415 Locust St., ST. LOUIS, MO. 69 Maiden Lane, NEW YORE 
OFFICES IN ALL PRINCIPAL CITIES 


J. F. HALLWEGEN, General Agent, 1146 Marquette Bldg., CHICAGO 
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LIABLE FOR GUESTS 


THE recent decision in the appellate 
division of the supreme court of New 
York, holding the owner of an auto- 
mobile liable for a guest who was in- 
vited to ride, has called attention to 
the desirability of the owner carry- 
ing sufficient insurance to meet all 
emergencies. The guest in this in- 
stance secured a verdict of $4,000 in the 
lower court, which was sustained by 
the appellate division. The owner of 
the automobile in this instance hap- 
pened to be a woman. A friend was 
invited to take a ride and the machine 
was being operated by the owner’s 
chauffeur. While the machine was go- 
ing along a rural road the automobile 
came in collision with a motor truck. 
The woman guest sued both the owner 
of the automobile and the owner of 
the motor truck, declaring in her peti- 
tion that both vehicles were being 
carelessly operated. This creates a 
possible liability that probably most 
automobile owners have not antici- 
pated, 





BIGGER FACILITIES NEEDED 


Nearly every so-called casualty insur- 
ance company writes accident and health 
insurance. The majority of them write 
burglary, many write plate glass and 
nearly all write various forms of liability, 
particularly automobile liability. There 
are other lines, however, that only a few 
companies write. Among these are boiler 
insurance. The chief reason for the scar- 
city of boiler writing companies is that 
with a boiler insurance policy goes a tech- 
nical inspection that is extremely costly. 
In fact the inspection service is really 
worth more than the insurance is. Com- 
parison of the expense and loss ratios on 
boiler insurance proves this assertion. 

No casualty company can maintain a 
boiler inspection department and give the 
right sort of service if it has only a few 
scattering risks. It must have a sufficient 
volume of the business and they must be 
properly located, if the company is going 
to come out at the right end of the horn. 

The result is that the demand for ca- 
pacity on risks here and there is greater 
than the supply. Take a big concern that 
is thoroughly converted to boiler insur- 
ance; it wants not only enough such in- 
demnity to protect itself against any 
possible property loss that it might suffer, 
but also against liability for losses which 
the explosion of its boilers might inflict 
upon neighbors, also enough to pay for 
claims that might be instituted by persons 
and then in addition use and occupancy 
boiler insurance. No one boiler insuring 
company in the country could afford to 
assume the entire liability under such cir- 
cumstances. It would need reinsyrance 
facilities. There is’ a shortage 6f satis- 


factory reinsurance facilities for the com- 
Panies engaged in the line and an opening 
or some companies that are willing to 
make the right sort of terms. 

dinsurance has not beefi<developed in 
casualty fields as it has in the fire insur- 
ance field, but it will have to be in this 
Particular casualty line—boiler insurance, 
if the boiler insurers of the country wish 
to live up to the public demands. 








Personal Glimpses of 
Casualty Men 





Some Suggestions 
to Plate Glass Agents 




















Dr. Ira Atkinson, president of the 
Federal of Lincoln, Neb., has just re- 
turned from a two weeks’ trip to Chi- 
cago and the Great Lakes training 
station, where he and Mrs. Atkinson 
visited their son, Hugh. They made the 
trip in an automobile. 


Herbert T. North, of Chicago, as- 
sistant manager of the steam boiler 
department, Chicago branch office of 
the Travelers Indemnity, has gone into 
military service and is at Camp Dix, 
N. J. Rodney R. McCathran, has been 
named as his successor. He has been 
connected with the Travelers for four 
years, being assistant manager of all 
departments at the Milwaukee office, 
but specializing on boiler, burglary and 
plate glass. Fred Hicks and August 
Germann, both Chicago men, have been 
appointed special agents of the Trav- 
elers there, having taken the training at 
the school at the head office. 


R. R. Moore of Helena, Ark., who 
had been given the position of assist- 
ant secretary of the liability depart- 
ment of the American Bonding & Cas- 
ualty, at Sioux City, Ia., with some 
claim adjusting as part of his work, 
has decided not to go north and he 
has. been given claim work for the 
ma City company at San Antonio, 

ex. 


Edward Griffith, junior partner in 
the well known agency of E. E. Clapp 
& Co., of New York, who represent 
the Fidelity & Casualty for accident, 
health and burglary, died suddenly in 
his rooms in his hotel from a hemor- 
rhage of the stomach. He started his 
career in 1888 in the office of E. E. 
Clapp, becoming superintendent of the 
accident department of that office. 
When Mr. Clapp founded the agency 
of Clapp & Co., Mr. Griffith followed 
him and was admitted to partnership 
shortly thereafter. He was a great 
business builder and was of great as- 
sistance in developing this large 
agency. He was 44 years of age. 

The annual premium income of the 
Clapp agency is close to a million-and- 
a-half dollars. Tirelessly energetic, a 
capital mixer and honest to the core, 
Mr. Griffith speedily developed the busi- 
ness of the agency until it became one 
of the best known in the country. For 
years the active direction of the office 
was in the hands of Mr. Griffith, but 
with characteristic modesty he refused 
credit for its success, insisting that such 
be given Mr. Clapp and his younger 
associates. The Clapp agency ranks 
with the W. A. Alexander & Co. office 
at Chicago as leading branches of the 
Fidelity & Casualty, both being created 
about the same time, and each proving 
unusually successful. 


Mortimer H. Wells has been ap- 
pointed superintendent of the burglary 
department of the General Accident at 
the head office in Philadelphia. He 
succeeds A. E. Tyrill; who recently re- 
signed. Mr. Wells has had consider- 
able experience in field work as spe- 
cial agent. 


John D. Alcock, who has been with 
the bonding department of the Mary- 
land Casualty at San: Francisco, was 
previously manager for the Fidelity & 
Deposit at Portland, Ore., and has 
joined the London & Lancashire In- 
demnity and will supervise its surety 
business. 








The superintendent of a plate glass 
department at a home office was asked 
in what way agents could help their 
home office in writing plate glass in- 
surance. He stated that every once in 
a while the agent, in order to favor the 
assured, would impose on the home 
office, especially where there were three 
or four plates or more of the same size. 
The dimensions of the plates were 
given and the report sent in. A loss 
cceurs and it fits any one of the plates. 
Thus the insurance company has been 
deprived of premiums that were due it 
because all the plates should be insured. 
Only one plate had been insured, the 
owner figuring but one would be bro- 
ken at one time. 

The superintendent states that if any 
insurable glass is excluded it should be 


so stipulated in the report and the | 


policy in order that there may be no 
dispute when the loss occurs. Further- 
more, he thinks that many agents made 
a mistake in not soliciting and urging 
the insurance of all insurable glass, in- 
cluding show-cases where they are used. 
Frequently an agent will insure a store 
so far as its plates are concerned, but 
does not go after the show-case busi- 
ness. 
*x* * * 

Another way in which agents can 
help the companies is to be sure and 
see if any salvage is obtained after a 
new plate is put in. Frequently a 
glazier will say the salvage does not 
amount to anything, but will keep it 
himself. Local agents should see to it 
that the company gets the benefit of 
any salvage, especially-these days, when 
plate glass is so high. 

Still another way that agents can as- 
sist the companies is to investigate if 
some one other than the assured or his 
employes is responsible for the break- 
ing of the glass. If this be the case, 
subrogation can be secured and claim 
made on the responsible person. The 
Chicago Bonding, for example, is allow- 
ing its agents 25 percent of the recovery 
if they will assist in bringing the re- 
sponsible party to bay. Sometimes a 
painter or other workman employed by 
an outsider will let his ladder or other 
equipment fall against the pane. Fre- 
quently an automobile will flip a stone 
through a window. There may be many 
other causes of breakage by responsible 
people and they can be made to pay for 
the damage. 

Claim men find that the most frequent 
causes of plate glass breakage are wind, 
boys throwing stones, drunken people 
and crowds pressing against the plates. 
There is no better time to solicit plate 
glass insurance than now, owing to the 
very high price of glass and the prob- 
ability of further increases being made. 


Chicago Plate Glass Issue 


The plate glass insurance men of Chi- 
cago are up in arms against the new 
rates that have been promulgated, going 
into effect July 1 for new business and 
Sept. 1 for renewals. W. F. Moore, the 
official rater of plate glass in New York, 
visited Chicago recently, made a survey 
of the city and'sent out the new rates, 
dividing the city into eight zones. In 
some cases the rates are increased 200 
or 300 percent. The Plate Glass Insur- 
ance Exchange of Chicago held a meet- 
ing Tuesday and there were some very 
lively and interesting talks. The Chicago 
exchange has worked out a very satis- 
factory rating system that has produced 
harmony in the city. The members re- 
sent any disarrangement of the plans 
that have proved so successful. They 
feel that the matter has not been put be- 
fore the company officials in the right 





light and hence have appointed a comni- 
mittee, consisting of the Hartford Acci- 
dent, Massachusetts Bonding, Metropoli- 
tan Casualty, New Jersey Fidelity & 
Plate Glass and Ocean Accident, to take 
up the matter with the head offices and 
ask that the date for new rates be post- 
poned:- and that it be allowed to submit 
another plan for rating the business in 
Chicago. The Chicago men agree that an 
increase must be made, owing to the 
higher price of glass, but they feel that 
a plan can be worked out that will mean 
less disturbance to the business than 
that promulgated by the official rater. 


Denies Published Reports 


B. A. Ruffin, manager of the General 
Accident at New York City, states that 
the published information that he comes 
from Richmond, Va., where he was a 
partner in the Smith & Ruffin Agency, 
general agents for the National Surety, 
is not true. He says that he knows of 
no firm of Smith & Ruffin existing in 
Richmond or anywhere else. Mr. Ruffin 
says that during his connection with the 
American Bankers Association and for 
some time prior thereto had no con- 
nection whatever with the National Sur- 
ety or any other surety company, 





Abandon the $25 Clause 


Some of the nonbureau casualty com- 
panies that are writing automobile busi- 
ness have notified their agents that they 
will not write the $25 deductible collision 
clause now that the National Workmen’s 
Compensation Service Bureau and the 
National Automobile Underwriters Con- 
ference have established a $50 deducti- 
ble clause and granted a reduction in 
collision rates for territory outside of the 
large cities. It is found that there is not 
much demand for the $25 deductible 
clause at the increased rate. If a man 
ean afford to pay for the $25 clause he 
will probably desire to take full cover- 
age. The automobile liability situation 
has been demoralized in Milwaukee and 
Wisconsin generally. However, it is 
stated that the companies that have been 
granting low rates in Wisconsin and 
Minnesota have stiffened up and there is 
hope for improved conditions. 


Goes With Lion Bonding 


W. J. Kronzer, assistant manager of 
the Fidelity & Deposit at Minneapolis, 
has been appointed assistant to Manager 
Cc. W. Shaffer, of the Lion Bonding & 
Surety in that city, who is in charge of 
the northwest department. The company 
is now planning to open a department 
to write automobile liability. This week 
the Lion Bonding issued the first number 
of the company’s publication known as 
“The Lion’s Roar.” It will be published 
monthly. 


Goes With the Lion 


M. F. O’Sullivan, who has been general 
agent for the Federal of Lincoln, Neb., 
several years, has taken a state agent’s 
contract with the Lion Bonding of Omaha 
in the accident department and will push 
the farm business in Nebraska and sev- 
eral other states. The Lion is getting 
out two new farm managers’ policies. 





Reed Made Chicago Manager 


A. H. Reed, formerly city manager of 
the Chicago Bonding in Chicago in ‘its 
industrial accident department, has been 
chosen division manager of the Commer- 
cial Health & Accident of Springfield, 
Tll., in Chicago, taking offices in the 
Marquette building. 





News About Companies 








Business Men’s Accident Association, 
Kansas City—The new business in June 
amounted to 3,433 applications, bringing 
the total for the first six months of the 
year up to 22,969. During the first six’ 
months of 1918 the association’s gross 
income was $419,455, a gain of more than 
$50,000 over the corresponding period of 
1917. General business and crop condi- 
tions in the Mississippi Valley territory 
in which the association operates are re- 
ported as favorable, and a substantial 
increase for the year is anticipated, 
based on the six months’ showing. 








6 CASUALTY 


THE NATIONAL 


UNDERWRITER July 11, 1918 








POINT OF VIEW 


All problems of business, and 
life generally are relative—that 
is, they are relatively small or 
large, according to the vision, 
mental attitude, habit of mind or 
contrast of the men who view 
them. 

A problem that is a mountain 
to one man is but a mole hill to 
another man. 

For instance, the head of a 
large business comes home at 
night to find his wife upset over a 
broken dish, the chicken the cook 
has burned in the oven, or to find 
his wife quarreling over the tele- 
phone about a lost laundry item. 

The husband pays no attention 
to these, save to console his wife; 
for the problems of the house- 
hold and its losses are too trivial 
as compared to those of the busi- 
ness which he faces every day. 

The handling of large problems 
renders the handling of smaller 
ones easy—that is, if the con- 
trast is not so strong as to ren- 
der them too trivial in the mind 
of the one handling them. 

A sales manager of authority 
can, in a moment, stop a contro- 
versy between a prospect and a 
salesman, adjust a difference and 
retain the good will of the cus- 
tomer that would otherwise cost 
the salesman an hour in argument 
and the loss of temper. 

The differénce may appear as a 
mountain to the prospect and 
salesman, but only a mole hill to 
the salesman’ s chief.—Reliance 
Bulletin, 











ARGUMENTS FURNISHED 
BY BOILER SCARCITY 


(CONTINUED FROM PAGE 1) 


coverage on a plant which does not 
operate at least six boilers. The com- 
panies take the position that an indus- 
trial concern which is operating only a 
few boilers at full speed is decidedly a 
poor risk for use and occupancy insur- 
ance. On the other hand, the plant 
which has several power units has a 
few boilers constantly in reserve, and 
uses what boilers are installed alter- 
nately, is not as likely to be put out of 
commission. If some damage is done 
to one or two boilers, the power can 
immediately be supplied from the other 
boilers in the plant, and there is little 
or no interruption in the business. 

As a contrast, the small plant, operat- 
ing three or four boilers, which sus- 
tains a loss, is immediately forced to 
shut down section of the plant, and 
with the cofiditions of the boiler mar- 
ket as they are, the boiler insurance 
companies face a loss on use and oc- 
cupancy that is certain to be large. 


Requirements Now Waived 


Before it became so difficult to secure | be 


boilers, 


considerable use and occupancy 
boiler 





PART VII 
| 


mills. Other classes of business demanded | 


heavy coverage. 
boiler insurance companies make 
tain requirements of a .concern before 
use and occupancy insurance will be 
written. For instance, it is made 





The big and broad circulation of THE 
NATIONAL UNDERWRITER means that help 
wanted ads in it get results. 


In ordinary times the | 
cer- | 





Capital and Surplus, $350,000.00 


mandatory that the concern insured 
must keep on hand, where water tube 
boilers are used, an adequate num- 
ber of tubes and other boiler parts with 
which to make repairs. However, boiler 
manufacturing concerns now furnish only 
sufficient parts to repair actual losses, 
and will permit of no supply being on 
hand. Under these conditions, boiler in- 
surance companies are not inclined to 
cancel the risk because of competition, 
but as a result, many small use and oc- 
cupancy claims are being paid that would 
not be incurred in normal times, where 
an adequate supply of parts could easily 
be obtained. 


Unusual Service Rendered 


In order to prevent large use and oc- 
cupancy losses, boiler insurance compa- 
nies are taking unusual steps to keep 
plants which have suffered damage to their 
boilers, as nearly up to capacity as pos- 
sible. For instance, where a boiler loss 
has occurred, as is nowadays frequently 
the case, and it becomes apparent that 
a boiler of any kind to replace the dam- 
aged one cannot be secured for some 
time, the insuring company will rent a 
road engine, traction engine, or where 
possible a railroad locomotive, and con- 
nect it with the power plant of the con- 
cern. Thus, power is furnished, if even 
in a rather make-shift sort of a way, 
until a permanent boiler installation can 
be made. Without the furnishing of the 
portable boiler service, the boiler insur- 
ance companies might sustain a use and 
occupancy loss of six or eight months. 

These are facts and should be made to 
count by agents and brokers in the so- 
licitation of boiler insurance. High grade 
manufacturing concerns with plenty of 
buying power are now forced to install 
second hand boilers temporarily, until a 
new boiler can be obtained. New boilers 
cannot be obtained even where a bonus 
is offered, and this unusual situation 
should be made use of as the strongest 
kind of canvassing document by the boiler 
insurance solicitor. The small manufac- 
turer with few boilers has ‘no right to 
“carry his own risk” during times like 
the present. The big manufacturer has 
too much business sagacity to undertake 
a risk that even the boiler insurance com- 
panies themselves hesitate to assume. 


NEW ACCIDENT POLICY 
(CONTINUED FROM PAGE 1) 


reimbursement if the Company’s liabil- 
ity for single weekly indemnity for total 
disability is FIFTY DOLLARS PER 
WEEK; if said liability is for a larger 
or smaller amount the limits under this 
schedule shall be increased or reduced 
proportionately. 

(Here follows schedule of amounts for 

specific operation.) 

PART VI 


HOSPITAL INDEMNITY 


If the Insured shall, solely by reason 
of injuries for which weekly indemnity 
is payable, be’ confined in a _ hospital 
within ninety days from date of acci- 
dent, and provided no claim is made un- 
der Part V for surgical indemnity, the 
Company will reimburse the Insured, in 
addition to the weekly indemnity pay- 
able, the amount expended weekly by 
him for hospital charges, but not ex- 
ceeding one-half of the single weekly 
indemnity payable for total disability, 
nor for a period of more than ten weeks. 


IDENTIFICATION 


If the Insured, by reason of injury shall 
physically unable to communicate 


| with friends, the Company upon receipt 
insurance was written on paper | 


of a telegram or other message giving 
the number of this Policy, will imme- 
diately transmit to his relatives or 
friends any information respecting him 
and will defray the expense necessary to 
| put the Insured in the care of friends, 
| within the sum of one hundred dollars. 
(This space for Standard and Standard 
Optional Provisions prescribed by 
Statue.) 


ADDITIONAL PROVISIONS 
A. Wherever the word “Corfpany” is 


The Indemnity Co. of America’ 
St. Louis, Mo. 
AUTOMOBILE INSURANCE In All Its Branches 

















Safety-First Inspections Reduce 
The Cost of Productive Industry: 


1—By reducing the number of industrial 
deaths and injuries. 


2—By reducing the number of dollars de- 
manded for insurance protection. 


Suggestions made by the safety engineers 
of the Maryland Casualty Company re- 
sulted in such a marked improvement of 
working conditions at a Buffalo factory 
that last month the owners of the factory 
secured a reduction in their compensation 
insurance premium of Two Thousand and 
Sixty Dollars. 


Maryland Casualty Company 
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used in this Policy it shall be deemed to 
mean the Company issuing it and wher- 
ever the word “Insured” is so used it 
shall be deemed to mean the applicant 
named in the copy of the application. 
Wherever the word “Beneficiary” is so 
used it shall be deemed to mean the per- 
son named as Beneficiary in the copy of 
the application or the person substituted 
as such. Wherever the word “injuries” is 
so used it shall be deemed to mean bod- 
ily injuries effected as described in the 
insuring clause. 

B. _Upon the occurrence of any one of 
the losses described in Part I of this 
Policy, all insurance hereunder shall im- 
mediately cease and upon payment of in- 
demnity therefor this Policy shall be sur- 
rendered to the Company. 

Cc. This insurance shall not cover acci- 
dent, injury, disability, death or other 
loss caused directly or indirectly, wholly 
or partly, by bodily or mental infirmity, 
hernia, ptomaines, bacterial infections 
(except pyogenic infections which shall 
occur with and through an accidental cut 
or wound) or by any other kind of dis- 
ease, nor shall it cover suicide, sane or 
insane, nor shall it cover any injury, fatal 
or non-fatal, caused directly or indirectly 
by war or by any act of war, or sustained 
by the Insured while participating in or 
in consequence of having participated in 
aeronautics, nor shall it cover the In- 
sured while in military or naval service 
in time of war. 

D. A.copy of any assignment shall be 
given within thirty (30) days to the Com- 
pany which shall not be responsible for 
its validity. No provision of the charter, 
constitution or by-laws of this Company 
shall be used in defense of any claim 
arising under this Policy unless such pro- 
vision is incorporated in full in this 
Policy. 

E. This Policy is issued in considera- 
tion of the payment of the premium and 
of the statements made in the applica- 
tion, copy of which is endorsed upon and 
is hereby made a part of this contract. 
Failure to comply with any of the pro- 
visions contained in this Policy shall: in- 
validate all claims hereunder. 

F. The Insured’s occupation and du- 
ba thereof are fully described as fol- 
Rs cate cheb cath: cad, Sch Noire we nals dw. sib ee ws. eles 

G. The Insured’s ocupation and duties 
by the Company 86.0.2 0.6 5c ccc scccicces 

H. The Original Principal Sum of this 


PONOE Ws 66 oe eae h me kaaes Dollars. 
The Single Weekly Indemnity is 
dhieie-bcoveb Aver eik Mee G64! e Katee ee ae Dollars. 
The premium for the term of this 
Policy is 


Oe er eee ey Dollars 
I. This Policy is issued for a term of 
assrarerorecatets months to commence on the 

Pleee tous GRF O66 os tiscsewdees chee sce 
beginning and ending at twelve .o’clock 
noon, standard time of the place where 
the Insured resides, but it may be re- 
newed with the consent of the Company, 
from term to term by the payment of the 
premium in advance. 

IN WITNESS WHEREOF, The 
Company has caused this Policy to be 
signed by its President and a Secretary, 
but the same shall not be binding upon 
the Company until countersigned by a 
duly authorized Agent or Cashier of the 
Company. ‘ 
Countersigned 


ed 


HOW AGENTS CAN MAKE 
CLAIM MEN HELP THEM 


(CONTINUED FROM PAGE 1) 


whether they are entitled to compensa- 
tion or not. 





Hernia Source of Difficulties 


Probably the greatest source of diffi- 
culty in this connection arises from her- 
nia cases. The public misconception of 
the causes of hernia is probably respon- 
sible for this condition. The belief that 
hernias are accidental instead of con- 
genital prevails pretty generally and 
whether the victim knows the truth of 
the matter or not is not so important, 
for he knows that in the majority of 
cases he can collect compensation or 
Secure a compromise settlement for 
such a disability. His employer very 
often will insist on him being taken care 
of by the insurance company under 
such circumstances. 

The agent of“broker who brings pres- 
Sure to bear for the payment of an un- 
just claim of this kind is, of course, in- 
Juring his standing with the insurance 
company and very often is not improv- 
ing his record of and reputation for fair 





dealing with the policyholder. The em- 
ployer who insists on such payments is 
making his experience record bad and 
breeding an increase in his rates 
through the operation of the experience 
rating schedule. 


Locations Improperly Described 


Another source of considerable 
trouble to claim departments is due to 
the failure of the agent to give the 
proper location of his coverage and 
give the proper description of the sort 
of work done. The companies are far 
more liberal in their treatment of cases 
where improper location is given than 
they formerly were, but they are com- 
pelled many times to insist upon their 
rights in this respect. The agent and 
broker should understand that a policy 
covers only where it says it covers and 
does not cover employes when they go 
beyond such places. If the employer 
is in the habit of sending employes out- 
side to perform various tasks the pol- 
icy should contain a permit for the ex- 
tension of coverages to them wherever 
they may be. If they go outside of 
states where the main risk is located 
additional policies must be written and 
a compensation contract covering in 
one state does not cover beyond. 


Using Wrong Classifications 


The agent or broker who wrongly 
classifies a risk is always under sus- 
picion of doing this to secure for his 
client a lower rate than he is entitled 
to if he were properly classified, and 
attempting to give to him scmething for 
which he does not pay. 

Pleasant relations are much more 
easily maintained now than when the 
compensation laws were first enacted. 
Everybody is getting better acquainted 
with the provisions of them and as a re- 
sult there is less cause for misunder- 
standing. The percent of people that 
are unreasonable’ is indeed very small. 
Agents and brokers are giving less mis- 
information than they formerly did and 
they are realizing more and more the 
need of full explanation of just what the 
law is and what the policies cover. The 
employers are getting thoroughly ac- 
quainted with the provisions of the 
acts and with the insurance companies 
and the employes likewise are getting 
pretty well educated. 


Automobile Claim Troubles 


Considerable trouble is experienced 
from time to time in claim departments 
as a result of the agents’ or brokers’ 
failure to explain what kind of cover- 
age is given under an automobile pol- 
icy. Too often they sell a liability and 
property damage policy and the assured 
thinks he is also getting liability and 
collision insurance, or if he is sold lia- 
bility and collision insurance he thinks 
that he is aiso carrying property dam- 
age. There are still agents and brok- 
ers who are not absolutely clear on the 
difference between the three forms of 
casualty insurance written for automo- 
bile owners. Of course there are even 
more of them who know this distinc- 
tion, but are either unable to or unwill- 
ing to make it clear to their policyhold- 
ers. If they would be more specific in 
their explanations of this coverage 
many of the differences between the 
claim department.and the policyholders 
would be eliminated andthe business 
would be much more persistent than it 
is. 
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HOOS I E Indianapolis, Indiana 


Gives a LIBERTY BOND to every successful agent. An interesting proposition 
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Interstate Casualty Company 


Home Office: Birmingham, Ala. 


Capital, Surplus and Reserves, $682,633.18 


Specializing in Automobile and Public 
Liability and Excess Insurance 


General Agents 
STATE AGENCY 
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Insurance Exchange, Chicago Salt Lake and San Francisco 
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Liability Department 
Continental Casualty Company 


H. G. B. ALEXANDER, President 


is nowready to negotiateagencyconnections covering 
all lines of Workmen’s Compensation, Liability, Automobile 


Insurance in the following states: New Hampshire, Vermont, Iowa 
Kansas; and portions of Michigan, Indiana, Wisconsin and New York. 


Also in the various Provinces of the Dominion of Canada. 
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910 Michigan Avenue CHICAGO 











homa people. 





OKLAHOMA LIVE STOCK 


INSURANCE COMPANY =: -:: 
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SUPPLEMENT TO THE NATIONAL UNDERWRITER 


SMALL POLICIES 


Can the Local Agent Handle Them Profitably ? 


Overhead expense has increased to 
such an extent during the past two 
years that it has become a very for- 
midable item to most local agents. 
Formerly able to wait almost any 
length of time for the payment of the 
premium, most agents are now watch- 
ing the corners very closely, and pay- 
ing more attention to the collection of 
outstanding accounts. As the agent 
goes over his unpaid balances he in- 
variably reaches the conclusion that 
most.of his uncollected bills are among 
the small assureds. The man who has 
been written for a small $500 or less 
household furniture policy is usually 
the most difficult to collect from. He 
is not a business man, is careless in the 
handling of his financial affairs, and his 
bill is so small that the agent cannot 
afford to spend a great deal of time in 
going after it. 

Plan in New York 


Various plans for the handling of 
small accounts have recently been sug- 
gested, and in some cities action has 
been taken by the local association. In 
western New York, many agents have 
adopted the policy of not permitting 
smali contracts to leave their offices 
before the premiums have been paid. 
In other words, they have ceased to 
mail out renewal polses and take a 
chance on collecting the money, and are 


not writing the business unless the as-‘ 


sured calls at the office and pays the 
premium. 


Applicable to Large Cities 


Local agents generally are of the 
opinion that this course cannot be pur- 
sued in smaller cities. It is entirely 
practical for the large towns where the 
office is so large that policyholders are 
not personally acquainted with the men 
in the agency. In such a case it is 
purely a business proposition, as the 
heads of the agency have no direct 
contact with the customer. 


Undesirable for Small Center 


Conditions in the small town, how- 
ever, are entirely different. In the 
smaller community every one knows 
every one else, business is done largely 
on credit, and for the small town agent 
to take the position that he would not 
issue the policy unless the premiums 
were forthcoming would mean a de- 
cided loss of business. For the local 
agent, at least, little cash business is 
done in the small cities. Very often 
the agent gets business only because 
he trades with the grocer, clothier, 
butcher, etc. Grocery bills, for in- 
stance, are reduced by the amount the 
grocer may owe him for fire insurance. 
He could not do business any other 
way and, if he attempted to, would, by 
his arbitrary stand, force the business 
into the hands of a competitor. The 
attitude of local agents on this question 
is reflected in the subjoined letters, 
which are typical. ae 


E. M. Allen, president of the National 


aw: 





Association of Insurance Agents, 
gests these plans: 

_ I have no doubt an actual loss occurs 
in writing the very small policies, but it 
is like selling a paper of pins on credit 
at Wanamakers’—the volume should off- 
set the loss. 

We do not solicit small policies and 
do not care for them unless the assured 
has other lines on which we can make 
a profit. Any reasonable credit plan can 
be put into effect where agents have 
proper local organization. Either of the 
two suggestions below might cover the 
small policy proposition: 

_1. For small towns—Deliver the poli- 
cies with bill and have it understood by 
circular or other advertisement that all 
policies under $5 must be paid for in 
cash upon delivery. 

2. In the larger towns—Circular notice 
could be mailed to the assured stating 
that policy with premium of less than $5 
will be renewed upon receipt of premium. 
Or, the policy could be renewed and no- 
tice to this effect mailed to the assured, 
stating that payment of premium within 
specified time shall be made in order to 
keep policy in force. 

I do not think such regulations would 
result in the loss of any business as a 
definite rule applying to everyone would 
be regarded by the assured. The cus 
tomer who has nothing but one or two 
insignificant policies would not find any- 
body very anxious to write his business 
if he decided to cancel out of the agency 
which sent him such notice. 

* » * 

F. W. Standart of Denver, Colo., says: 
While we dislike this small business and 
do not make any money out of it, we 
have so many cases where it grows to 
larger business and influences other busi- 
ness that as a business policy we regard 
it as an evil that we have to stand. 

* * * 

Cc. F. Hildreth of Freeport, Ill., has this 
to say: I realize that but little if any 
profit is to be made out of the small 
household furniture policies that are not 
paid for in advance, if the labor in- 
volved in issuing the policies and collect- 
ing the premiums, with an occasional 
loss of premium, be taken into considera- 
tion. On the other hand, these very peo- 
ple need the protection and I have not 
yet reached the point where I am willing 
to deny the worthy applicant a policy 
that he can’t pay for in full or at all at 
the time of issue. In my judgment the 
position is too arbitrary. 

Mayte it would be fair to say that we, 
like all other dealers, must take some 
bitter with the sweet. We can’t prop- 
erly be absolutely cold blooded in this 
matter, in my opinion. 

* * ~ 


F. W. Offenhauser of Texarkana, Ark., 
replied as follows: I confess that while 
there is no money in carrying small pol- 
icies through the beoks, yet I cannot see 
how the agent can afford to discriminate 
against the small policyholders, for, if a 
credit business is done at all, it should 
be extended to all customers alike. Be- 
sides: we all know that in every line of 
business there are certain labors per- 
formed in which there is no profit. After 
all general results is what should be 
taken into consideration, so I believe it 
would be impracticable to put into prac- 
tice any such method. 

* * * 

George North Taylor of Streator, Ill, 
holds this view: The discussion in re- 
gard to credit on insurance premiums is 
one of great interest to the agents, but 
receives too much general publicity. 

In a large proportion of agencies the 
business is conducted on a pravttically 
cash basis. The assured is accttstomed 
to settling upon delivery of the policy 
or within a few days théreafter. The 
publicity being given the matter of credit 
will if continued educate these cash pay- 
ing customers to demand credit. 

To tell small policyholders they must 


sug- 
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pay cash advertises that credit is ex- 
tended to large policyholders. It would 
be discrimination and would settle noth- 
ing. An agency doing a large credit 
business could well afford to extend 
credit to the small policyholders if the 
large ones paid cash. The obvious rem- 
edy is cash for insurance. 

Each policyholder to whom credit is 
given should be made to realize that a 
special favor is granted when time is 
given. This applies to both large and 
small amounts. 

The greed of agents to get the busi- 
ness is what causes the abuse of credit. 
As a reason for patronage let the agent 
show superior service, not the length of 
time he will wait for his money. 

Intelligent, concerted action by the 
agents to educate themselves to require 
cash and thus educate the buyers of in- 
surance that this a cash business will 
make it cash. That will remove the 
complaint of some agents that the small 
policy causes a loss on account of the 
cost of collection. 

Join the local, state and national asso- 
ciations of insurance agents. Make “Cash 
for insurance” the policy of, the associa- 
tion and of the business. Advertise terms 
net cash. Get the business and get the 
cash. nts e 


Local agents at Geneva, N. Y., are 
attaching a policy sticker to the small 
policies which reads as follows: 


The war tax on this insurance will be 
paid by the insurance company. The law 
regulating the payment of the war tax 
makes necessary the collection of the pre- 
mium, or the cancellation of the policy 
within 30 days from date of issue. 

If this policy is not acceptable under 
these conditions, please advise at once. 

Huber & Partridge view the situation 
as follows: While we fully agree with 
you that when a policy calling for a 
premium of from $3 to $5 is delivered, 
the cash should be demanded upon de- 








livery of policy, it is not consistent to 
effect this method in the Scranton terri- 
tory on account of the leniency of the 
various agents, and just at this time it is 
improbable that we could get the agents 
to go along on a “Cash upon delivery of 
policy” basis. Our experience in this 
respect, am glad to say, has been the 
best, to which we attribute our selection 
of risks. 
s s a 

W. A. Bartlett, of Bartlett & Bartlett, 
Galesburg, Ill., says: In writing small 
policies we now make it a rule to charge 
a policy fee of $1 on all policies where 
the premium is less than t may 
seem strange, but that $1 signifies the 
difference between the good and the bad 
policyholders. 

It seems to us that it is best to get 
the cash, and this we try to do on all 
small policies. There are exceptions, of 
course. 

It would be practical, in our opinion, 
to put into effect a plan whereby a 
small policy would have to be paid for 
before being delivered. It seems to us 
that any agency could go from the old 
basis to the new basis by using a little 
tact and persuasion. 

* * s 


Fred J. Cox, chairman of the execu- 
tive committee of the National Associa- 
tion of Insurance Agents, says: 

In our office we let no policy go out 
to the assured for a premium less than 
$5 or $6, unless paid in cash before the 
policy is taken, except when our client 
has other business. : 

Before the expiration of a small policy 
of this size, we write a letter to the as- 
sured and ask whether the policy will be 
renewed and if they will kindly call at 
the office for the same. ; 

We have found we have lost no busi- 
ness of any account, and it does save us 
a lot of time and trouble. In fact, I be- 
lieve that if we put the premium at $10 
as the minimum amount, we would fare 
just as well. 
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MEETING COMPETITION 
Of Automobile Exchan ges 


HERE is no use attempting to 
T dodge the fact that in many of the 

country districts of most of the 
middle western states the stock fire in- 
surance companies are not writing the 
bulk of the automobile business. On 
the other hand, the local mutuals or 
interinsurance exchanges are corraling 
the business. This situation is one 
that cannot be entirely controlled by 
rates. While it is true that the poorer 
class of mutuals and interinsurance ex- 
changes are after all getting their busi- 
ness largely because of the low rates 
they are able to offer, stock company 
local agents would, in many instances, 
be unable to get the business if they 
offered the same rates. This is due to 
the fact that with many of the re- 
ciprocals and small local mutuals the 
most prominent men in the community 
are identified with the organization. 
To attack the concern is to attack the 
important men in that locality, and the 
local agent who launches into such a 
campaign only invites trouble. 


Big Business Men Often Interested 


The fact that the best business men 
in one whole section of the state are 
knowingly or unknowingly connected 
with a reciprocal exchange or “weak 
sister” mutual bears weight with the 
people in that community. The local 
agent who encounters such a situation 
has only one kind of a comeback. He 
must forget entirely the matter of rate, 
and explain to those whom he solicits 
just what reciprocal insurance is, and 
what stock company insurance ‘does. 
They are as different as day and night, 
but many local agents are unable to 
explain just how or why. To the lay- 
man insurance is insurance, and to 
merely tell him that one company is 
better than another does not mean 
much, The agent may know that a man 
carrying an interinsurance exchange 
policy gets only what he pays for, and 
may even tell the assured so but. this 
remark unaccompanied by a fuller ex- 
planation does not disturb the policy- 
holder’s mind. 


One Concern’s Methods 


There is an interinsurance exchange 
with headquarters in one of the middle 
western states that has been very ag- 
gressive, and, up-to-date, very success- 
ful in the automobile insurance field. 
It has flooded middle western territory 
with solicitors, appointed some agents, 
and placed a very considerable volume 
of business on its books. The only rea- 
son for this that can be seen from the 
outside is that the concern has been 
active. It has made a very vigorous 
campaign for business, which is con- 
trary to the methods pursued by some 
of the stock companies 100 percent 
more reliable. Where this outfit has 
been active and successful many local 
agents simply “lay down,” and inform 
their automobile writing companies 
that it was impossible to get business 
because of the activities of the inter- 
Insurance exchange. 

Such agents might do well to analyze 
the contracts issued by this concern. 
They are so utterly worthless, contain 
so many jokers, and are worth so little 
to the assured in the event of a loss, 
that it is hard to understand how a 
local agent cannot overcome, in one 
interview, such competition. 


Excerpt from Policy 


For instance here is an extraet from 
this particular concern’s policy—‘Re- 
gardless of the amount of insurance 
named in policy, the coverage in event 
of loss is as follows: first year four- 
fifths of the list price, second year two- 
thirds of the list price, third year one- 
half of the list price, fourth and fifth 
years one-fourth of the list price. Cars 
over five years old not insured. If the 


ally decreases in accordance with the 
above schedule. 


Further Jokers Shown 


There is a joker in the policy that 
reads as follows: “But the subscriber 
shall be assessed on face of the policy 
to pay losses. The subscriber shall 
have the right to revalue his car at 
any time by paying the transfer fee,” 

which in other words, means the is- 
suance of a new policy and the initial 
payment for the charge. Theft insur- 
ance is written with the $25 deductible 
clause. In event of a tire being stolen 
the company is allowed 60 days in 
which to recover before payment is 
made. The limited collision coverage 
provided is as follows: “Collision cov- 
erage only applies while this contract 
is in force, by collision with another 
vehicle, any animal, or any of the roll- 
ing stock of any public carrier.” Dam- 
age to tires is excluded. There are de- 
ductions under the collision form as 
follows: “$15 on each collision claim for 
a car listing less than $500; $20 on each 
collision claim for a car listing less 
than $750, and $25 on each claim where 
the car’s list price exceeds $750. It is 
further provided that “the association 
is only liable for the difference in the 
amount so deducted, and the actual 
amount of the collision claim, but with 
a limit of liability not to exceed 20 times 
the amount deducted according to the 
above scale.” 


Limits of Coverage 


Liability coverage is granted to the 
extent of $2,500 in the event of injury 
to one person or death, and $5,000 on 
any one accident and court costs. All 
attorney’s fees and costs taxed against 
the subscriber in any legal proceeding 
are not paid in excess of the limits of 
the, liability outlined in the foregoing. 
The insurance is not valid if the car is 
driven or operated by any person other 
than the subscriber, a member of his 
immediate family or a paid driver. In 
other words, if a friend is operating the 
car there is no collision, liability, or 
property damage coverage. 


Two Different Letters 


The literature sent by interinsurance 
exchanges. to their representatives dif- 
fers greatly from the circular matter 
sent out to prospective policyholders. 
For instance here is a paragraph from 
a letter one reciprocal sent to its 
agents: 

Meeting Competition 

_“Our representatives receive a commis- 
sion far in excess of what stock com 
panies pay, also large enough that they 
are specializing on this line of insur- 
ance during the season and some of the 
boys are making the seasons 12 months 
in a year.” 

Contrast this with the illuminating 
information contained in the circular 
sent to a list of prospects. 


“Question—What disbursements are 
chargeable to the subscriber? 
Answer—Amounts disbursed in the 


actual payment of losses, any expense 
incurred in the disposing of or adjusting 
of such claims, and the necessary costs 
of collecting dues from the subscribers, 
excepting clerical work which is supplied 
by the attorneys-in-fact. 

Question—How are such expenses as 
office rent, employers’ salaries, agents’ 
compensation, printing, postage, tele- 
phone, etc., paid? 

Answer—From the membership fee.” 


Worth What It Costs 


Buying automobile insurance is no 
different from buying any other neces- 
sary commodity. It is impossible to 
get “something for nothing” and any- 
one who would attempt to do so gets 

“stung.” The insurance offered by re- 
ciprocals and small local mutuals is 
worth no more than is asked for it. 
A premium paid to such a concern can 
only be regarded as a deposit premium, 
because the right of assessment to 
meet excess of losses under such poli- 





policy be continued in full from year to 


cies may exceed the deposit premium 


as an initiation fee is not any part of 
the premium, but instead an amount 
turned over to the solicitor as fees for 
himself and the attornev-in-fact. There- 
fore, when signing. an application for 
a reciprocal insurance policy all rights 
are waived as to the amount of pre- 
mium and loss assessments that may be 
asked for. In other words, it is similar 
to signing a note in blank agreeing to 
pay any amount the organization may 
call for. The liability in all reciprocal 
exchanges, and in some of the smaller 
mutuals, does not cease at the time the 
policy is cancelled. The assured is 
liable for assessments for all losses oc- 
curring throughout the state in which 
the concern operates, and the liability 
to the exchange continues until each 
and every claim occurring during the 
effective period of the policy has been 
settled by compromise or paid judg- 
ment. 

Competition Can Be Overcome 


There is no objection to a properly 
conducted mutual company. Most mu- 
tual companies, however, are not solicit- 
ing automobile insurance at the ridicu- 





lously low rates offered by the reciprocals 
and some few of the mutuals. While 
this competition may appear difficult to 
the local agent he can do no better than 
secure a copy of such a competing or- 
ganization’s policy and by-laws. He can 
then mark some of the jokers or danger- 
ous paragraphs as outlined, and needs no 
better soliciting document. 


Can Change Prospect’s Views 


After all the average man is seeking 
protection when buying insurance, and 
while he might be regarded as a penny 
nincher for having purchased reciprocal 
insurance he is not wedded to that 
form of indemnity for life. He needs 
to have pointed out to him the frail 
foundation upon which he is standing, 
shown that a scheme of expecting to 
pay losses through assessments col- 
lected from other members has never, 
in any one instance, proven successful, 
and have pointed out that in the nature 
of things such an organization cannot 
guarantee to relieve a subscriber of his 
liability for the reason that such a 
guarantee would be dependent entirely 
upon its ability to collect assessments. 
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COLLECTION SYSTEM 
That Brings in the Money 


HEN collections become a seri- 
Was obstacle in the path of a 

local agent it usually means that 
no system for collecting premiums is 
in use. The agent who is devoting all 
of his time to getting the business, and 
gives little thought or attention to col- 
lections, sooner or later finds himself 
in a muddle from which it is difficult 
to escape. Customers are billed only 
intermittently, collectors are sent to the 
most valued policyholders in the 
agency, and mismanagement and lack 
of system piles up error after error in 
the matter of collections. Too many 
well grounded and_ thorough-going 
local agents are actually unsuccessful 
because of their lack of foresight in 
collecting premiums. 

The foundation of collection success 
is system. Regularity and exactness ac- 
company a comprehensive system. At 
the recent meeting of the Michigan 
Association of Local Agents, John P. 
Old, described in detail the system suc- 
cessfully used in his office. The letters 
used in this system are attractive, well 
worded and yet compelling. The sys- 
tem is the work of Charles A. Mc- 
Elvaine of the Aetna Casualty & Surety, 
who submitted it, and won first prize 


in a company contest. The plan in full 
follows: 


Premiums Daily by Post 


We hate collecting so thoroughly at 
this agency that we go at it just as we 
do the cold bath;—we hurry to it the 
first thing in the morning for the sake 
of the good feeling we have when it 
is over. 

We consider collections by personal 
calls as absolutely the most time-wast- 
ing, purpose-scattering, and _ soul-de- 
pressing part of the best business on 
earth—insurance. No agent, if his busi- 
ness be properly financed, needs to col- 
lect personally any but overdue ac- 
counts provided the proportion of 
overdue accounts is kept down to 
where it belohgs. 

With this truth in mind we strive to 
keep the number of accounts which be- 
come overdue down to the absolute 
possible minimum. Experience and ob- 
servation have taught us that this can 
not be done by any spasmodical efforts 
inside or outside of the office. 

The credit periods granted us by the 
various insurance companies we serve 
vary as much as twenty days, so that 
it is obviously impossible to adjust our 
collection system to that of the various 
companies. We arrange our system en 
the basis of the number of days in two 
calendar months. In a drawer of the 
filing case we have sixty-two ordinary 
letter folders numbered 1 to 31 and 
again 1 to 31, the numbers correspond- 
ing to the days of the last two months. 
By placing each day’s folder at the rear 
when the day’s work is completed, to- 
morrow’s folder is then in front and 
today’s folder is then in front and to- 
day’s folder has started its two months’ 
trip towards the front again. The thir- 
tieth folder from the back, which has 
been traveling towards the front for 
thirty days, has a blue tag on it as has 
the 45th folder from the back a red tag. 
These tags are moved back each day so 
as to remain always in the same rela- 
tive positions to the rear of the folder 
and to each other. 

Form Letters on 30th and 45th Day 

Overdue 
ODAY is April 21st, so when we 
opened up this morning, folder No. 
21 was in front in the drawer. It is 
surely Good Friday for us for there 
were no duplicate bills in the folder for 
\' eS , -\ 





Young man! Are you looking for a job 
or a career? Start now to make it a 
career. Ask Fire Protection of Cincin- 
nati to send you its pamphlet on “Busi- 

ness Getting Knowledge.” 





business written two months ago today. 
Each policy written today was billed 
in triplicate. The ribbon bill was de- 
livered with the policy; the two car- 
bons placed in today’s folder. But the 
first thing the stenographer did’ this 
morning was to send form letter No. 1 
to each assured still holding a place in 
the blue tag folder and enclosing one 
of his two duplicate bills. Form letter 
No. 1 tells how the better business 
houses are collecting by mail to save 
bothering the assured by personal calls. 
It reads as follows:— 

“In mailing you the inclosed state- 
ment for $ , we are following 
the custom of many of the _ better 
class of business houses which have 
found that. a large majority of their 
customers prefer to receive and pay 
their bills by mail rather than suffer the 
annoyance of personal calls. If, how- 
ever, you desire an explanation of the 
statement or if we can serve you in any 
way by a call, will you please so in- 
dicate and we will be glad indeed to 
see you promptly on this matter.” 

She then sends form letter No. 2 to 
those represented in the red tag folder. 
Form letter No. 2 informs the recipient 
that we are preparing our accounts 
with our companies and that it is neces- 
sary to have the money to complete the 
operation. It reads thus: 

“In again calling your attention to 
the above balance would say that our 
Companies grant us a reasonable time 
in which to ‘collect and remit for in- 
surance, but in deference to the ex- 
actions of the insurance regulations and 
the ethics of sound business this time 
is sharply limited. We must now ac- 
count for various amounts including 
the above and your assistance in help- 
ing us to be prompt in paying the 
Companies for their insurance, as they 
are prompt in paying our losses, will 
be highly appreciated.” 

So sure are we that the money is 
ready for us by this time that we en- 
close an addressed stamped envelope 
with form letter No. 2. These form 
letters are carbons with names and 
amounts filled in on the typewriter and 
signed with a rubber stamp. They are 
as impersonal as we can make them. 


Joining the Ranks of the Delinquents 


HAD there been any unpaid bills in 
today’s folder the stenographer, as 
the first operation of the day, would 
have lifted them out and placed them 
on the writer’s desk, each to be marked 
with a number to indicate to her one of 
the following dispositions: (1) State- 
ment with past due stamp reading:— 

“PAST DUE &@This account has no 
doubt escaped your notice. Will you 
please favor us with a remittance at 
your earliest convenience.” 

(2) form letter threatening to cancel 
reading as follows: 

“The credit period which the Com- 
pany allows us in which to collect the 
above amount is now past and unless 
the amount is paid promptly the Com- 
pany will doubtless order cancellation 
of the insurance. We would regret to 
be forced to take this action, but after 
we have passed certain time limits the 
matter is largely out of our control. If 
there is any good reason why the time 
should be extended in this imstance, 
please notify us at once and we will 
render all assistance in our power.” 

(3) cancellation; (4) no& further ac- 
tion at this time. After these opera- 
tions are completed the bills are placed 
in alphabetical expansion folder and 
have joined the ranks of the delin- 

uents toebe dealt with as each per- 
versé“piéce of hunfanity*in the case re- 
quires. © 

The operations are the first duty of 
every morning. No variation in pro- 
cedure is made for friend or foe 
relative or broker. -Any system that 


varies to suit individual cases soon be- 
comes no system at all. It might seem 
that our system is laborious and ex- 
pensive, but not so. It is rare indeed 
that the stenographer has not com- 
pleted all the operations before the 
writer has gone through the morning 
mail. As to expense few agents realize 
the money value of a personal call. It 
is to be remembered; in calculating the 
labor and expense, that each bill as it 
is paid relieves us of all further action 
as to it so that form letter No. 2 is 
sent to only a small proportion of our 
policyholders and a very small propor- 
tion of the bills ever reach the de- 
linquent file. 
Before a Policyholder Can Become a 
Delinquent 

EFORE a customer can become a 

delinquent he has received the 
original bill, a duplicate bill and a state- 
ment letter. If it is necessary to collect 
from him personally he can not claim 
surprise and is in poor position to beg 
further delay as the account due has 
been requested of him three times at 
suitable. intervals. By doing a° little 
every day the importance of collections 
is impressed on the mind and where we 





used to say “Any time in 60 days will 
suit us” we now say “Any time in 30 
days will allow us to satisfy the Com- 
pany.” 

The patent medicine men can beat 
us out at convincing comparisons as to 
conditions, “Before and after using,” 
but since we have put a little system 
into this end of the business we spend 
fewer days frantically tearing over the 
town for money to meet drafts which 
leaves us more days in which to tell 
people the advantages of protection. 
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9 VIEWS ON USE FIRE—TORNADO—AUTOMOBILE , 
AN EXAMINER AND OCCUPANCY | COMMERCIAL UNION THE COMPANY WITHTHE PYRAMID 


At a recent meeting of the Examiners 
Club of Chicago, E. W. Hotchkin, an 
examiner in the western department of 
the Continental, said, concerning use 
and occupancy insurance: he war 
condition prevailing, particularly in the 

manufacturing industries of this coun- 
try, for the past three or four years, has 
been responsible for an increased de- 
mand for some sort of indemnity which 
will take care of the loss sustained by 
an assured subsequent to a fire and dur- 
ing the time he is rehabilitating his 
plant. 

Indemnity Defined 


The closest approximation to this is 
the so-called use and occupancy, which, 
in general, promises to indemnify an as- 
sured at not exceeding a certain rate 
per day in event of total interruption 
to his business caused by fire on his 
premises, and at a proportion of this 
rate per day in event of partial suspen- 
sion. The entire contract is wrapped in 


_ obscurity, both as to the method of fix- 


ing the rate per day, and the fixing of 
the total insurable interest of the as- 
sured—at present the number of meth- 
ods is limited only by the number of 
assureds, agents and _ underwriters; 
each and all having their own indi- 
vidual ideas on the subject. These 
widely varying opinions may be at- 
tributed in a large measure to the fact 
that they either do not see, or do not 
wish to acknowledge (owing to the dif- 
ference in. rate), that what is wanted 
by the assured, ‘and what is furnished 
by a majority ‘of the forms, is simply 
and purely profits insurance, and not 
use and occupancy at all. 


Semi-Profit Coverage 


This growing tendency on the part 
of brokers and assureds to transform 
U. & O. into a disguised profit-cover- 
age, plus whatever other interest, real 
or imaginary, the assured thinks ‘he is 
entitled to at the U. & O. rate, is caus- 
ing underwriters much concern and at- 
tempts are being made to develop a 
form of coverage which will be equi- 
table to both assured and company. 
Up to oe the growth and develop- 
ment of U. & O. has been mostly along 
incorrect lines. In support of this 
statement I would call attention to cer- 
tain court decisions. 


Legal Decisions Given 


The courts have ruled that “An in- 
surance of use and occupancy of a 
building insures the building use of 
which the property is capable, and not 
the loss of earnings and profits of the 
business carried on therein.” In one 
case, namely, that of Michael vs. Prus- 
sian National, which, by the way, cost 
the companies $60,000, the New York 
court of appeals ruled that 

“Use and occupancy, as terms of in- 
surance, may assume within their gen- 
eral scope the expectation of profits and 
earnings derivable from property, but 
the terms appear to have a broader 
meaning as to the subject of insurance, 
and to apply to the status of the prop- 
erty and its continued availability to 
the owner for any purpose he may be 
able to. devote it to; that is, U. and O. 
is not insurance of earnings nor income.” 


A lower court in a case bearing: in- 


stroyed by fire, the company shall be 
liabie for the loss of net profits and 
fixed charges as must necessarily con- 
tinue.” 

Going a little further along this line 
of thought, it will be found that prac- 
tically all lectures and articles, whether 


somewhere the statement that use and 
occupancy is vague, indefinite and diffi- 
cult to define, and the descriptions as 
to what a U. & O. policy is supposed 
to cover include a great variety of 
items, 

Other Views Shown 


To illustrate—I found two articles in 
the same publication, one by Mr. Ba- 
ment, chief adjuster of the Home, and 
the other by Julius Lucas, vice-presi- 
dent of Davis, Dorland & Co. The 
first gentleman says: 

“U. and O. embraces rent, rental value 
and profits insurance and more, and bears 
about the same relation to the latter as 
blanket insurance to specific.” 

Mr. Lucas says that 

“The purpose of U. and O. is to pro- 
tect the assured not only against loss of 
profits, but such items as taxes, inter- 
est ,salaries of employes under contract, 
and loss of customers who have opened 
accounts with other parties, a large per- 
centage of whom do not return to trade 
with the assured.” 

Is it any wonder then, that the court 
of appeals in passing on the Michaels’ 
case, referred to previously, said: 

“The defendant might have avoided all 
question of construction if it had plainly 
stated that either the business of the 
plaintiff, or its earnings and profits, was 
the subject of insurance instead of us- 
ing such a vague term as use and occu- 
pancy.’ 

Improperly Named 

In general, it would seem that the 
name use and occupancy were a mis- 
nomer in connection with present cov- 
erage furnished, and that the sooner it 
is discarded for a more correctly de- 
scriptive name the sooner will this class 
of insurance be placed on a satisfactory 
basis. If the present vague term is to 
be continued, it is difficult to understand 
how a satisfactory form is to be drawn 
up which will relieve the companies of 
unscrupulous and dishonest adjustments. 

If the companies feel that the insuring 
of the consequential loss of profits re- 
sulting from the total or partial destruc- 
tion of a plant by fire, is a legitimate 
class of insurance, why not clearly state 
that this is the object of the policy with- 
out any mention of the U. and O.? 


Practice in England 


Under the English system of handling 
this class of insurance, the assured is 
required to state whether he wishes 
to insure net profits only, fixed charges 
only, or both, and whether the basis 
or standard for measuring the loss is 
to be the “turnover”, measured in money, 
or the “output”, measured in quantity 
of goods produced. Would not some 
similar method lead to a clearer and 
better understanding by both the com- 
pany and the assured if it were intro- 
duced here; and further, would it not 
tend to an infinitely better basis of 
adjustment than the compromise settle- 
ments now in vogue in this country? 


by company men or brokers, contain } 








N orthern 





directly on the subject, used the fol- 
lowing words: 

“But the profits of the business were 
quite another risk, and not at all cov- 
ered by the phrase use and occupancy. 
Perhaps the market value of that inter- 
est may be ascertained by proof in the 
absence of agreement, but it clearly does 
not consist of profits plus fixed changes.” 


Opiniens Should Influence 


Considering the above decisions of 
the courts, does it not seem illogical for 
the companies to go on issuing policies 
covering “On the use and occupancy of 
the building and machinery of the as- 
sured’s plant,” with the explanation that 
“Tf said building and miachinery be de- 


Write to Fire Protection, 403 Lincoln 
Inn Court, Cincinnati, for that new pam- 
phlet telling all about the Dean Schedule 





Insurance Company 


of New York 


STATEMENT, DECEMBER 31, 1917 


- eaeigeaggeaeatomag 
1,104.052.74 


FIELD MEN 
OSEPH W. BECK 
56 Richton pm, Detroit, Mich. 
ERIK LINDSKOG 
Minneapolis, Minn, 
WICKLIFFE P, ~~ 
P, 0. Bot 366 Wy erré Haute, Ind. 
FRANK G. atin... ; 
720 Racine St. Milwaukee, Wis. 


4752 Park Ave. 


TZEL 
Columbus, Ohio 


Assurance Co., Ltd., of London 
PALATINE 

Insurance Co., Ltd., of London 
COMMERCIAL UNION 

Fire Ins. Co., of New York 
UNION 

Assur. Soc., Ltd., of London 
CALIFORNIA 

Insurance Co., of San Francisco 


WESTERN DEPARTMENT 
N. E. Cor. Clark and Monroe Streets 








Forty Years of Continuous Successful Service 
INCORPORATED 1876 


The Ohio Mutual Fire 


Insurance Co. 
SALEM, OHIO 


Total Cash Assets, - $289,349.98 


















































7,383,89368~| 2.112 189.83 


TOTAL LIABILITIES---~ $3.771,704.15 
| POLICY HOLDERS SURPLUS $3,612,189.53 





























are seeking desirable agents in Illinois. 
particulars regarding commission contract. 


JOHN NAGHTEN © CO., General Managers 


ESTABLISHED 1863 


INSURANCE EXCHANGE, CHICAGO, ILLINOIS 


STN EETGIAY, SOUT 
Net Cash Surplus, - 211,990.18 ma, ls George areh dale, Miah 
Losses Paid since Organization, $1,191,244.81 Kansas Gy. Moy ashe €, ea 
J. R. VERNON, President J. AMBLER, Secretary | W sir West Water atreet, wankee: R. W. Miller 
INSURANCE 
Metropolitan Fire cSvrany 
OF CHICAGO 
D4 INSURANCE 
Hibernia Fire comeany 
OF CHICAGO 


Write for 











TRACTOR 


INSURANCE 


SPECIAL 
POLICY 


FIRE 
LIGHTNING 
EXPLOSION 
SELF-IGNITION 
TORNADO 


AUTOMOBILE DEPT. 


HANOVER FIRE 


INSURANCE CO. 
NEW YORK CHICAGO SAN FRANC S€O 





Hotel Dyckman 


ie ee, MINN. 
THE COMPLETE HOTEL 
Each of its 300 rooms is outside and has bath 


Appointments 
combine Gig- 
} nity with a fa- 
*| miliar home- 
likeness rarely 
found in 
Metropolitan 
hotels. Two 
4 splendid cafes 
for ladies and 

tlemen, al- 


A oe a Club Grill 





Exclusively European Plan—$1.50 aad upward 
Under the exclusive management of 
H. J. TREMAIN 


























Soliciting excess and surplus lines throughout the country. 


AMERICAN MUTUAL INSURANCE COMPANY 


Fire, Tornado, Automobile and Marine 
jJ. W. McGINETY, Secretary. 


Warranty company required. 


Indiana Pythian Bldg., Indianapolis. 











Business 
communes 








Correspondence Course. 














. 2 Seventy 
one years of 
business 
this Com- 
pany has 
never con- 
tested a loss 


Dayton, oO. 





12 CASUALTY 


THE NATIONAL 


UNDERWRITER 


July 11, 1918 





WHY NOT PREVENT 
INSTEAD OF CURE? 


BY G. A. HASTREITER 


(Mr. Hastreiter was formerly special agent of the Hartford in Michigan, and is now located at 
Ann Arbor, Mich. 


Turning to. the words “fire depart- 
ment” in our new standard dictionary, 
we find the following definition: 
“That part of the public service which 
includes the buildings, fire-extinguish- 
ing apparatus, and men devoted to the 
prevention and extinction of fires.” In 
the United States the fire departments 
are, as a rule, much larger in propor- 
tion to the population of the cities they 
protect than is the case in Europe, 
owing to the fact that fires are more 
frequent. The average fire loss per 
capita in the United States is $2.67 
while that of a number of the larger 


33 cents. The average expense of 

maintaining the fire departments of 

American cities averages $1.65 per 

capita; while in London it is 19 cents, 

in Paris 21 cents, and in Berlin 26 cents. 
Are Best Trained 


The American fire departments are 
generally conceded, however, to be the 
best organized and trained bodies of 
their kind in the world, owing to the 
fact that they are so much more fre- 
quently called into action. Interna- 
tional congresses are held from time 
to time, in which the fire fighters of the 
world meet so as to consider the best 
methods for the prevention of fires, ex- 
hibit the latest apparatus for combat- 
ing them, etc. Then follows a two- 
page illustration of fire department 
equipment; but nothing more touching 
the very important subject of fire pre- 
vention. 

Prevention vs. Extinction 

Ask the average well informed Ameri- 
can business man to define the words 
“fire department,” and his answer will 
almost invariably be, in substance, “An 
association or body of men who, either 
voluntarily or for pay, aid in the extinc- 
tion of fires.” Had he been taught from 
childhood up, as is the rule in European 
countries, that fire is the most destruc- 
tive and most to be feared of the ele- 
ments; that mankind must be ever on 
guard to prevent its ravages; that a de- 
stroying fire should never be other than 
the result of unavoidable accident; and 
that when so happening, it must be con- 
fined to the least possible limit of loss 
and damage; his idea of a real fire de- 
partment would have been, “That part 
of the public service intended and select- 
ed for the prevention of fires and loss 
occasioned by fire.” Moreover, American 
citizens having the best interests of their 
communities and country at heart, would 

acel it an ever-urgent duty to aid in the 
eaiiiinn of that universal fire preven- 
tion spirit which is so general in the 
countries of Europe, but so sadly lacking 
throughout the United States. 

False Economy Manifested 

Many writers on the subject attribute 
the enormous destruction annually in the 
United States to the large percentage of 
frame buildings. While this may be true 
+6 a certain extent, it seems more reason- 
able to believe it due chiefly to that false 
and havoc-breeding “Americanism” 
which construes personal liberty to mean 
personal license, and which contends 
loudly for constitutional rights while 
practicing selfish methods and _ the 
gratifying of personal greed for gain; 
instead of cultivating the true Ameri- 
canspirit of love for one’s neighbor, aid- 
ing in the conservation of the country’s 
resources, and contributing towards its 
welfare. In following this practice, build- 
ing ordinances are cunningly evaded or 
ruthlessly ignored, endangering entire 
business districts in some cases by cheap, 
firetrap construction. Highly com- 
bustible and explosive materials are 
handled and stored without regard to 
public safety. False economy is mani- 
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European cities in six countries is only | 





fested in the installation of cheap and 
dangerous heating devices, and the gen- 
eral fire hazard is either lightly con- 
sidered or entirely overlooked. 


Destructive Methods 


Every American alarm of fire seems to 
turn loose a passion to rip, tear, flood, 
and smash while fighting the “fire-fiend,” 
regardless of consequence or cost; and 
in the adjustment of losses, we frequent- 
ly find the damage caused by unskilled 
and thoughtless fire-fighting (seeming 
almost malicious at times) far greater 
than there should have been any need 
of, 

Business Damage Overlooked 


After first excitements, following de- 
structive fires in business districts of 
moderate sized towns and villages, sub- 
side, the usual questions are: “Was 
there enough insurance to cover the 
loss?” and, “Was it in companies that are 
able and willing to pay?” Never a 
thought of the damage to business, in- 
terruption of public progress, or the ir- 
recoverable property loss to the com- 
munity and commonwealth; and never 
realizing that the insurance money must 
be taken from a fund which is not owned, 
as commonly believed, but only held in 
trust by the fire insurance companies for 
the benefit of such policyholders as have 
the misfortune to suffer loss by fire; that 
every dollar of the fund so paid out must 
be replaced through a process of premium 
collection in small amounts and by un- 
avoidably expensive methods, in order 
that the aggregate may be kept intact 
for the meeting of future disasters; and 
that every unuSual drain on this fund 
means increased rates, to effect its 
prompt restoration; and finally that 
every dollar of loss by fire represents 
wealth destroyed that can never be re- 
stored to the state, although other dol- 
lars collected from the insuring public, 
may be used for the alleviation of in- 
dividual distress. 


Noted for Waste 


Who will say that the United States is 
not a great nation? Great in everything: 
energy, man power, brain power, and 
wealth. Noted for its wonderful volume 
of production, but even more for its 
prodigious waste, which seems almost 
beyond human comprehension. 

I believe it safe to say that fully 60 
percent of the fire loss alone in the 
United States (amounting to millions of 
dollars annually) is waste, pure and 
simple; caused by what may rightly be 
called criminal wantonness and neglect. 

This condition should and must be cor- 
rected; and we seem to have all the 
necessary remedies at hand if only prop- 
erly applied. 


Training of Men 


Beginning with the fire departments 
of our larger cities: how many of the 
subordinate men have received careful, 
scientific training in the lines of fire pre- 
vention and fire-fighting, including a 
perfect familiarity with the hazards, in- 
terior arrangements, fire-walls, and gen- 
eral condition as to cleanliness and safe- 
ty of every manufacturing and business 
risk under their immediate protection, so 
that dangers may be eliminated and fire- 
fighting done systematically, minimiz- 
ing the loss of life and property? 

How many have been prepared on 
scientific lines to make personal inspec- 
tions, and suggestions for the correction 
of defects and the general improvement 
of fire risks? 


Prevention in All Lines 

Sweeping epidemics of disease in the 
worst infected regions of the world have 
been met and overcome by prevention, 
based on the rigid enforcement of. laws 
of sanitation, and eternal vigilarite of 
the people. 

How absurd it would sound in this day 
to say, “Let the matter rest as it is. We 
know that the infected districts are and 
always have been subject to epidemics 








involving great loss of life and untold 
misery, but what’s the use? Let us spend 
all our money and energies for drugs and 
appliances with which to fight the dis- 
ease, by curing the people after they are 
stricken.” And yet, this very plan is be- 
ing followed day after day with regard 
to the United States fire hazard and loss, 
while statistics show such loss to be 
away out of proportion with that of 
other countries; in fact, almost incom- 
prehensible. The common thought and 
cry here seems to be, “Wait until the fire 
comes, and then we'll fight it to a finish.” 


Men “Killing ,Time” 


Visit the fire department headquarters 
of any moderate sized city or village 
where paid members are housed, and you 
will find men busy at “killing time” 
while awaiting fire-alarms. If but one- 
half the time so spent were devoted to 
scientific fire prevention work and the 
careful training of men for such duty; 
and if, after such training, they were 
made to become familiar with both the 
exterior and interior hazards of every 
fire risk under their protection, and to 
order the correction of any defects found, 
including the. handling of storage of 
hazardous materials, faulty building con- 
struction, heating apparatus installations 
and chimneys, stairways and elevator 
shafts, and general conditions as to 
cleanliness, etc., there would soon be a 
noticeable reduction in the number of 
fires to fight, and our loss statistics 
would compare more favorably with 
those of the older countries; while a re- 
duction of fire insurance rates would 
naturally follow because of the smaller 
sum required for maintenance of the 
general loss fund in hands of insurance 
companies. 


Small Town Carelessness 


Referring to the smaller villages and 
cross-road towns, which contribute 
heavily to the fire loss volume each year, 
there is hardly a loss adjuster who has 
not in his experience come across situa- 
tions like the following: 

“Our fire engine has been out of re- 
pair for some time, and there’s nobody 
here knows how to fix it;” “we had a nice 
gasoline engine outfit, but the boys 
seemed to lose interest;” ‘“the engine 
house roof begun to leak and everything 
got mussed up, and I don’t think the 
engine would work now if we needed it 
of a sudden;” “we could easily have put 
the fire out with our small chemical ex- 
tinguishers, but they hadn’t been re- 
charged in so long, they stuck and 
wouldn’t work;” “we might have saved 
her life, but there wasn’t a ladder in 
the burgh that would reach the attic 
window;” etc, etc. 


Lack of Supervision 


This surely looks like a lack of state 
supervision and enactment of adequate 
laws. Our insurance commissioner should 
be empowered to appoint a man in every 
community, commencing with chiefs of 
fire departments and ending with country 
crossroads postmasters, if need be; lay 
out simple rules governing the inspec- 
tion of buildings; authorize inspections 
and order corrections of defects in the 
name of the state, and require prompt 


reports for the prosecution of de- 
linquents, 
Regular Inspections 
Furthermore, this local firé marshal 


should be required to inspect at regular 
intervals, and order the proper main- 
tenance of everything in the nature of 
fire-extinguishing apparatus, from fully 
equipped village fire departments, to 
portable extinguishers and pails and 
ladders. A simple building code govern- 
ing towns and villages should require 
that every individual building erected in 
a business district, which exposes ur is 
likely to expose another risk, must be 
provided with standard fire-walls, for the 
purpose of minimizing fire losses by pre- 
venting conflagrations. This would prove 
as valuable in one-story brick rows, as in 
guarding quick-burning construction and 
the interior hazards of other risks. A 
plain standard for heating apparatus in- 


stallations, including chimneys, should 
govern schoolhouses’ churches, and 
dwellings. 


How to Enforce Measure 
The most serious problem confronting 
our insurance commissioner no doubt 
would be how to enforce these measures 


Progressive agents eliminate as well as 
insure hazards. Learn how elimination 
affects rates. Request Fire Protection of 
Cincinnati to send you the 16-page pam- 
phlet about learning to use the Dean 
Schedule. 
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without involving too great expense. 
But it is being done in other countries; 
why not in this? And why not commence 
with Michigan? Michigan’s governors 
have, during the last decade, been most 
fortunate in the selection of high-grade 
men for insurance commissioners, some 
of them becoming pioneers in ways lead- 
ing to cleaner business methods and bet- 
ter understanding between insurance 
companies and the people they serve; 
thus adding a dignity and worth to the 
office which has attracted country-wide 
attention; and it is gratifying to know 
that the present incumbent, though com- 
paratively new at his work, has already 
given rich proof of efficiency and a de- 
termination for healthy progress which 
would make possible the development of 
higher public ideals within our borders. 


Conscript Fighters 


War must be declared with all earnest- 
ness on this ever-present enemy of 
civilization. If in the villages and cross- 
roads towns having no paid fire depart- 
ments there cannot be found men in- 
spired by the spirit of patriotism which 
prompts hosts of our professional men 
now serving in the world war, to under- 
take the duties without financial re- 
muneration, it should be made possible 
to conscript them for fire prevention 
service, inasmuch as such service need 
consume but little of their time. 


Special Agents Can Help 


These men could be instructed without 
expense by regular visiting fire insur- 
ance special agents on their trips, who 
in return would be benefited and en- 
couraged to greater efforts through 
knowing that there could be found in 
every place an authorized state repre- 
sentative having instructions to follow 
up and order the correction of all 
danegrous defects discovered in course 
of their inspection work, which all too 
frequently heretofore has terminated in 
promises of improvements that were 
never fulfilled. 


The Unreasonable Citizen 


Moreover, the unreasonable citizen 
who, when notified to change dangerous 
conditions, has been wont to respond 
with, “Who’s going to make me do it?” 
could be promptly answered, “The Com- 
monwealth of Michigan!” and it would 
take but few widely reported cases of 
legal prosecution of delinquents to con- 
vince the people of Michigan that fire 
prevention under state supervision had 
become a reality. 

A three-fourths loss clause, providing 
that one-fourth of every loss, whether 
partial or total, shall be borne by the in- 
sured under policies covering unprotect- 
ed country store risks, would also, I be- 
lieve, have a tendency to promote the 
work of fire prevention. 


Handling Incendiaries 


As for incendiarism, about which 
there is also much misconception and 
apathy on part of the general public: 
How often while at loss adjusting work 
in rural districts we hear expressions 
which would lead one to consider an 
incendiary fire merely a matter between 
the insurance companies and some art- 
ful citizen who conceived of a plan for 
realizing quickly on unproductive prop- 
erty; and that the cost of detection and 
prosecution should not fall on the public 
(taxes, according to the political cry of 
some prosecuting attorneys, being 
burdensome enough without wasting 
money fighting the battles of corpora- 
tions), but on the insurance companies, 
who apparently are the only losers. 

Would it not be quite as sensible to 
hold that all prosecution of robbery 
should be conducted and financed by the 
banks, for the reason that they seem 
most directly interested? 


Compound Criminal 


Next to the alien enemy agent, who 
should be summarily dealt with when- 
ever apprehended, our native incendiary 
in this day is perhaps the most destruc- 
tive and dangerous member of society. 
Indeed, he is a compound criminal], being 
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Unintentionally Brew 


Most Loss Troubles 


*BY THRASHER HALL 


Betterments and improvements to 
buildings put in by a tenant are nearly 
always specifically named as covered by 
the policy, and the insured is charged a 
premium for carrying insurance on 
them with the information that he may 
recover their value in case of their de- 
struction by fire. This is not always 
true; in fact, in the majority of cases it 
is not true. And the right to recover 
when it does exist is often lost by rea- 
son of the fact that insured’s interest 
therein is not correctly stated. For 
while one has an insurable interest in 
any property the destruction of which will 
cause him a loss, even though he has no 
title to or possession of it, yet under a 
policy which provides it shall be void if 
the insured’s interest in the subject of 
insurance be not truly stated, or if the 
assured’s title be other than the sole 
and unconditional ownership, it is held 
that assured must disclose his title, if 
it be less than that. 


Situation in Missouri 


Missouri holds that the betterments 
and or trade fixtures paid for by the 
lessee, did become and were intended 
to remain a part of the building, not- 
withstanding the lease provided they 
should belong to the lessee until the ex- 
piration of the lease, when they shall 
become the sole property of the lessor 
and also provided the insurance money 
collected should be paid the lessor. 

Lincoln Trust Co. v. Nathan, 122 Mo. 
App. 319, 99 S. W. 484. 


Interesting Case Cited 


In the case just cited I represented 
Nathan (the tenant) in the adjustment 
with the insurance companies. The fix- 
tures in question were dynamos, light- 
ing fixtures, etc. 

The question of ownership was not 
brought into question at the time, the 
policies clearly described the property 
as insured thereunder, the insured 
showed that he had paid for them. The 
company adjuster never thought of call- 
ing for the lease so that the loss was 
adjusted and paid. Afterwards the own- 
ers brought suit against Nathan and re- 
covered the insurance collected. This 

*Mr. Hall is an authority on losses. He 


is an adjuster in Chicago and author of a 
number of works on loss subjects. 








a swindler of high order in his plannings 
to defraud insurance companies; 4 
murderer, in that he does not hesitate 
at destruction of life which may come 
within the sweep of his foul work; and 
a thief, in that he robs the state of tax- 
able wealth. 


Must Be Hunted Down 


All this being true, the question of 
insurance should cut little figure in 
seeking his apprehension, the prime 
purpose being effectual extermination of 
crime. Therefore, in the interest of pub- 
lic protection, regardless of public cost, 
the incendiary must be hunted down with 
threefold energy and brought to speedy 
justice. Moreover, there must be broad 
publication of every conviction, in order 
that our people may become thoroughly 
awakened to the enormity of this all too 
common crime. 


No Reason for Increase 


There seems no good reason why the 
termendous and ever-increasing fire loss 
of the United States should not be ef- 
fectually checked; and I believe the time 
has arrived in this purifying and seem- 
ingly transition period of the world, 
when every citizen must be made to 
understand that selfishness and personal 
greed for gain must give way to a patri- 
otism which shall truly mean “love and 
devotion to our country, that prompts to 
obedience to its laws and to the promo- 
tion of its welfare.” This welfare is in 
our day confronted by no greater menace 
than the all-consuming “‘fire-fiend;” and, 
though ours is a democratic form of 
government, all laws enacted for the 
purpose of curtailing its apalling de- 
structiveness should be enforced with 
autocratic power, if need be, to bring 
about the much-desired relief. 





only goes to show that if a lease is con- 

sulted, it may show property paid for 
by the tenant is sometimes owned by 
the landlord. 


Interest of the Tenant 


I believe the only interest a tenant 
has in such fixtures and betterments 
and improvements made to the build- 
ing, is his right to the use of them dur- 
ing the term of his lease and, therefore, 
a leasehold interest. In other words, 
the amount expended by him is prac- 
tically the same as rent paid in advance 
and that his interest therein should de- 
crease proportionately each month. 

Such interest is aged a leasehold, 


the property ae the protection of a 
policy which provides that if assured’s 
interest in the property be less than sole 
and unconditional ownership, such inter- 
est must be disclosed. 

Prussian National Ins. Co. v. Empire 
Catering Co., 113 Ill. App. 67, citing 
Reaper City Ins. Co. v. Brennan, 58 Ill. 
158, Palatine Ins. Co. v. Hebner, 157 Ill. 
Be 4 Crikelir v. Citizens Ins. Co., 168 IIL 


F Tenant Loses Title 


And if the tenant takes a new lease of 
the premises containing no reservation of 
any right or claim to the fixtures he had 
erected on the premises during his former 
lease, he thereby loses title to them and 
cannot remove them, notwithstanding his 
actual possession to the premises has been 
continuous. Such fixtures become the 
property of the landlord. 

In the insurance of such property there 
may be a moral hazard involved, such, for 
instance, as where a tenant has at great 
expense decorated the leased building, and 
his business has proved and is proving a 
failure and a heavy loss to him. If, there- 
fore, under such conditions he may insure 
as his own, such decorations, and collect 
the full value of them in case of fire, is 
it not an inducement or incentive to burn 
the property? What should be the meas- 
ure of their value to him in such case? 
It he is losing money, the destruction of 
the property will, in some cases, put a 
stop to the loss, and thereby be a bless- 
ing rather than a loss, even though he 
eollects nothing for it. 

This question of betterments and im- 
provements is about the hardest problem 
to solve that has ever come before the 
companies, and the uniform forms com- 
mittee representing the insurance com- 
panies should take it up and settle it. 

However, as long as the insurance com- 
panies insure the tenant on betterments 
and improvements to the building in which 
he has no title or ownership, they should 
be made to pay the loss. 


Policy Requirements After Loss 


Regarding those things required of the 
insured after the fire by the new standard 
policy of New York, I will say few, if any, 
merchants can comply with them. The 
idea of a man making an inventory after 
the fire of all articles of his stock de- 
stroyed, damaged and undamaged! While 
the courts will not, I believe, enforce this 
provision it will give the technical ad- 
juster an opportunity to worry the insured 
into a compromise, 

The appraisal provision requires the ap- 
praisers to render an award in detail of 
each article showing its sound value and 
the loss thereon and such award in detail 





to be filed with this company. How long 
will it take two appraisers and an umpire 
to determine the loss in that manner on 
hardware, notions, or dry goods stocks of 
$100,000 or more? 

If these requirements, after the loss in 
the new standard policy, are insisted upon 
by the companies, it will in the course 
of the next ten years create more adverse 
legislation than the companies have yet 
had to contend with. 


Rates and Losses 


It seems to me the insurance companies 
should remember that there are but two 
insurance questions that legislatures ever 
bother their heads about. One is rates, 
the other the adjustment and payment of 
losses. The wrongful handling of either 
of these questions will bring about a law 
compelling the companies to do what the 
members of the legislature believe to be 
the fair thing. But in their ignorant zeal 
to compel the insurance companies to 
right what they consider wrongs, they 
usually go to extremes, making both the 
companies and the people the sufferers, 
for the interests of both are identical if 
they had but sense enough to see it that 


way. 
What a Company Should Do 


An insurance company should be com- 
pelled to pay whatever amount it con- 
ceded its liability to be under its policy 
to an assured who had sustained a loss 
thereunder. The appraisal clause should 
be amended so that in case differences 
arose as to the amount of the loss, the 
penalty for assured’s failure to have it 
appraised should be that no recovery could 
he had in excess of the company’s offer, 
instead of forfeiting all rights to recover 
under the policy, as is the case now. 


Valued Policy Laws 


Many insurance people think valued pol- 
icy laws are outrageous and unfair, but 
if the company be given the right to re- 
build or repair and the law merely for- 
bids the valuation of the property in case 
of total loss as to value above foundations 
at less than the insurance, I can see noth- 
ing unfair about them. Such a law would 
permit the use of the coinsurance clause. 
No depreciation on the cost of repairs 
should be permitted. Such laws should not 
apply to stocks of merchandise or other 
such property of a changeable value. 


Depreciation 


If your burned house was twenty yéars 
old and it would cost $5,000 to rebuild, and 
it were damaged 50 percent you might 
agree that the depreciation was 30 percent 
or 35 percent on the value, and abide by 
that depreciation in case of a total loss, 
but you would not want to stand for that 
depreciation on the repairs. For while the 
repairs would make the house better than 
it was before the fire, yet if you had to 
stand about one-third of the cost of those 
repairs you would think it a pretty hard 
bargain the company had driven with you. 
You would feel the fire had caused you a 
loss for which the company refused to 
indemnify you as its policy promised, be- 
cause in order to make the repairs it will 
cost you $2,500, whereas the company 
pays but two-thirds. On machinery and 
furniture losses a depreciation is seldom 
if ever taken off the allowance made for 
repairs. Why is it not as fair in one 
case as the other? 

Whether the custom is right or wrong, 
it is the cause of more ill feeling and 
trouble than any other met with in the 
adjustment of losses. 


Coinsurance Clauses 


Another cause of annoyance and lots of 
trouble is the coinsurance clause. The 
reason being most merchants and manu- 
facturers have continued to carry the 
same améunt of insurance they did before 
the prices began to jump, so that most 
of them are shy on insurance and long 
on property, with the result that in case 
of fire the coinsurance clause cuts the 
life out of their claims for losses. Agents 
ought to get after their customers not 
by using hypothetical illustrations in ex- 
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plaining the coinsurance clause, but by 
bringing the question home to their cus- 
tomers. Ascertain the value of your cus- 
tomer’s property which you insure, then 
show him how much insurance he is re- 
quired to carry under the coinsurance 
clause; also show him that he would only 
collect under a partial loss in proportion 
as his insurance bears to the «mount of 
insurance required. Figure out for him 
just what he would collect. The average 
man looks on his fire insurance policies 
about as he does the fire escape on his 
building. He knows both will come in 
handy in case of fire, but he never ex- 
amines either to determine if they will 
fully carry out the purpose for which they 
were intended. 


Adjustments in the Large Cities 


In the larger cities the agents produc- 
ing the business control the adjustments 
and hire their own adjuster. This is not 
done because they want to throw the 
company’s money away, but rather to keep 
in closer touch with their policyholders. 
They want their customers treated fairly. 
The reputable insurance company wants 
to pay every dollar it owes a claimant 
under its fire policy. It recognizes that 
an honorable adjustment of its losses is 
its best business producer, just as a mer- 
chant recognizes that if the goods he sells 
pan out as good or better than he repre- 
sented them it means his sales will be 
augmented not only by that satisfied cus- 
tomer’s future purchases, but also by 
those of the customer’s friends, so an in- 
surance company regards the selling of 
its contract and the satisfactory adjust- 
ment of any loss under it. If this result 
is accomplished it means the policyholder 
who has been indemnified for his loss will 





be a walking advertisement for that com- 
pany. This result is not always attained 
as there are some adjusters who can never 
satisfy an assured even where they finally 
pay a total loss. 


Agent’s or Broker’s Rights = 


An agent or broker placing the line of 
an assured who has sustained a fire loss 
has a perfect right to ask and receive 
from the adjusters an explanation of any 
differences that may exist between them 
and the insured. If he cannot do this then 
the companies with whom he places his 
business are only fair weather friends, for 
the company and its adjuster occupy the 
relation of what the law terms master 
and servant, and everyone of the com- 
pany’s employes should treat its customers 
courteously. 

In such matters the agent or broker 

should use the same diplomacy that made 
him a successful business getter. He 
should advise the insured not to be ar- 
bitrary, nor listen to all the foolish free ad- 
vice that is always tendered in such cases, 
including that of salesmen who invari- 
ably tell the insured the goods are a total 
loss, he should also be discouraged from 
seeking the advice of the wholesale house 
hundreds of miles away as to what effect 
smoke and water will have on the goods 
which they haven’t seen and cannot pos- 
sibly know how badly they are affected. 
This kind of advice nearly always causes 
trouble between the insured and the com- 
pany. 
Nor should he be afraid to advise the 
assured to abandon an unfair position 
taken possibly by the advice of some com- 
petitor agent, who wants to see the ad- 
justment tangled up so that he may secure 
the line of insurance. 


Deliquent Agent Dangerous 


NEW YORK, July 9.—In their 
eagerness to secure premium income a 
number of companies have been unduly 
lenient in the collection of agency bal- 
ances, with the result that the evil has 
become one of serious moment in the 
business, and noi a few managing un- 
derwriters are considerably exercised 
in consequence. 

Speaking upon this subject, Chas. R. 
Perkins, deputy assistant manager of 
the North British & Mercantile, said a 
day or two ago: “The average special 
agent, and indeed many home office 
men, seem very reluctant to press local 
agents for balances save in extreme 
cases, 

“This is surely a mistake,” Mr. Per- 
kins continued, “for in my opinion an 
agent has far more respect for the com- 
pany that insists upon the settlement of 
its accounts when due than for those 
who are lenient or indifferent in this 
connection. 

Last to Be Paid 


“You can be reasonably sure that the 
companies showing this latter trait will 
be the last to be paid and in event of 
trouble, such as the failure of an agent 
—and we have had such cases—natu- 
rally those who have shown the great- 
est leniency will be hit the hardest and 
one can hardly feel real sympathy for 
them in their plight. The habitual de- 
linquent is in the majority of cases a 





poor type of agent, for not only does 
he take up an undue amount of time at 
the hands of the company and the field 
men as well, but being invariably short 
of cash, he is naturally tempted to write 
all sorts of risks solely for the sake of 
the commission. There is but one way 
in which to deal with the delinquent 
agent and that is with a firm hand. 
Naturally there will be exceptional 
cases where an agent, through unfortu- 
nate circumstances, over which he has 
no control, will be unable ta meet his 
balances when due; such cases should 
be carefully investigated and treated 
upon their individual merits.” ss 
Troy Plan Successful 


Another important factor in the treat- 
ment of agency balances is the refusal 
of the state insurance department to 
give credit for those owing beyond a 


j certain date, which, in the case of com- 


panies transacting any considerable 
volume of business, amounts to quite an 
item. : 

The “Troy Plan” of enforcing pre- 
mium collections has been in vogue in 
upper New York State for a number of 
years, and its operation has proven de- 
cidedly satisfactory to all parties at in- 
terest. If the practice were introduced 
throughout the country, the conduct of 
the fire insurance business would be far 
more pleasant and profitable than it is 
at the present time. 
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Increased values, the cutting off of 
foreign reinsurance facilities, and the 
demand on the part of the assured for 
increased lines, all operate to make the 
business of fire insurance, these days, 
more difficult and complex. The ability 
of managing underwriters is undergo- 
ing a severe test just at this time. 
Changed conditions have created new 
problems. Local agents can do much 
to contribute to the relief of the con- 
gestion and confusion in many of the 
home offices and western departments. 


Binding for Excessive Amounts, 


One of the most annoying things the 
underwriter has to face just now is the 
tendency on the part of local agents to 
bind companies for amounts greatly in 
excess of carrying capacity. Upon se- 
curing an order for additional insur- 
ance, it has become a habit with many 
agents to simply bind the business in 
the companies in their own agency, 
rather than to make any effort to place 
the line in their own town, and then 
leave it to the companies to reinsure 
down to net retention. From the 
agent’s standpoint this is the easiest 
way of handling the additional line of 
the assured who has been made to see 
that his values have increased and that 
more insurance is necessary. 


Mo Notification Given 


This is too often done without noti- 
fying the company by wire that it 
is being bound, or even taking the 
trouble to advise the company in any 
way of the action taken, simply relying 
upon the daily report to convey the in- 
formation when it reaches its destina- 
tion. In the meantime, the company 
has been liable for a considerable sum. 


Audit Bureaus Cause Delay 


The majority of the states are now 
operating with audit bureaus. The daily 
reports are sent to the audit bureau 
and thence to the company. This takes, 
on the average, three or four days. As 
a matter of fact, it takes longer than 
that, for the reason that the agent 
usually holds his daily reports until he 
has accumulated a half dozen or so, 
and then sends them to the audit bu- 
reau in one envelope. It is not at all 
an uncommon occurrence for a daily 
report to reach the company seven or 
eight days after the business was writ- 
ten. This is decidedly unfair to the 
companies, and agents who are indulg- 
ing in the practice should make an ef- 
fort to see the company’s side of the 
case. 

Much Hammering Required 


Previously, these classes were writ- 
ten for three years at twice the annual 
rate and three annual rates for five 
years and although the annual rates in 
most states have been so reduced that 
the three year rate on the new basis 
is very nearly or just the same as be- 
fore, it has taken a lot of hammering 
to make the assured understand it. 

As an illustration: The former an- 
nual rate on a frame dwelling was gen- 
erally 40 cents or twice that for three 
years, making the term rate 80 cents. 
Under the new schedule, the same 
dwelling takes an annual rate of 32 
cents and two and one-half that for 
three years makes the term rate also 
80 cents, the same as before. In the 
case of a five year contract, however, 





Abuse Binding Privileg e 


AGENTS CHARGED WITH COMMITTING COMPANIES FOR 
EXCESSIVE SUMS SINCE WITHDRAWAL OF LINE SHEETS 


the advantage is with the company as, 
under the old rule, annual rate 40 cents 
and three times that for five years, the 
term rate would be $1.20, whereas un- 
der the new regime, annual rate 32 
cents and four times that for five years, 
the term rate is $1.28 as against the 
old rate of $1.20. As a natural conse- 
quence there are fewer five year pol- 
icies written and more for the three 
year term, and this is what the com- 
panies desire—a discouragement of the 
five year contracts. 


Much Time and Expense Involved 


In establishing the new rules and 
systems much expense has been in- 
curred and a great amount of labor 
employed. As each state came under 
the new practice it became necessary 
to print new books or desk tariffs for 
the use of field men and examiners. 
New rate books followed as fast as 
they could be published. Circulars of 
instructions were sent out to all agents 
in each state, all of which brought forth 
a deluge of inquiries or protests from 
agents, entailing an enormous amount 
of correspondence back and forth. 


Campaign of Education 


In short, it has been a vigorous cam- 
paign of education over a period of 
many months, and it is with no little 
satisfaction that the companies realize 
that, with one exception, all states have 
been taken care of. While the prob- 
lem has been a difficult one, calling 
into action all of the various rating or- 
ganizations throughout the west, the 
finish is heralded with joyful acclaim, 
and the opinion prevails that the vast 
amount of labor and expense attached 
to the changing of the system will be 
repaid amply by the benefits to accrue 
from now on. 


Formerly had Line Sheets 


In the old days companies used to dis- 
tribute line sheets, setting forth just how 
much would be written on a particular 
class of risks. With this information 
there was no excuse for the local agent 
binding a company for anything at all in 
excess of what the line sheet called for. 
From a legal standpoint, if the agent 
possesses a line sheet and binds the com- 
pany for an amount above the limit men- 
tioned on the sheet, the agent is per- 
sonally responsible, in the event of a loss, 
for the amount in excess of the company’s 
limit. The rapid changes in the business 
and the many readjustments in carrying 
capacity soon made it impracticable to 
issue line sheets to agents, as the changes 
were too frequent and numerous. There- 
fore, the agent today has little else in the 
way of written information, except a pro- 
hibited list. 


Have Verbal Understanding 


When appointed, a very thorough un- 
derstanding between agents and special 
agents or company representatives is es- 
tablished as to just what the company 
will do. After an agent has represented a 
company for any length of time, he be- 
comes pretty familiar with just how much 
each company will write on the various 
classes. 


Undue Advantage Taken 


' For this reason company officials feel 
that many agents are, at this particular 
time, taking an undue advantage of the 
companies. They are binding for amounts 
that are too large, knowing the difficulties 
that the companies are confronted with 
in reinsuring the business down to a rea- 
sonable point. The companies have no 
particular rule governing the situation and 
are forced to rely upon the trustworthi- 
ness of the agent. 

To make a broad statement, it could be 
said that the agents of a company really 
have its future in their own hands. That 
some companies have not been “burned 
up” is almost a miracle. 
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Premiums and Losses in Western Field 


1917 AND 1916 TOTALS FOR STATES COMPRISING “WESTERN UNION TERRITORY” 
COMPILED FROM ADVANCE SHEETS OF THE ARGUS COMPARATIVE CHARTS FOR 1918 


Western Union ‘Companies 




















*Incomplete—companies ceased business. 


Bureau Companies 


ASTICWMEUPAR ook ois iciccd sis cs ewes $ 728,118 
PETRCUIOOE 86.5 5 6lio 5-6. 84 4,0 Cesere 0 sa we 293,281 
Ameriean, NN. Ts. 20k ced ecisescces 2,915,072 
Arizona Fire ......ccececcecccces 104,940 


$ ryt 
35,658 

1, rity 674 

80 701 


$ 862,985 


82,225 


1916 1917 
Net Prems. Losses Net Prems. Losses 
nual Written Incurred Written Incurred 
Aachen & Munich................ $ 452,753 $ 272,392 $ *91,882 $ — *90,959 
SEE Re ale ait 4,512,757 2,460,731 5,673,451 3,049,675 
Me steh centes des sia. 4 6 6.cs 3 126,585 43,405 195,919 "65,747 
American Alliance................ 330,190 165,511 538,388 236,020 
peer ist CONE. ood occ gc ccc accu 983,388 568,343 789,147 471,746 
merican Eagle... 183, 
American National 1199 ‘vee taoseo ret 
Atlas Assurance.... 518,493 296,511 570,765 372°697 
AUEOIMONIIS 06 oo ccccjecccscceccoes 175,711 46,898 499.653 196,714 
peony & Merchants............ 156,320 64,195 —28'803 21,632 
ritish America..............000. 344, ‘ 
CINE ois sick asks: 016 6 cee. odserees 421 re 386 50 ry 86 an ry 
CANORA goarercioeecewlec csiscnciwvecie: 57,684 13446 101,071 34°687 
Central National................. Rei Bas: 39,126 27019 
— — Msn Seay coer om Fee 4,537 74,944 18/043 
7 re re ,839 0, 5 
Cleveland National.........----.. 152,364 ret oeeoss er etts 
Columbian National.............. 129,996 70,130 265,346 72°888 
Com’l Union, Eng............... 2,405,601 1,379,566 2,646, x 
1379, 646,151 1,469,902 
Com’l Union, N. Y............-.. "342,592 05,730 92,265 97,011 
Commonwealth, M. Y............ 480,804 237,639 ; 
Connecticut Fire................. 1,952,835 1,028,806 2 371380 1 139°968 
Continental .............0.00000. 3,928,833 2,148,488 4°760,336 "236,559 
75/11 15 57 a i a NO 94,291 48:8 "96,417 "60,804 
= ti Ed i ETI BEC Mes 7 - 171,543 411,178 194/316 
ee ee ; 5,1 
Eagle & Brit. Dom............... 11,326 : 10 tie 836 36.604 
Equitable F. & M............... 131,850 67,603 1547811 75,136 
Fidelity-Phenix .......+..++++--- 3, 672,367 1,907,483 4,012,796 1,847,480 
Fire Association..............006 1,672,084 812,095 2,147,388 150947271 
Wiremanr’s Wun. .ccicscccciccesices 1,693,170 863,035 2 
Franklin, Pa..........+..ssseeeee 579,799 304,465 trey 4 oO oR 
re Ci a ae ee OER an 173,839 93,759 215,080 1227911 
Georgia Home..........ccececeee 34,733 »515 36,204 9/041 
= —_ MEPS coe ss TAs eet 355 807,418 518,312 910,575 547,922 
PARIS STALE 6 occ cc ccc cece cece 182,184 88,337 204,466 
Great American ...............- 4,079,391 2,382,157 4,564,814 2 389,406 
ee pone S ROS weeiary: 1,234 869 "19,603 6,501 
Hamburg-Bremen ............... 500,349 267,839 *201,516 *170,705 
FRRMGVOP TITS 26 kh 6 hook hoe Sede 1,377,719 616,159 1,535,863 789,951 
Hartford Fire ..............005- 6,200,013 3,433,791 7,385,563 4,232,291 
FIGHEY OIEY -o6i ic. co ccices snes eee 18,579 159,950 289°824 75,191 
REGIME INE Ne ccurcses a cndeotenceue 7,969,629 5,116,476 8,196,048 5,150,036 
rei enialtn coe < fo Gong kis ee cae aciet 223,241 132/742 230,287 01,314 
Ins Co. of N. Av... c cee cece eee 2,755,148 1,516,758 3,051,871 1,758,711 
TIHIEAEA eee ios er Ole lie Sica 101,145 29,777 193,793 77,945 
Law Union & Roc............... 102,323 62,597 134064 84°22 
Liv. & L. & G., Eng.........00005 2,628,654 1,332,371 3,080,738 1,774,002 
Thy Go Gis Yo ccc ccccc cose: 242,884 98,67 51,397 125,650 
London Assurance .............. 550,867 237,863 590, 331 322,318 
London & Lancash............... 1,050,097 499,235 941,624 467,902 
WRGMM RS Ge MBs 5 scee 5 60d és ois osees 98,256 63,923 130:999 75,637 
Mechanics & Traders .. 237,826 116,080 271,872 151,555 
Mercantile, N. Y.........-000- 499,952 223,956 607,541 324,789 
Wreronemes INGRIONAL .6ccciicccs — seeeies . - %eeseos 1,30 18,349 
Michigan F, & M..........-ee00+ 361,666 202,436 429,652 221,529 
Minneapolis F. & M.......-.--+- 428,725 251,755 328,954 221,838 
National, Conn............ee0e: 5,527,893 3,052,212 6,359,546 3,364,774 
National Security .............. 22,127 7,0 38,19 13,817 
Newark Fire ......ccceececceees 267,598 157,754 321,606 163,897 
New HO@mpehire .....ccccccccses 707,648 a 772 720,884 434,274 
New Zealand .........cccceeeeee 35,568 6.268 36,928 14833 
Niagara Fire .........ccceee eens 1,211,925 602,387 1,436,929 726,978 
Nord-Deutsche ..........ccc esses 237,307 126,991 *156,780 *68,580 
N. Br. & Mercantile.............. 2,017,267 985,855 2,351,306 1,397,182 
Northern Assurance ............ 1,373,958 769,192 1,534,466 987,198 
Northern, N. Y.....c.cecee ee eeee 418,950 186,373 448,088 212,074 
Northwestern F, & M............ 462,927 292,799 569,959 317,963 
Norwich Union .........eeeeeees 795,943 387,237 884,691 482,648 
OMOMVENEy cvic ceeds cel eeciseeis 37,406 18,151 41,687 34.563 
Ceti aie adicisael ian oie Reciae 845,216 406,480 783,387 438,835 
FT C1 (ae ae nO Ta LG Sn ar ete a 877,588 539,589 854,982 430,880 
BatnGUGe 2s oak outa daosees bate 25.16 47 65,086 22°805 
Pennsylvania Fire 1,223,938 722/568 1,495,955 879,532 
People’s National 169,077 WASSIS eee ec 
Phoenix, Conn... s.....6.62% 2,262,354 1,113,385 2,469,322 1,204,122 
Phoenix Assurance 953,372 538,438 1,021,012 24,169 
Providence, Wash.........++eeee5 756,057 438,227 05,275 461,192 
Binsenk Says s cco enews ee ee es 1,881,471 1,013,664 1,822,707 923,991 
QUEEN CIY s0nccccnc- aes cnescesie 8,2 12,520 75,235 40,8 
aici hides na hat sf aethet 2,695,221 1,577,643 «3,132,183 «1,906,684 
Royal Exchange .........0...++- 523,398 256,308 625,459 48,586 
SRC ee earn ae 61,735 14,175 43.476 15.934 
St. Patil Be MM isis see devsles 2,633,760 1,418,730 2,987,357 1,530,629 
Scottish Un. & Nat 1,003,059 504,742 1,225,311 635,758 
Springfield F. & M.... 3,662,17 2,059,109 3,628,519 1,697,403 
Standard, Conn. 222/311 126,828 238,299 122/915 
State, England ...... 39,824 17,782 50,911 4,4 
Sterling Fire ..........eeeees me 155,930 61,211 221,000 87,751 
Sun Ins. Office..... cole roi ayanions 1,043,740 530,592 1,217,149 657,859 
vemhl Oe Bille olin c Kes cece eee 363,829 136,751 360,483 185,457 
Tw Hee WWM cc osc ccecccesess 403,802 168,402 606,905 225,435 
Union, England ..........+.-++- 194,778 72,915 271,720 140,302 
United Firemens .......--+-+++++: 12, 8,195 + wees we we ee 
CEN coo ayah x ca Ho swenne waan «103,162 64,362 142,466 85,720 
Virginia F. & M..........000000 08 120,112 71,323 122;431 55,738 
Westchester ..........eeesceees 1,548,083 991,325 1,874,544 1,074,672 
Western Assurance .....--+++eee 443,330 270,637 617,674 301,530 
Yorkshire .....e.e cece cee eeeeeces 115,188 : 60,700 131,239 91,953 
a DOtAE A. cde kad Rak oc tte cg 08s $94,657,420 $51,794,998 , $106,967,711 $57,435,720 
: 3, $10 


$ 435,915 














1917 

Net Prems. Losses 

Written Incurred 
893,404 472,356 
44,651 17,998 
433,058 302,942 
607,145 318,445 
191,926 109,159 
98,004 37,604 
125,507 71,587 
60,266 35,031 
783,746 323,046 
576,645 257,768 
114,381 33,158 
210,877 114,480 
1,189,137 695,337 
120,471 58,343 
41,573 17,740 
346,576 151,717 
235,979 115,872 
261,333 129,191 
702,767 460,181 
158,676 76,190 
132,403 45,038 
261,115 138,569 
93,909 33,852 
303,255 154,949 
499,889 373,527 
1,382,962 648,142 
582,306 336,614 
134,675 79,718 
1,608,094 318, "472 
1,507,469 718,667 
203,03 111,134 
275,308 118,403 
206,310 78,272 
200,271 122,355 
722,935 352,831 
1,285,897 625,250 
1,705,664 923,549 
96,652 158,908 
18,846 47,414 
130,273 79,131 
78,084 34,678 

22,808 11,07 
*163,572 *144,704 
363,887 182,565 
433,302 179,030 
61,111 34,655 
1,628,239 728,627 
414,943 190,106 
110, 837 6,890 
48,077 25,346 
87,188 30,912 
153,049 $6,100 
3,644 8,925 
30,211 15,835 
145,152 $0,559 
1,11 39,153 

40,69 6,18 
1,602,856 $92,250 
35,095 18,856 
83,589 45,402 





1916 

Net Prems. Losses 

Written Incurred 
CEE OP OTe PE er Er 732,880 344,303 
Buckeye National ............... 31,611 18,297 
MEME Ob 050 otk « a dec deasee ou ees 453,980 235,778 
Camden ...ceeeeeeesccccseeccece 543,346 293,148 
City Of New York... .ccccccccecs 164,767 106,094 
CORMIER, QUIS dc oie oo cic crcecawic 97,082 33,203 
Cofumbiam, Ind. 2... ccc ccccees 96,790 56,558 
CIE occ acecekscasascencae 76,457 61,278 
OI AIIN Iwas: ciara de 406 «0 016 ahem ee 593,809 278,251 
Dubuque F. & M.. cc cccccccwedee 527,075 211,285 
1 a Se rarer er 91,125 32,410 
SR ee rae ere 190,987 130,697 
1g CD. Ags 2 eee ene 1,080,488 726,177 
DURPMR THARIGHED occ ccc cc ccccccncss 58,712 57,911 
a ee 114,508 56,549 
German Amer., Md.............-- 39,518 22,213 
Clr eG Ee 5 Sissk ce cdiweces 266,547 36,947 
Ss 6.6 Recwadep cctceeneee 216,623 92,857 
Eda ocd ncaa <00< 4 <nlaa wos 243,324 117,188 
Ins. Co. State of Pa............. 750,011 408,507 
EMMBDOFMERE 6 occ ccc cas ccwccccess 147,136 51,761 
Marquette National ............. 66,677 10,279 
Mechanics, Pa. ......-ceeeeeeees 200,293 119,626 
Merchants, Col.........cceeceeeee 70,809 26,307 
Merchants National ............ 31,676 21,27 
Michigan Commercial ..........- 258,405 112,151 
Millers National ..........---++- 450,317 298,404 
Milwaukee Mechanics ........... 1,206,939 31,477 
Nat.-Ben Franklin .............. 506,023 280,736 
Nationale, Paris .........-.----- 91,835 44,292 
National Liberty ...........-.++ 1,455,771 736,223 
National Union ...........2++ee. 971,888 544,104 
NGtheGrlands «occ cccccscccccecces 175,112 96,269 
New Brunswick ............-++- 223,639 113,982 
NGW TJOPESY cccccccccccccccccce’ 94,475 25,188 
PRO OE ac cccleccccceccdasese  ecencas .- “odeeaes 
TINGREM TERUGE ciccccccccicecucice 567,587 276,239 
Northwestern Nat...........+.--- 1,216,102 541,236 
ORIG VARTIOES 66 ccc ccccteccsees 1,673,617 920,197 
GOIN kids ccceedeeccencdces 46,359 130,506 
TROOMIOICINMOIIOOE Ccccccccssccens  Seasote . waatons 
PRM, PAPI. «occ cc icc ccccccts 88,289 41,903 
Pittsburgh Fire ........-..ccee- 66,382 27,101 
DE cud caccesseticegcccaneses 16,242 11,63 
Prussian National .............. 595,058 313,743 
PEIN CoC oso eeae Succ ec ename Ke « 315,866 161,365 
a ee ee eee eet eer 292,422 118,040 
Richmond 26,444 
Security, 701,003 
Security, 3 134,996 
Security, 5, 37,132 
i” SD ES 7 Ree nee ree 33,754 15,129 
"Guten, ONG... So cnccescececs 87,580 2,364 
WECUUOIIs ONG <.6.6.0.56 ccctowasecene 149,084 79,441 
Uo a er 19,039 13,080 
Union, Pittsburgh .............. 32,966 15,289 
CR I a 6 6.6 tis ocean dees ces 110,457 51,939 
United American 75,299 38,766 
REE PP EIIGEI eecicccccccccées. cepeeee  taceace 
United States 1,440,042 799,259 
Wabash ..cccccce 9,117 5,580 
WHORCGI, eo cs cere eSecciccccss 82,317 42,675 
TIGER Gi 5 os Sale st. cawedsaedwane $ 25,274,578 $12,937,473 


*Incomplete—companies ceased business. 


Nonaffiliated Companies 





$28,935,025 


$14,774,408 





ARE oo a oe ld ore elated eyo oid ol $ 65,398 $ 30,860 $ 73,738 $ 33,254 
American Druggists ............ 70,738 16,483 75,131 26,227 
BgO. UWNGUMEEIOR: oo cck sd cicesccs 7,928 5 14,228 2,028 
Assur. Co. of America......:..... 46,818 12,772 41,525 20,711 
ee ree 26,848 13,778 30,342 14,639 
Smithy  Caliie eo eric cc cei Sandee 2,470 1,685 19,99 11,794 
COBEIGE PEGDEEE, é c 6.6 bc Hits cedecnes 234,881 98,652 295,723 160,554 
Century ...c eee eeeeeeeeeeeeeeees 8,0 4,353 44,715 2,331 
CN a eC is ceca Ke dadewaee onic 44,229 25,334 35, 222 20,992 
Commercial National ........... 17, 956 hQntee”” °C ace, waeeen 
ITE ae cceeddudeds cde dslanes 5,382 1,235 6,006 3,927 
ES ee er 10,433 635 8,05 15 
WGN, TOWR ino). 6c pidcitc censcus 407,431 198,513 480,036 216,350 
po a ee eee rare 70,274 2,317 103,824 39,166 
COMI SEG ence ccaccivccceueeues 55,286 27,477 48,432 33,801 
a ae ee ee 14,689 4,140 15,588 3,894 
Globe & etwas 8s in Whe boesens 812,580 401,393 959,782 $17,135 
Great Northern ................ 20,099 4,067 40,30 8,984 
PEIN G iG a wuce ae «caacessaece 4 13,132 6,147 16,152 17,074 
ENE 65.0 dG. 0a 4: dc Whe noice maenes »731 3,154 Fa 5,752 
RUIONIUE a ba oo 6S ins kd 8 bel we woe 13,598 850 32,486 6,174 
Home, Utah 8,510 2,855 10,626 1,690 
Independence 5,150 1,069 7,080 2,647 
URINE © 6 «6. oo < wiwieresn 44's 61,643 11,671 47,603 59,628 
Iowa wom A Rae hetekwndcad ae 103,700 50,654 121,978 54,927 
TEMSOMOTNGON 6.6 655 c oles Coes ace 10,144 4,843 21,371 
en ee. ..... 2... "7219 5222 "g's $309 
Merchants, N. Boece sce UMMC cee 178,437 76,932 272,482 103,936 
Metropolitan Fire ............... 45,47 21,890 45,458 fey, 20,806 
Michigan Millers ................ 283, 708 203, 384 447, 698 ANb78'3 374 
Minnesota bo ee ee oe ee 47,505 23,890 38,640 20,339 
National Trades,,........... 6G a» 12,446 b 3,263 21,983 68 
New York National. .............5. pro’) 29410 14,816 46, "636 22,015 
MONO MNO 5 fe sce cess cases ; 31,593 12,983 “cous wae 
pain gel POG Meet mies s cet we aes 418,950 186, 373 448,088 212,074 
acific RR a a ate Sais abe ae dh head wt ot a 167,378 1 
Rocky Mountain ....:........... nF , — tet ein 
CS oo knk sv inemialincs cue 273,830 159,991 56,675 92:925 
Me Se A eae 6,9 ¢. 856 3,180 82 
VGRGR (Ree 6 ss Sirs ce acvtees 10,320 3; 258 14; 274 3,055 
MONOD Von ccdesacecasureas --$ 3,682,269 $1,798,740 $4,139,142 $2,463,106 
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MICHIGAN COMMERCIAL INSURANCE COMPANY 


Lansing, Michigan 


July 11,-2918 














Automatic Fire Sprinklers 


(PARTICIPATING PLAN) 


ae 





























Z 


| $a || 


a) 
é 


ASSETS SURPLUS ; 

January 1, 1914........ $ 920,961.16 $181,374.66 4 ° 

Samay aah... 1; 935,693.93 200,120.21 bs he Pp hillip S Com p a hy 

January 1, 1916........ 1,020,369.41 211,057.76 5 ; 

January 1, 1717........ 1,178,606.00 212,243.00 108 South La Salle St. - Franklin 4572 

January 1, 1918........ 1,364,674.29 212,756.82 m 

Fire, Tornado, Automobile, Tourist Baggage, Parcel Post Insurance Chicago 
C. A. PALMER, President C. 0. DAVIS, Vice Press W. A. ELDRIDGE, S PITTSBURG UNDERWRITERS 
S. D. ANDRUS, V.-Pres. & Man’g Urderwriter e Eee named H. R. VER sst. Sey. GEO. R. DAVIES, Man nae UNDERWRITTEN aY semi Pe Pr Pittsburg, Pa. 
THE INTER-STATE FIRE INSURANCE CO. Notiontl Ben Freakin lasurance Cos cate foals Tes Lateran Oe. 
OF DETROIT, MICHIGAN anized 1913 
Capital fully paid $259,150.00 Assets $591,109.81 Combined Capital $1,700,00 ‘Assets, $8,989,607 Surplus to Poliephelders, 3,645,418 


Surplus to policy holders $310,064.33 
406-412 DIME BANK BUILDING 





INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


United States Branch RICHARD D. HARVEY 
92 William Street, New York United States Manager 





o- & CI ma 2 


Fire Insurance Company, of Davenport, la. 


CASH CAPITAL $200,000 


This Company has had 34 years of successful business experience, and is now doing 
business in Iowa, Illinois, Wisconsin, Ohio and Indiana. It is a good company for the 
ent, because in addition to writing a general business, it accepts practically all classes 
of farm risks. We want agents in the above states, a“ would appreciate hear- 
> from agents desiring to represent us. 





GEO. A. MOWRY W. A. GORDON WM. WALSH 
: a, President Secretary Ass't Secretary 
26) Twin City Fire Insurance Company 
S) MINNEAPOLIS 


Capital $500,000 














GEORGE E. FEENEY, President . L. S. MacENANEY, Managing Underwriter 
EDWARD T. LYONS, "Secretary- Treasurer A. M. WAGNER, Supt. of Agencies 


Che Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


Assets . ‘ $529,005.00 
Surplus to Policyholders 344,529.00 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 


. Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 


The CONCORDIA FIRE London & Lancashire 


INSURANCE COMPANY FIRE 
OF MILWAUKEE, Wis, | Insurance Company 


LIMITED 
Total Assets, Jan. 1, 1918. . .$3,115,504.64 | 

















of Liverpool, England 














E. Volbrecht, Columbus, Ohio, Special Agent to 
Eliel & Loeb C Company, Indianapolis, Ind., General Agents for fhinois an and Indiana 
New Agents Solicited. Fish & Schulkamp, Mains, Wis., General 


Agents fos Wiseondia 








The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, veers 
ASSETS - - 
SURPLUS TO POLICYHOLDERS - - - 


$1,643,174.49 
1,235,360.65 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, eatin. Ce California, 


Tennessee and 
A Reliable, Progressive Agency Company Representatives solicited 














JONES, LAUNT & BARRETT, Inc. 
GENERAL AGENTS 
BOSTON NEW YORK LONDON CHICAGO BALTIMORE! 


Capital Fire Insurance Company We are strictly an cy office, and 
Chicago Bonding & Ins. Co. can offer service and facilities in Penn- 
Great Eastern Casualty Company lvania, New Jersey and Delaware 
Thames & Mersey Marine Ins. Co. ewadies our head Office. 


HEAD OFFICES: 411-13 Walnut Street, Philadelphia 














Detroit National Fire Fusurance Co. 


PAUL TURNER, President DETROIT M. O. ROWLAND, Secretary 





Join the forces of a live, active, ene , strongly backed western company, progres- 
sive, yet operating along sound Licensed in New York, New Jersey, fon 
ticut, Massachusetts, Maryland, Indiana, Pennsylvania, V;-ginia, ienneete, 
Michigan, Rhode Island, Iowa, Illinois, Colorado and California. 


MANAGED BY MEN WHO ARE IN CLOSE TOUCH WITH THE FIELD 














Merchants National 


A a 
rc SS Is a 
ON A Sire Insurance Co. 
2 i al S CHICAGO 
i :) Wants Good Agents in 


na ep 


Michigan, Indiana 
Illinois and Wisconsin 














IOWA STATE LIVE STOCK 
INSURANCE COMPANY 


DES MOINES, IOWA 





Insure Against Death From Accident: or Disease 





WANT REPRESENTATIVES — 
FOR DEVELOPMENT OF NEW TERRITOR\ 








CapiteisStock .........2200 750,000.00 
i... Sie . : ae i ; ert near mye ony en — 
t i rs. P\ 
jc aN 89 S..La Salle St. Chicago, Illinois 
Writing A. G. McILWAINE, JR., Manager 
Fire Tornado Hartford, Conn. 
Syetthiee ; SAM B. STOY, Manager 
Rents Use and Occupancy San Francisco 


WM. CROWNOVER, President 





GEO. W. GUTH, Secretary 

















